


ORB, ot 


FOR BUSY BUSINES 








NOVEMBER 15, 1927 
nov 1 11927" 


How to Get eile. 


from Advertising 
By Carl Byoir 


in hte i 


Can Religious Spirit 


Function in Business? 
By Charles Stelzle 


A Wheat Epic © By Bob Davis 


Investors Should Buy Into 


Industrial Leadership 
By S. L. Sholley 





How Bankers Read Outlook 
By B. C. Forbes (/ 




















ESS 1 DDD CT 


MUN) 


How old is your office? 
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TODAY in a modern office you 
will find these electrical aids: 


Addressing Machines; Dictating 
Machines; Adding Machines; 
Multigraphs; Check-writers; Cal- 
culating Machines; Cash Regis- 
ters; Interior Telephones; Card 
Recorders; Card Sorters; Time 
Recorders; Accounting Machines; 
Time Stamps; Clocks; Mailing 
Machines; Typewriters; Fans; 
MAZDA Lamps, and many other 
electric devices. 


This familiar mark 
appeats on many 
electrical products, 
including motors 
that drive time- 
and _ labor-saving 
office machines. 





GENERAL ELECTRIC 











OUR FATHER probably 

will recall the days of high 
stools, eyeshades, and evenings 
overtime. 
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But visit a modern office! A 
thousand letters to go out by 
four o'clock. A new price list to 
all customers in tonight’s mail, 
without fail. Enter electricity. 
Two or three people turn 
switches, and the finished letters 
come out of an ingenious ma- 
chine. Another motion and they 
are sealed and stamped. Only 
electricity could get that job 
done. 
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Here’s a statistical job. The 
reports are in; thousands of 
figures to analyze. Looks like 
overtime for fifty clerks. “Cer- 
tainly not,” answers electricity, 
as a button starts the motor- 
driven sorters and tabulators. 
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Not as old as the one in the picture 


Yet you can find in it a dozen jobs that 
could be done more quickly and effectively 
by electricity—and done so quictly as 
to be practically unnoticed. In fact, elec- 


tricity has completely revolutionized many 
office methods. 
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Key cards are punched with 
lightning fingers. Electric sort- 
ers devour 24,000 cards an hour. 
Tabulators add quantities and 
amounts in jig time, and print 
the totals. 
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Go to almost any bank today. 
Hand in your account book. 
Click, click, click, goes the elec- 
tric book-keeping machine and 
back comes the book to you. 
Five operations performed in 
that brief moment. Everybody 
saves time,—you, the clerk, the 
bank,— when electricity is the 
book-keeper. 


e e e 


It is an unusual office that hasn’t 
a dozen jobs that electrical 
fingers should do. Why not 
spend a half an hour with an 
expert to see what electricity 
could do more cheaply and 
more efficiently for you? 
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Herringbone Gears 
in the 
Double-Reduction 
Drive Models 


Among the advantages in 
this modern design is the 
increased efficiency result- 
ing from the greater tooth 
surface. Other advantages 
are reduction of wear—evi- 
denced by a remarkable 
quietness—and unusual 
accessibility. The perform- 
ance of the heavy-duty In- 
ternationals is due to such 
developments in Interna- 
tional design, the fruit of 

} years’ automotive expe- 
rience. 














Building Roads 


te 


and Reputation 


HOUSANDS of rugged Inter- 

nationals are working at the 
mighty job of road making in 
every state in the Union — and 
over the world. 

The government of Quebec is 
using a fleet of Internationals to 
blaze a highway through the virgin 
wilds of the Gaspé Peninsula. The 
Peruvian government has 54 
Heavy-Duty Internationals on the 
great Olmus Project in the moun- 
tains of Peru. 

Internationals are owned by 
hundreds of cities for street main- 


tenance and public works. At the 
head of the list is New York City, 


using fleets of them in eighteen De- 
partments and Boroughs. Another 
fleet of 40 is helping to build the 
city’s new subways through solid 
rock, and working under difficul- 
ties that try out and prove every 
truck quality. 

International Harvester builds 
five sturdy models for heavy haul- 
ing—two sizes with double-reduc- 
tion-gear drive for 24% and 344-ton 
loads, and three with chain drive 
for 2144, 3% and 5-ton loads. What- 
ever your hauling problems or 
your type of load, ample evidence 
is at hand to show you how well 
International Trucks will serve you. 


Besides Heavy Duty Trucks the International line includes eight types of Speed Trucks, 4 and 6- 
cylinder, for 1%, 1%, and 2-ton loads; and the sturdy %-ton Special Delivery truck. Sold and serviced 
through 154 Harvester Branches in the United States and Canada, with adequate representation in 
foreign countries. Folders will be sent on request, and the trucks are on view at the nearest display room. 


INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 


606 SO. MICHIGAN AVE. (tncorPoratep) 


CHICAGO, ILL. 


INTERNATIONAL 
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Odd Lots 


yy HE small investor need feel no embarrassment if his capital 
is adequate only to the purchase of his favorite stocks in small ; 
lots. 


He has the advantage of diversified holdings, which provide a 
most desirable margin of safety in the probability that adverse 
conditions affecting one stock will not affect another. 


Weiner, Secretary ] 























A copy of our explanatory booklet on Odd Lot Trading will be 
sent on request. 


Ask for F. 312 


100 Share Lots 
Curb Securities Bought or Sold for Cash 


ie | John Muir&(o 


New York Stock Exch 
| 50 Broadway — Member: New York Cotton Exchante New York 


Associate Members: New York Curb Market 
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Note the proximity of leading 
eastern markets to the Port 
of Newark. New York City is 
nine miles away—Baltimore, 
Philadelphia and Boston 
within overnight motor-truck- 
ing distance. 41 of America’s 
100 largest cities lie within a 
radius of 200 miles of the 
Port of Newark! 








NOW—20 Minutes to Manhattan— 


via newly opened Hudson Vehicular Tunnel! 


The opening of the famous Holland Tunnel under the Hudson 
River brings the Port of Newark within 20 minutes of the business 
center of New York City. This is actually less time than it takes 
to drive a truck from the Hudson River piers to the Brooklyn 
waterfront through the traffic congestion of lower New York! 


Here is one more powerful inducement for manufacturers who 
require metropolitan location to establish factories or distributing 
houses at the Port of Newark! The heart of Manhattan is now 
actually closer in time to the Port of Newark than to many parts 
of Manhattan itself! 


Added to the Port of Newark’s direct switching connections with 
5 trunk line railroads, its lighterage-free waterfront facilities, and 
its comparatively low-priced industrial sites, this improved com- 
munication with the greatest market in the world makes it the 
most desirable industrial location in the East! 


Now is the time to consider all the facts about the Port of 
Newark, while choice sites are still available on most reasonable 
terms. Already some of the nation’s leading concerns—Sears, 
Roebuck & Co. and the Weyerhaeuser Forest Products Co. among 
the more recent—have established plants at the Port of Newark. 
Confidential surveys are now under way for a score of others. 


Why not let us measure up the Port of Newark’s inducements for 
your business, without any obligation on your part? For complete 
information regarding distribution facilities, industrial sites or 
loft space in units of 5,000 to 50,000 sq. ft., write 


THOS. L. RAYMOND—Mayor,— Newark, N. J., U. S. A. 


©The PORTof NEWARK 


Mention of “Forbes” insures good service 





FORBES for November 15, 1927 








Looking Ahead With the Forbes Editors 








‘e REATIVE Manufacturing,” 

might apply to pantsmaking 
or cruller bending but in an article 
shortly to appear it is an apt title for 
an achievement of the most aggres- 
sively creative community in the 
United States. Without fuel, without 
water, and without a port, but with a 
salubrity of climate that made men 
not only think fast but aspire mighti- 
ly, this city decided to bring in the 
water, harnessed the forces of na- 
ture to get cheap power and brought 
the ocean, more than twenty miles, 
to its doorstep. 

Neither the problems nor the 
manner of their solution have any 
parallel in America, at least not in 
the last century. The Pilgrim fought 
the wilderness as did the pioneers 
who conquered the West and Far 
West. It was an individualist life 
that only began to disappear when 
arable land became scarce. 

A creative impulse that expresses 
itself in manufacturing, initiated by 
a few far seeing persons, and car- 
ried forward by a community, is a 
distinct advance in industry. This 
kind of manufacturing has made an 
abundance of raw material available 
to the world by pooling the giant 
force of an entire city. The achieve- 
ment is to be described in a forth- 
coming issue of Fores. 


HUGE organization, the re- 

sult of a merger, with twenty- 
six mills and most of them closed, 
was for a long time “a joke in the 
trade, the despair of its stockholders, 
and the chief worry of its bankers.” 
A deficit was being rolled up each 
year. 

Then, as nearly always, there came 
along a man. He was appointed a re- 
ceiver of the tottering structure. He 
would be the last man to take credit 
solely for what followed. Suffice it to 
say the stock market registers the re- 
sult of the transformation. 

No bonuses or other financial in- 
ducements were made to purchase the 
loyalty of an army of employees or 
a small group of executives. Almost 
solely by personal persuasion the task 
was accomplished. FForses has the 
story and it will appear soon. The 
achievement is not told for itself 
only but for the benefit that might 
be derived by anyone who has a sick 
concern on his hands, too heavily 
laden with capital obligations to 
function successfully. 


OMPETITION has given way 
to co-operation in a number of 
large industries. The separate units 
remain in so far as their selling and 
production efforts require but they 
are linked in campaigns for educa- 








tional purposes. Thus cement men 
advertise cement, lumber men the ad- 
vantages of using wood, brickmak- 
ers the use of brick and even the old- 
fashioned industry of coal mining at 
last has seen the need of advertising 
its product. All of these efforts have 
fallen short of the results of the 
group that started co-operative de- 
velopment of a world market. 

The idea did not originate with 
one man, but a man and a trade have 
become the outstanding examples of 
how an able executive and a well- 
organized industry can tocsin a 
slogan so that everyone in the nation 
either hears or sees it. The industry 
was faced with the necessity of cre- 
ating a market. It had the intelli- 
gence to face the situation and agree 
on a program. The executive of one 
of the best established concerns was 
given authority to carry the cam- 
paign through. It was but one inci- 
dent in his long business career. How 
he staved off the evil day of over- 
production by making Americans 
“paint conscious” will be narrated in 
a forthcoming number. 


HE Negro has advanced from 

an exclusively domestic and agri- 
cultural employment into the business 
and professional world. Because of 
the segregation of the colored people 
from the whites in many communi- 
ties a new group of business men is 
forming, of growing influence among 
12,000,000 people. Not only small 
businesses owned and operated by 
men of their race but many banks, 
insurance companies and manufac- 
turing enterprises are in the control 
of Negroes. 

Forses has asked one of the lead- 
ers of the business men among them 
to state the progress that has been 
made by colored men in the field of 
trade and industry. Just recently a 
large industrial corporation was 
promoted in large Negro centers. An 
untilled field lies before those who 
have articles to sell among the many 
commercial enterprises springing up 
in Negro communities. 


RUCKING might appear to be 

an uninteresting occupation but 
it has given a State its most efficient 
governor and may give the nation a 
president. Mergers of cigar fac- 
tories, office appliance concerns, food 
companies and duplicating enter- 
prises are too frequent to cause much 
comment. The senseless waste and 
inefficiency of hundreds of small 
concerns in handling freight has 
brought truckmen to the point of 
combining their routes also and giv- 
ing better service. Delivery men in 
New York set the example several 





years ago. This tendency is spread. 
ing to other cities. 

“Straight line production” has be. 
come almost a fetish, but when it 
cames to delivering the course be. 
comes so snarled that a corps of traf- 
fic managers may be required to un- 
ravel the knot. In one large city an 
engineer applied himself to taking 
out the kinks. He did this so well 
that large corporations are now turn- 
ing over to him all their freight ship- 
ments. He has suggested the alter- 
native of his trucks for railroads and 
that rail terminals in valuable city 
space be closed. The practical carry- 
ing out of this innovation will be 
described in an early issue. 


IME money, one of the most 

puzzling phenomena of the 
financial world is discussed in a very 
comprehensive article by Paul Clay, 
a foremost economist, in a succeeding 
issue. He tells business men how to 
make forecasts of economic trends so 
essential to the even development of 
any productive enterprise. 


HAT are the business oppor- 

tunities in Radio, and what 
chance is there for an ambitious 
youngster to carve out a career in 
this industry to-day? Everybody has 
heard that the business has now been 
“stabilized.” Does this mean that the 
stabilizers are to sit pretty henceforth 
while the men in the ranks have noth- 
ing to do but obey orders and nothing 
to hope for but the dreary routine of 
obedience? 


No, it means nothing of the kind. 
For Radio, as David Sarnoff points 
out in a forthcoming article by 
Charles W. Wood, is founded upon 
imagination, and it will be one of the 
chief aims of the industry to conserve 
the imagination of every human being 
within it. This is a vital story, of 
interest not only to the radio indus- 
try, but to everyone who wants to 
know the very latest discoveries of 
modern business through a study of 
the most modern of them all. 


HERE is a prevalent supersti- 

tion that “Big Business” is a very 
complicated thing and that the “Big 
Business” man must be a most so- 
phisticated person. The reverse seems 
to be the case. “Big Business” de- 
pends upon simplifying the old 
methods, and the successful “Big 


Business” man is usually a simple 
human being who has discovered a 
simpler way of doing things. A case 
in point is John H. Waters, chairman 
of the board of the latest big radiator 
merger, who will be introduced to our 
readers before long. 
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IS THE MARKET NOW READY FOR 
A BROAD SUSTAINED RISE? 


AS the reactionary movement which began in October now run its course? 

H Are many high-grade securities now grooming themselves for a sustained 

«& advance which may carry them into new high territory? Are scores of 
stocks now selling at prices which six months from now will look cheap? 

Or will the decline go much farther? Are leading bankers and financiers com- 
mitted to a policy of depressing the market to substantially lower levels where 
good stocks may be bought in cheaply from a discouraged public? Will a resump- 
tion of the Bull Market be delayed until next summer and will stocks then advance 
sharply until the Presidential Election so that the “powers that be” may have still 
another “selling point”? 

If the Stock Market now indicates that it is ready to move upward, then a great 
many issues are at bargain levels. If, on the other hand, the recent weakness is 
only the prologue to a drastic and prolonged deflationary period, then much greater 
losses are ahead for the average investor and speculator. 

In either event, every investor should learn NOW what the market is likely to do 
next. On the one hand, such knowledge would protect him from possible losses, 
and, on the other hand, enable him to buy the right securities at prices which 


appear only occasionally. 
Our current Stock Market Bulletins contain valuable information relative to 


the present uncertain situation. They also discuss: 


1. The effect the new Ford will have upon other motor concerns. Is GENERAL 
MOTORS a good short sale? tg CHRYSLER, HUDSON, DODGE, and others 
co e with Ford on a profitable basis? Should REO, PAIGE-DETROIT, and 
STUDEBAKER advance to materially og prices? 

2. = — for the tobacco stocks. ill cigarette sales continue to increase 

cause higher prices for LIGGETT & MYERS, AMERICAN TOBACCO, 
TOBACCO PRODUCTS, = LORILLARD? Would a sizeable market apprecia- 
tion seem to be in store for CONGRESS CIGAR and CONSOLIDATED CIGAR? 

3. What effect will the threatened Congressional investigation have on the utility 
stocks and which will bear the brunt of the attack? Can PEOPLES GAS, CON- 
SOLIDATED GAS, STANDARD GAS & ELECTRIC, INTERNATIONAL TELE- 
PHONE & TELEGRAPH, NATIONAL POWER & LIGHT, and ELECTRIC 
BOND & SHARE still be rated as attractive purchases or have they fully dis- 
commagl all favorable factors? 

4. Whether mounting profits and materially higher stock prices are in prospect for 
STERLING PRODUCTS, LEHN & FINK, LAMBERT COMPANY, AMERICAN 
HOME PRODUCTS, HOUSEHOLD PRODUCTS, and others. 

5. Of RADIO, FREEPORT T TEXAS, INTERNATIONAL PAPER, TEXAS GULF 
SULPH UR, BETHLEHEM STEEL, and INTERNATIONAL MATCH PRE- 
FERRED, ‘which offers the greatest profit possibilities? 

6. What should be done with oil stocks? Certain oils such as the Da ge OF 
NEW JERSEY, =. YORK, and INDIANA, ATLANTIC REFINING, XAS 
CORPORATION, d VACUUM OIL, have been increasingly strong in i face 
of persistent aahnes. Will the oils enumerated _e continue to advance? 

7. Will adverse Interstate Commerce decisions seriously affect such rails as ERIE, 
CHESAPEAKE & OHIO, PENNSYLVANIA, EW YORK CENTRAL, tnt 
age cs ST. LOUIS SOUTHWESTERN and KANSAS CITY SOUT 
ERN? Are ST. LOUIS & SAN FRANCISCO, UNION PACIFIC, SOUTHERN 
PACIFIC, NORTHERN PACIFIC and ROCK ISLAND still good for many points? 


The above points are covered in current important Bulletins, specimens of which 
will be sent to anyone without charge or obligation. We shall also be glad to 
send you an illuminating little book called, “MAKING MONEY IN STOCKS.” 


SIMPLY MAIL THE COUPON BELOW 





INVESTMENT RESEARCH BUREAU, Div. 172, Auburn, New York 


Kindly send me specimen 
copies of your current 


Stock Market Bulletins. ND i iad Fen Sh cat UK ek hh eins Ghd bs ua 
Also a copy of “MAKING 
MONEY IN STOCKS.” Gas os ek Gan Be be pars es ee ATI 
This does not obligate 
me in any way. + hee A ste ile Ae a Sy See 
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Willys-Knight Great Six 5-passenger 
Sedan at the Capitol, Washington, D. C. 


This illustrious motor car, world famed for its brilliant 
pessnemenee. now attains new and unprecedented 

eights of excellence. New top speed, flashier acceleration, 
your choice of beautiful colors—all at no increase in price! 


The Improved Knight Engine — Sleeve-valve; pat- 
ented, exclusive. Its efficient performance makes for 
carefree motoring. No carbon troubles, no valve- 
grinding. Remarkably economical. The only type of 
engine that actually improves with use, constantly 
gaining in smoothness, quietness, power. 


7-Bearing Crankshaft— For smoothest, vibration- 
less operation. 


Skinner Rectifier — Keeps your oil at highest pos- 
sible lubricating efficiency. Prevents crankcase 
dilution and contamination. 


4-Wheel Brakes — Mechanically operated for posi- 
tive results; also for simplicity and ease of adjust- 
ment by average mechanic. 


Belflex Shackles—An invaluable feature—they pre- 
vent squeaks or rattles in the chassis—require no 
greasing or adjustment. 


8 Timken Bearings in Front Axle—Make the Willys- 
Knight the easiest steering car you ever handled. 


Narrow Body Pillars at Windshield — Greater 
vision means greater safety. A vital safety feature in 


these days of crowded roads. 


Adjustable Front Seat on the Sedan and Foursome 
models. For maximum driving comfort. 


Light Control at Steering Wheel—Where it belongs. 
You. dim without lifting your hand from wheel. 


Shock Absorbers—Air cleaner —Thermostatic tem- 

perature control — Finest quality upholstery and 

interior fittings — Longer springs for better riding. 
7 5 7 7 7 7 

“70” Willys-Knight Six, $1295 to $1495. Willys-Knight Great Six, reduced 

prices range from $1850 to $2695. Prices f. o. b. factory and specifications 


subject to change without notice. Willys-Overland, Inc., Toledo, Ohio. 
Willys-Overland Sales Co., Ltd., Toronto, Canada. 


WILLYS-KNIGHT 


THE ENGINE IMPROVES WITH USE—IN SMOOTHNESS, 
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Business and Stocks Move 
Very Unevenly 


ignoring or belittling all unfa- 

vorable trade developments, 
finally discovered they could not 
sweep back the tide. By the early 
part of this month some of the stocks 
boldly marked up had collapsed $20 
to $50 a share. 

Will January 1 find the average 
prices on the New York Stock Ex- 
change lower or higher? 

My guess is that the downward 
movement has not, at this writing, 
run its course in the more speculative 
divisions of the market. 

The relapse has already reached 
such proportions as to justify abun- 
dantly the words of caution voiced 
on this page during recent months. 
The forcing up of prices in Wall 
Street was continued after very clear 
signs that the business pace did not 
warrant such action. At the risk of 
incurring criticism, the various sober- 
ing facts and factors were instanced 
here as they developed. While striv- 
ing always to be constructive, ForBES 
does not believe in presenting nothing 
but sunshine when clouds become 
distinctly visible. We assume that 
busy business men prefer facts and 
sound reasoning to fantiful pictures 
and insincere opti- 
mism. 


7 PECULATORS, after blindly 


By B. C. Forbes 








Industrials 
High Price 
Fr. Yr.Nov.1 Dp. 
Comm. Solvents 203 162 41 
du Pont de Nem 343 302 37 
Fed. Min. & Sm. 187 120 57 
Foundation Co. 88 48 40 
Gen. Motors 141 126 15 
Gen. Ry. Signal 153 118 35 
Houston Oil 175 138 37 
Manh. El. Supply 132 47 87 
Us cheer. 0 BF a7 
U. S. Steel 160 130 30 
Railroads 
Buffalo R. & P. 115 80 35 
Del. & Hudson 230 180 50 
Del. L. & West. 473431 42 
Lehigh Valley 137 90 47 
Pitt. & W. Va. 174 143 31 




















trade has not fulfilled hopes. At 
many points building has completely 
overtaken demand. The oil industry 
is still in the throes of grievous over- 
production and unprofitable prices. 
The soft coal strike drags along. 
During the last few weeks I have 
noted a rather heavy increase in the 
number of occupants of park benches 
in New York City, suggesting lessened 


employment. During travels cover- 
ing several thousands of miles in re- 
cent weeks, I ran into occasional re- 
ports of more or less unemployment, 
although only at a few points are con- 
ditions at all serious. 

It is refreshing to turn from strict- 
ly industrial and trade conditions to 
agricultural conditions. Here one 
finds unmistakable improvement. All 
through the South, outside of the 
areas devastated by the Mississippi 
floods, sentiment is cheerful. Cotton 
has brought good prices; diversifica- 
tion of crops on an unprecedented 
scale has proved profitable; new in- 
dustries are springing up in most 
Southern States; cotton mills have 
been doing very much better. 

Reports from the Far West are 
generally satisfactory and the North- 
west has enjoyed a pronounced turn 
for the better. Fat cattle have com- 
manded top prices since 1920. 

The outlook is that purchases by 
agricultural States will increase ma- 
terially during coming months. Mak- 
ers of farm machinery and imple- 
ments are already receiving more 
orders, and the likelihood is that 
sales of low-priced automobiles in 
farming sections will break all records 

in coming months. 
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Eventhe Wall 
Street bulls are now 
compelled to admit 1000 


(UNITED STATES WHEAT CROP 
(In Millions of Bushels with 1927 Estimated) 


Most people look 
for no drastic change 
in the business pace 
during the balance of 








that the confidently 
predicted Fall recov- 
ery in business activ- 900 


this year. 
Money rates have 





ity has not material- 
ized. Steel buying has 





been keenly disap- 800 
pointing; automobile 
sales and buying of 700 
raw materials by au- 
tomobile manufactur- 
ers have been equally 
disappointing ; railway 
trafic and railway 
profits likewise have 500 - 
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continued easy, so 
that the reaction in 
stocks cannot be at- 





tributed to strictly 
monetary causes. A 








more potent influence 
has been the publica- 
tion of many corpora- 
tion reports, for the 
third quarter and the 
first nine months of 
the year, revealing 
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center. Gateway to the world. Logical much to promote good will. 

point through which the commerce of the Northern business and enterprise trading 
two Americas should meet. in Latin and South America have always 








found THe Canat Bank ready to 
apply its resources and facilities| to 
their individual problems. 

“Through Ninety-five Years,” an interesting booklet 


on the South's. 8 industrial development, t, will gladly be mailed 
executives on request. 
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center of the South. Tur CaNnaL 
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A Master Advertiser Tells 
How to Get Results 


Pulling Power of Every $100 Ad Recorded Before National Campaign is Launched 
—Law of Averages Replaces Rule of Fancy—Prospecting Cost 1 per cent. 
of Final Outlay—Magazines Most Effective Medium 


By Carl Byoir 


President of The American Gears Company 


exceptions to-day has reached 

only the stage that lightning 
had reached before Franklin sent up 
his kite. Everybody believes in it, 
but few know what it is. 

We measure workmen by measur- 
ing their output. ‘We measure and 
test raw materials; we test the fin- 
ished product. We measure the 
efficiency of salesmen by their sales 
records. 

In advertising, even most of the 
greatest executives in American 
business are still content to guess. 
When American business discovers 
that advertising is an exact 


. DVERTISING with notable 


but advertising, and you meet a keen, - 


cultured, anaytical mind; a mind that 
wants nothing but facts, and he 
knows the facts in every detail of his 
industry. Talk with him about ad- 
vertising and you are talking to a 
guessing mind so full of advertising 
theory that sub-consciously he is 
afraid he might find out some definite 
fact about advertising that would re- 
fute his cherished opinions. 

The best possible advertising is 
that which actually sells the most 
goods on the merit of the goods. In 
this generalization I include even the 


kiad of advertising that is called in- 
stitutional, for its purpose is to build 
goodwill, and ultimately this good- 
will must be reflected in sales vol- 
ume. 

Holding this view for ten years, 
I sought to draft a method for test- 
ing advertising that would enable 
our company at a low cost to select 
only advertising that would sell. 
We cannot rely on judgment alone. 
Some of the advertisements that my 
associates and I have fancied most, 
have turned out to be the ones that 
pulled the least. 
Choosing an advertisement is like 

that. Did you ever pick a water- 





science, we will not only save 
millions of wasteful expenditure, 
but scientific advertising will 
achieve sales successes hereto- 
fore undreamed of. 

Six weeks ago I spent an 
afternoon with a man whom I 
consider the greatest single ex- 
ecutive in the automobile indus- 
try. He knows to a fraction of 
a cent the cost of every part that 
goes into his car; he knows the 
metal analysis of these parts; 
the strain they will stand. He 
knows the results achieved by 
every salesman in his organiza- 
tion; every dealer. Before a 
new model goes out to the pub- 
lic, he knows what it will pro- 
duce in miles per gallon of gas, 
and miles per hour. 


Sales Basic Test 


Everything is tested and re- 
tested—only his advertising is a 
gamble. Here, president, vice- 
president, sales manager, adver- 
tising manager and advertising 
agent combine their best guesses, 
spend a million dollars, and hope 
for the best. 


A few weeks ago I talked 
with a soap manufacturer who 
spends half-a-million dollars an- 
nually in advertising. His com- 
petitors, with an inferior prod- 
uct, have sold circles around him. 
Talk with him about anything 
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Right a thousand times out of a thousand. 


He has the facts 


Vp en ‘| 
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melon? An expert can almost 
always tell a watermelon’s inter- 
nal condition by thumping, but 
thumping after all, merely fur- 
nishes the data on which to base 
an educated guess; but some- 
times the guess is wrong. Leta 
nine-year-old boy judge a water- 
melon by plugging it and if he 
looks at the plug, he will be 
right about the watermelon a 
thousand times out of a thou- 
sand, because he has the facts. 


In the International Conso- 
lidated Chemical Corporation, 
and in the Associated Labora- 
tories, we evolved a method of 
testing advertising that is as 
positive, as guessproof and as 
scientific as plugging a water- 
melon. 

To reach our audience we use 
five or six hundred newspapers 
all over the country and back this 
up with the same advertisements 
in leading magazines. We use 
the newspapers for testing, be- 
cause we can localize the adver- 
tising and the results. Over a 
long period of years I learned 
that any advertisement that paid 
in the newspapers would pay 
even better in the right maga- 
zines. 

As I had directed advertising 
for organizations making appeal 
to the whole body of people in 
the United States, it was natural 
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when I undertook to run a business 
for myself, likewise designed to reach 
the masses, to use all the knowledge 
I had gained, plus any new informa- 
tion, to make every dollar of adver- 
tising outlay count. 


A survey was made to see what 
character of firms used preliminary 
tests in sales campaigns to discover 
what the ratio of reaction to any 
given program would be. We fully 
intended to use advertising, nation- 
wide and persistent, believing 
thoroughly in it, but we wanted to 
be absolutely certain what advertise- 
ments would pay, what ads would 
sell the goods. 

That, of course, is what every 
business man should want to know, 
and which most would give a lot to 
find out. We got our first sugges- 
tion in the “ratio of interest test,” 
adopted by houses that advertise 
through the mails. 


Circulars as a Test 


When one of these houses starts 
to send circulars through the post, it 
takes'a preliminary step to find out 
whether that particular circular is 
the proper one to send; that is, 
whether it will bring results and thus 


‘warrant the sending out of the same 


circular to a million people. 

The method of the house with the 
circulars is simplicity itself. They 
send out a preliminary one or two 
thousand circulars and find out. If 
that first thousand works, if that test 
thousand or two sells the goods, a 
million circulars of the same kind 
are then printea and sent out. On 
the other hand, if the first thousand 
is a failure, there is no use to waste 
expense on a million. Of course, the 
first thousand had to be sent accord- 
ing to a plan and purpose so that a 
typical section of the American peo- 
ple would be thus circularized, the 
thousand people addressed to be a 
microcosm of the prospective million. 

Intelligently planned, therefore, 
the house sending its circulars was 


idea as a model plan we took over 
the program, modified to our needs 
and to the use of newspapers and 
magazines, in place of the mails, and 
on it built a business, or rather sev- 
eral businesses, of national magni- 
tude. 


First Nationa] Trial 


In our first nationwide campaign 
we set out to spend $24,000 for 
every time our advertisement of 400 
lines appeared. It was to appear 
simultaneously in about 600 news- 
papers. We, ourselves, liked the ad- 
vertisement. But was it going to 
pay? Would it justify the outlay of 
$24,000 every time we ran it or any 
time? It was our plan and fixed 
determination to find that out, mot 
after we spent the $24,000, but be- 
fore. 

We found out, and this is how: 
First, we listed three groups of 
newspapers which -were typical. In 
each group were eight papers. Of 
the eight papers, each was published 
in a city ranging from 50,000 to 
200,000 in population. 

Before placing the ad with the 600 
newspapers, we tried it in these three 
groups, eight papers to a group, 
twenty-four papers in all. The cost 
was about 60 cents a line for those 
twenty-four papers. 

The machinery of our program 
included methods, of course, to 
measure the sales in those twenty- 
four cities resulting from this new 
advertising. -The cost for this ex- 
perimental test was about one per 
cent. of what we were ready to ex- 
pend. Well, the test was a success, 
the outlay for the wider advertising 
followed, and the ratio of sales, 
obedient to the law of averages, did 
not greatly differ from the returns 
from the twenty-four cities in the 
test. 


One Secret to Problem 


That has been the secret of our 
successful sales campaigns. When 
the test in the twenty-four cities or 





able to determine, we 
knew, from the pre- 
liminary thousands just 
about what the ratio of 
returns would be from 
the million. They 
were dealing with a 
most unbelievable suc- 
cess with the depend- 
able law of averages. 
With that law, which 
when properly invoked 
gives no futile or false 
returns .and which is 
ceaselessly operating, 
we determined to do 
‘business ! 


We were going to 
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study it, follow it and 
adapt it to advertising ; 
and to that extent, 
merely using their 
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other selected communities gives 
proof that the advertisement will sel! 
the goods, the copy goes into a na- 
tionwide campaign. But when, as js 
frequently the case, the preliminary 
test fails to bring the right results, 
that advertisement in its inefficient 
form is either killed or revised and 
given another test. 


We recognize no standard, in 
measuring the value of publicity, ex. 
cept sales. We test the sales as fol- 
lows: While we are conducting a 
test campaign we canvass the de- 
demand or lack of it created at the 
counter of the retailer. We are not 
interested as far as the test goes in 
the volume of our sales to the re- 
tailer. We are watching the effect 
of our advertising, our selling 
through the medium of the printed 
page, on the ultimate consumer, 
Careful reports of this retail sale of 
our merchandise are reported to our 
headquarters. 

The executive, the industrialist, 
everyone doing a continental busi- 
ness will want to know, if interested 
to this point, exactly what propor- 
tion our nationwide sales in a cam- 
paign bear to those created by the 
preliminary test. I can answer. 


Close Up Campaign 


_ Over a period of years, the na- 
tionwide success has not varied more 
than 3 per cent. from the tested ad- 
vertisement in the initial cities. 
There has been closer synchroniza- 
tion than this; but 3 per cent., which 
is the extreme variation, does not 
spell failure in campaigns. That 
overhead, successful advertising can 
stand. We have no advertising 
failures, no blight of that sort on the 
business. We nip that in the tests. 
_Or we might say that our pre- 
liminary tests are signals of storms 
or fair weather ahead. If the first 
tests fail to sell the goods, we heed 
the warning. We spend not a fur- 
ther dollar on an advertising failure. 
The experimental outlay is small in- 
deed, and the money saved by the 
method is used to ex- 
tend sales. We can 
afford to go strong on 
copy and campaigns 
that win in the experi- 
ments. 

Here are one or two 
records from our 
books : Following an 
effective, satisfactory 
experiment, we multi- 
plied the sales of a new 
product through adver- 
tising to a monthly re- 
turn within six months 
of $100,000, which was 
at the rate of over $1,- 
000,000 per annum. In 








THE HOUSE WINS! 


If you bet once the ivory ball “will come thirteen,” that is 
a gamble but a million turns under the Law of Averages 


would give you a fair chance to win 


another commodity, the 
same methods of vigor- 
ous advertising in news- 
papers and magazines, 
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following a thorough preliminary 
test that brought quick sales, brought 
us the volume of business in that one 
product alone of more than $3,000,- 
000 annually, this rate beginning be- 
fore the end of the second year. 


A Profit from the Start 


While some lavish their advertis- 
ing appropriations before they dis- 
cover what the result is going to be, 
we show a profit from the start on 
every new product we launch, for we 
do not begin to advertise in a whole- 
sale way until we know that our ad- 
yertising, our salesmanship, is sound. 
We have had and we continue to 
have failures—in the tests. These 
cost between $60 and $240 each, but 
the same failures, had we not em- 
ployed these experiments, would 
have cost us each from $6,000 to 
$24,000 in continentwide fiascos. 

At the present time our annual 
expenditure for newspaper and mag- 
azine advertising is around $1,300,- 
000. With the exception of the 
smaller sums spent in experimental 
tests that fail to produce, the entire 
sum is profitably spent. This $1,- 
300,000 is, we know, selling goods. 

Our total tests, some profitable in 
directly selling and all profitable in 
the losses they avert, cost us about 
$50,000 per annum. An average of 
three out of every set of ten tests 
is the record of our successes. As 
these three out of ten represent 
three-tenths of our outlay for ad- 
vertising experiment, seven-tenths, 
or $35,000, is the total of our annuai 
loss in advertising, out of an annual 
expenditure of upwards of $1,000,- 
000. These are actual figures, not 
estimates. 

Typographical Judgment 

Of course, in the data obtained 
through these experimental adver- 
tisements there is much to be learned 
as to the size of the announcements 
in pulling power, how often they 
should be run, the nature of the best 
appeals, the importance of having 
the advertisement appropriate to the 
season, the importance of position, 
and all the other issues, including 
the relative importance of what space 
to give to type and to art matter in 
displays. 

The facts disclosed by these tests 
would be valuable to all writers on 
these subjects, as well as to business 
men, 

_ What I have learned above every- 
ing else is that an advertisement to 
ave selling strength must be credi- 
vie. Of course an advertisement 
‘iould tell the truth; but it should 
and it must, to be effective, likewise 
tiake that truth believable. 

In this connection I will cite an 
cditorial which appeared in August 
i The Better Boxer, a house organ 
ot the Corrugated Paper Mills of 
Natick: 

An Indianapolis haberdasher 
placed on busy street corners 
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containers marked “Pick Me Up 
and Take Me Home—I’m Val- 
uable.’ Thousands saw these 
containers, read their invitation, 
laughed and passed along. The 
men who fearfully exposed 
themselves to ridicule by open- 
ing the boxes found themselves 
rewarded by new felt hats. 


The editor adds: 


“The point we wish to make is that 
even the truth dressed up in strange 
garments will be unbelieved. Man’s 
credibility, like his other faculties, is 
limited. Stretched too far, it turns 
into unbelief. If you possess an un- 
usual value, be sure it isn’t presented 
in a manner that makes your pros- 
pective buyers eye it with suspicion.” 


Beware of Insincerity 


It is folly, of course, to play with 
facts; but while it is a catastrophe in 
business to be untruthful, it is al- 
most equally fatal to appear to be 
insincere. ‘The seller must make the 
collective customer, the public, be- 
lieve in man and message. You 
must be compelling; convincing as 
well as correct. You must not alone 
tell the truth; you must attract peo- 
ple to the truth. I am not sermon- 
izing so much as confessing. I have 
handled copy in the test campaigns 
which, while altogether truthful, 
failed to make sales. 

This realization that copy should 
be invariably not only true but con- 
vincing came as a by-product of a 
copy test. One advertisement, metic- 
ulous in its fidelity to the truth, fell 
flat; another on the same subject, but 
more beguiling in setting forth the 
truth, likewise failed to bring favor- 
able returns. 

Then we made a re-examination of 
the appeal. One sentence in it we 
found was difficult to believe, al- 
though true. We deleted that, with 
the result that sales started and con- 
tinued to increase. The product was 
the same; the advertising, minus the 
one incredible or seemingly incredible 
statement was the same, but the ef- 
fect of the amended statement was 
success. 

Superlatives usually spoil adver- 
tising copy, as they do most asser- 
tions. We had told the truth but in 
a way difficult of acceptance. 


Keep Watch of Seasons 


Keeping always the plan in mind 
of advertising the right thing in its 
season—not pushing a cure for sun- 
burn, for example, in the season of 
Christmas holidays—we prepare 
three separate advertisements of a 
given product, polishing, revising, 
studying every sentence and syllable 
of each. Then we subdivide our test 
group of twenty-four cities and 
papers into three, calling them 
Groups A, B and C. We try out 
the three separate ads, all announcing 
the same product, in these three 
groups. One group will sell, on that 
advertising, say, $3 worth of goods 
for every dollar of advertising spent, 











If you bet this man a lump sum 
of $10,000 against an annual pay- 
ment of $600 that he would live 


twenty years, that transaction 
would be pure gamble. But if you 
made the same bet with a million 
men of his age it would be a sure 
thing—that is the business of life 
insurance. The law of averages 
would see that you would win. 


another $2, while a third costs us 
money, bringing in only 60 cents’ 
worth of sales for every dollar spent. 
Naturally, the advertisement that has 
sold $3 of goods for every dollar of 
advertising outlay gets the prefer- 
ence. That announcement we use. 

The foregoing figures are not 
theoretical. I have experienced a 
variation of fully 500 per cent. in the 
selling power of two advertisements 
which, had we depended upon pre- 
liminary guesswork, judging the ad- 
vertisement by all the customary 
standards, would have been used as 
two equally effective appeals. We 
discard the ad which in the test falls 
below the best. The announcement 
which has sold the goods in the test 
satisfactorily, we place in some 500 
to 600 newspapers published from 
Atlantic to Pacific cities. We know 

(Continued on page 46) 
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Where Business and Religion meet. 
Trinity Church as seen through the 
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By Charles Stelzle 


MERICA is facing the perils 
of prosperity. We are the 


nor yet two women. We differ even 
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to our finger-prints. Why should it and 
richest nation—although at be thought necessary that we run all task 
the same time the most hated. Mass men through the same religious the . 
production has made us supreme in mold? furt 
industry. We laugh at the Bolshev- There are no systematized creeds wer 
ist because our workingmen are in the Bible—the principal source of A 
more prosperous than they have ever most religious doctrines. Although to | 
been. men do agree concerning certain fun- gen 
But it doesn’t require a prophet damental philosophies of religion, job 
nor the son of a prophet to realize making them the bases of denomina- Got 
that we have slumped in morale. tional differences, it is quite apparent on 
Some of us charge it to prohibition. that with most men religion is a tha 
Others say it is due to the youth spirit and a life. Let’s put it down juc 
movement. Still others insist we are then—every man may have a reli- pre 
just going through what every other gion of hisown. And, let it be stated | 
nation is experiencing. with equal emphasis—every man has m< 
“But whatever the cause, we face a religion all his own, whether he th 
the fact—America is “going stale.” will admit it or not. po 
We lack the virility that comes th 
with sacrifice. The dinner plate is Source of Strength 
sent back to the kitchen containing so tit 
enough left-over food to give life to __ Now, the question is, does that re- th 
another eater. Everybody wants the ligion work? This must be the final tc 
best seats at the theatre, and we pay test. When you sit at your desk with S| 
top prices, plus agency graft, with- @ hundred things pressing against b 
out a murmur. Everything is being your brain—does your religion help c 


“jazzed up” to make it interesting. 

And yet, 87 per cent. of the adult 
population in our cities is “religious” 
—according to a questionnaire print- 
ed by over two hundred leading daily 
newspapers in as many different 
cities. Apparently, religion has also 
been made a very comfortable thing. 
It doesn’t disturb us much. It doesn’t 
cost any of us too much—either in 
cash or character. 

But religion has always been man’s 
last resort. When everything else 
has failed religion has come to the 
rescue. Every great social, economic 
or political question is fundamentally 
religious. 


A Medley of Religion 


However, can we agree upon the 
particular brand of religion that will 
meet the needs of the times? We 
don’t need to. If the hundreds of 
thousands of men and women who 
declared themselves religious-minded 
were each to write out his or her 
creed, there would probably be as 
many different interpretations of re- 
ligion as there were creed-makers. 

God never made any two things 
exactly alike—neither two blades of 
grass, nor two birds, nor two men, 


you? When you face the facts of 
modern industrial and commercial 
life as you have to do with them, 
does your religion guide you? When 
you realize your responsibility 
toward others—those in your em- 
ploy, or your associates in business— 
does your religion give you the cour- 
age and the grit to plan your life to 
meet these obligations? Is your re- 
ligion adequate to meet the problems 
of prosperity that we are talking 
about ? 

Religion isn’t merely a system of 
ethics,—it is a source of strength and 
wisdom to make it possible to live 
out the highest system of ethics. It 
isn’t merely a social system or a sys- 
tem of social welfare. It may be 
both these, but if it is only these, 
then we are missing the heart, the 
life of real religion. 

No man can be religious alone. 
There must be a God and a Neigh- 
bor, meaning that there must be a 
spiritual source and a human rela- 
tionship. 

In the story of the Exodus of the 
Israelites from Egypt and their ex- 
perience in the desert, there stands 
out a man by the name of Bazaleel, 
who was chief of construction and 
specialist in works of metal, wood 
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Clergy Has No Monopoly on Spiritual 
Leaders—Bible Ideals Held Essential to 
Success in Life’s Greatest Adventure— 
Golden Rule Applicable in Sphere of Com- 





petition and Trade—Service Paramount 


and stone. To him was assigned the 
task of building the Tabernacle and 
the Ark of the Covenant, making the 
furniture and all the materials which 
went into these historic structures. 

And the Bible tells us that in order 
to make him a good mechanic and 
general boss of this very important 
job, he was “filled with the spirit of 
God.” Now God’s “spirit” came up- 
on other men in sacred history, so 
that they might become superior 
judges, kings, generals, prophets, 
prevchers and writers. 

A id it would appear that whatever 
may have been their tasks, God gave 
them all the same spirit, the same 
power, and the same consciousness 
that they were doing God’s work. 

Unfortunately, in the course of 
time, it transpired that the rulers in 
the ecclesiastical world had arrogated 
to themselves the right to possess the 
spirit of God, although it also might 
belong to those upon whom they 
chose to confer it, with the result 
that it was soon regarded as the ex- 
clusive privilege or necessity of 
preachers. For all of this there was 
absolutely no justification nor war- 
rant, because the “spirit of God” is 
and always has been a free gift to all 
who desired its possession. 


A Part of Every Life 


This monopoly of spirituality by 
ecclesiastics is in large part respon- 
sible for the division of men’s lives 
into “sacred” and “secular” callings, 
and for the division of the laymen’s 
life into “sacred” and “secular” com- 
partments. It also accounts for the 
fallacy that business is a thing separ- 
ate and apart from religion. Every 
part of a man’s life is part of his 
religious life, and to say that a man 
“does not mix his religion with his 
business” usually means that some- 
where he is evading some definite 
obligation—and he knows it. A reli- 
gion that cannot be carried over into 
day by day transactions is worth 
nothing, for religion is simply a 
means to an end, and not an end in 
itself. 

The Bible exhorts men to be “fer- 
vent in business * * * serving 
the Lord.’ And the man who is 
“diligent in his business’ shall “stand 


before kings,” 
according to the 
writer of the 
Proverbs. 

This may at 
once dignify the 
occupation of 
every toiler who 
would serve God 


and humanity, 
no matter what 
his occupation 


may be, but to 
give  unprece- 
dented opportun- 
ity to the man of 
larger _ affairs, 
whose business 
affects the weal 
or woe of his 
fellow-men, his 
community, his 
country, and the 
welfare of na- 
tions. His place 
in society and in 
the plan of God for the redemption 
of the world may be just as important 
as that of the preacher or the so- 
called religious “specialist.” 

It has sometimes been maintained 
that no business can be conducted 
upon the basis of the Golden Rule— 
to “do unto others as you would have 
them do unto you.” if this were 
true, then it must be confessed that 
we have not progressed very far 
from the standards of the hyena. It 
is not necessary to go clear over into 
the camp of the Socialists in order 
to eliminate the hideous competitive 
practices of some business men. 
Competition there must be or we 
would stagnate, but lying and deceit 
and almost literal murder—done 
through inhuman industrial and com- 
mercial practices—in the name of 
business, is not only unnecessary, but 
spells disaster to those who engage 
in such measures. Competition in 
superior production or superior ser- 


vice is always commendable and — 


brings its own reward. 
The Sermon on the Mount 


The Sermon on the Mount has 
often been ridiculed as impractical 
and absurd—“for this day and gen- 
eration.” Well, perhaps, “this day 
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The richest city 
depicted in the 
old Testament 
and the Un- 
known Prophet 
as sketched by 
Hendrik Van 
Loon in “The 
Story of The 
“Bible.” 


and generation” may be wrong, and, 
has it ever occurred to you—far 
short of its own possibilities? What 
is this day and generation? Who is 
responsible for it? Surely not the 
vast majority of the people, for to 
most of us it would be quite possible, 
economically, to apply the Sermon 
on the Mount to our daily living. 
And _ usually, the “absurdity’ of 
Jesus’s sermon is based upon its 
“economic impossibility.” 

Suppose you again read that ser- 
mon. It is found in the fifth, sixth 
and seventh chapters of Matthew. 
You will probably be amazed at its 
great practicability and reasonable- 
ness. Actually, the hardest hurdle is 
the introduction, that part known as 
the Beatitudes. But the whole philo- 
sophy of a happy life is based upon 
these precepts. Fundamentally, to 
follow the teachings of Jesus, as ex- 
pressed in this sermon, is altogether a 
question of character, and this is 
purely a personal matter. 

I have just said that religion is a 
means to an end and not an end in 
itself. The same thing must be true 
of business. In former days the 


business man’s aim was to make 
money so that he could serve the 
community through his wealth. In 
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the future he will serve the com- 
munity through his business. It is 
far more important for a manufac- 
turing concern continuously to em- 
ploy a thousand men, to whom it will 
pay a couple of million dollars in 
wages per year, than it is for the 
owner of such a plant to contribute 
two million dollars to some benevo- 
lent enterprise. To give steady work, 
under favorable conditions with 
right human relationships, to a thou- 
sand men, is in itself a great con- 
tribution to life. 


Business and Life 


Business is being carried on not 
merely for the purpose of making a 
living, but “making a life’—the rich- 
est, fullest kind of a life—not only 
the life of the man at the helm, but 
of every man who may come under 
his influence. And this must include 
not only the men who work smoothly 
with the organization, but that con- 
siderable number, who, because of 
low ideals or for any other reason, 
make it hard for us to get along with 
them. Of the two million men who 
were tested psychologically in the 
war draft, over half were rated as 
having the mentality of a fourteen- 
year-old child or less, and about one- 
third were rated as “morons,” and 
incapable of complete self-guidance. 
It is impossible to shunt these to one 
side and compel them to provide for 
themselves, because there are too 
many of them. We must carry them 
along and the ability to do this will 
be one of the severest tests of our 
industrial order. Not all the 
“morons” are in the wage-earning 
class. 

Modern industry needs a new in- 
dustrial leader—one who will point 
the way not only to efficiency, but to 
greater service. Why should it be 
thought impossible for a business 
man to throw himself into his task 
with the same devotion to service 
that men are doing in other fields— 
doctors, lawyers, scientists, social 
workers. Too long have corpora- 
tions been regarded as entirely soul- 
less, as institutions with .a reckless 
disregard of ‘life, killing more men 
than are destroyed in war, grinding 
up childhood and womashood to 
create profits. 

Modern business may become 
life’s greatest adventure, requiring 
the finest devotion that the world has 
ever known. The other day the 
cables carried the story of the death 
of Prof. Adrian Stokes in West 
Africa, just as he had discovered the 
causes of transmission of yellow 
fever. We are reminded of Dr. 
Grenfell’s work among the fishermen 
of Labrador, of Father Damien, who 
gave his life for the lepers; of Lil- 
lian Wald, a visiting nurse over 
thirty years ago to the tenements of 
New York’s East Side, who now 
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Two-Line Editorials 


Farmers will be heavy buyers of 
low-priced automobiles. 
* ¢ ¢ 
Expect a flood of dam. oratory 
from Congress! 
oe 4:4 
Christmas trade promises to be 
O. K. 
x ke x 
If nominated, Hoover would win 
many Southern votes from Smith. 
. * * 
Don’t count on any tremendous tax 
relief. 
* * 
The general price level is unlikely 
to rise. 
> « 
Good oil stocks certainly have had 
the water squeezed out of them. 
*-s @ 


“To Let” signs are more numer- 
ous. 
x * * 


The upward movement in wages 
looks over for the present. 
* * x 
A suggestion: As a Christmas re- 


membrance for your family, make 
your will, 


x ok 
Cotton looks reasonably priced. 
es ¢ 


Most utility and tobacco shares 
have paid holders well. 


Ford has selected a new sales inan. 
ager and a new advertising agency, 
Coming events cast, etc.! 


oe «4 
Expect Chevrolet developments. 
i. -* 


Some preferred stocks look more 
attractive than boomed common 
stocks. 

* * x 

1928 promises to be an aircraft 
year. 

x x x 


Don’t trust implicitly in the words 


“Investment Trust.” Investigate be- 
fore investing. 


x * x 
More mergers are on the way. 
* * * 


Happily, inventories generally are 
moderate. 
* * * 
Even bank shares can go down 
after being boomed, remember. 
e * 6 


As expected, many bus lines have 

busted. 
e+. * 

Radicals are getting ready to rant 
in Congress, but they are unlikely to 
get far. 

es. « 
W hat was to be a “dead” Presiden- 


tial campaign may become decidedly 
lively. 








directs 250 trained nurses in the 
greatest public nursing service in the 
world; of Jane Addams, of Hull 
House, Chicago, generally accepted 
as the greatest woman in America; 
of John Elliott, Cornell graduate, 
who went into Hell’s Kitchen in New 
York City a generation ago and is 
still there, running one of the finest 
social settlements in this country. 
There are to-day many business 


Religion Amid Business! 
How Does it Strike You? 


M R. STELZLE urges an in- 
fusion of the religious spirit 
in the practical world of business. 
Can the Golden Rule be made to 
work in a competitive age or has 
the spirit of the old creeds slipped 
away entirely? FORBES is in- 
terested in interpreting the change 
that is taking place in our civiliza- 
tion. Mr- Stelzle contends that 
religion does help in solving the 
problems of an industrial and 
business world that is ceaseless in 
flux- 

FORBES has given the writer, 
a foremost evangelist, a free hand 
to tell the things about business 
that he sees from his angle. Do 
these articles give you a deeper 
appreciation of the spiritual forces 
of the Bible, 2,000 to 5,000 years 
old? If so, tell us. Do you hold 
that business and religion cannot 
mix? Tell us. How does it strike 
you ?— Editor. 
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men who make as great a sacrifice as 
any of the men and women just re- 
ferred to—men who pass through 
great agony of mind because of acute 
business situations, raised infinitely 
above that of mere money-making. 
Business has its heroes and martyrs 
as well as the church, science and 
social service. But the number of 
such men can be greatly increased. 


God’s spirit awaits those who are 
ready to be used in a great crusade 
just as it came upon the men of old. 
The manifestation of that spirit will 
vary in every life. Even the pro- 
phets of the Bible were not suddenly 
inspired to proclaim a startling mes- 
sage without having given thought to 
the content of that message. Pro- 
phets are not produced that way any 
more than doctors or lawyers or en- 
gineers or carpenters are made at a 
moment’s notice. There never was 
a prophet who did not struggle pain- 


fully through experiences which 
gripped his soul. 
God does not consult “Who's 


Who” nor any other list of notables 
who have already achieved greatness. 
Here and there, all over this country, 
there are men in business and in in- 
dustry who have modestly been try- 
ing to make their way up into the 
higher realms which they saw in 
their best moments. It is to such 
that this appeal is being made. 
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Little Bits abouts 


D. McDONALD, vice-chair- 
e man of the executive commit- 
tee, of the Southern Pacific Railroad 
makes yearly cross-continental tours 
of inspection. 
While on a recent 
trip with a party 
of business asso- 
ciates the engi- 
neer of Mr. Mc- 
Donald’s train 
stopped at a 
L rarely used water 
tank in the great 
Southwest to replenish his supply and 
the group of railroad executives took 
advantage of the stay by leaving the 
train for a short stroll. 

Soon the inspection tour was un- 
der way again and Mr. McDonald, 
who had been conversing with the 
lone water tank attendant, related 
this story that he had heard: 

A cow man from the back country 
had driven fifty miles by buckboard 
to the water tank a few weeks before 
and had inquired of the attendant 
if it were possible to get a train west 
at the tank. 

“T told him nothing short of a 
wash-out stopped a train along here,” 
said the attendant. 

Greatly disgruntled after his long 
drive across the burning plains, the 
cow man stated that money was no 
object with him. Finally warming up 
to the heat of the argument, he de- 
manded to know if a train had ever 
been stopped there by an important 
personage: 

“Yes, once,” said the water tender, 
“by Jesse James.” 





——_ 











A LONG time ago, when Howard 
K. Brooks, vice-president of the 
American Express Company, was 
money-order clerk for the company 
at their Milwau- 
kee office, he saw 
great possibilities 
in that phase of 
t h e company’s 
business, if it were 
advertised. He pe- 
titioned the presi- 
dent for an appro- 
priation, but the 
management, being very conservative, 
turned him down. 

Undaunted, Mr. Brooks induced 
the local manager to let him put 
signs on the company’s horse- 
blankets. In a short time these lum- 
bering steeds flaunted to all Milwau- 
kee: “Send your money by American 
Express .Company money order— 
Cheap, Safe, Convenient.” 
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This form of direct advertising 
brought in the business and Mr. 
Brooks felt elated until the chief ex- 
ecutive came to town. The live-wire 
clerk was called on the carpet, told 
that the American Express Company 
was not a Barnum and Bailey circus 
although it had quite a few horses 
and he was “fired.” 

Although his indiscretion was soon 
forgiven and he was reinstated to be- 
gin his steady rise to the vice-presi- 
dency, his associates have not let him 
forget the incident and they refer to 
him facetiously still as “Cheap, Safe 
and Convenient” Brooks. 


UMOR bubbles out in the most 
unexpected places and at the 
most unexpected moments. Charles 
Evans Hughes, former Chief Jus- 
~ tice of the United 
States, is a grave 
man on nearly all 
occasions. But re- 
cently while in 
Washington, he 
chose to ignore a 
traffic signal. He 
was nearly across 
the street when 
the full tide of Capital traffic swept 
down on him and he ran for his life. 
As he sprinted, Hughes said: 
“T still can run!” 

















OY A. YOUNG, recently ap- 
pointed Governor of the Feder- 
al Reserve Board, is nc high-brow. 
He began active life as a Western 
Union messenger boy and worked 
up through all the grades of banking. 
One of his hobbies is the prize ring. 
He not only likes to see a good bout 
but he can give the statistical high- 
spots of every championship fight. 
His penchant for figures is not ac- 
companied by a faculty to under- 
stand mechanics. He likes to drive a 
car but he pays but very little atten- 
tion to its internal working. 

On a road out from Minneapolis, 
when Young was still Governor of 
the Eleventh District Federal Re- 
serve Bank, a friend came across him 


one day sitting at the steering wheel: 


of a car. 

“What’s the matter,” he asked. 

“This darn machine won’t go,” 
Young replied. 

“What have you done about it?” 

“Nothing.” 

His friend looked inside of the 
hood, found a loose ignition wire and 
corrected it for Mr. Young. 

“And,” he added in telling the 
story, “he’d probably be there yet if 
I hadn’t happened to find him.” 


HEN Charles M. Schwab or- 
ganized the Bethlehem Steel 
Company he had the executive plan 
blueprinted for submission to his 
- board of direc- 
tors. For every 
execu tive office 
there was a 
square in which 
was written the 
title of the officer 
who was to be 
»>named and a 
. brief statement 
of the duties he was to perform. The 
topmost square contained the word 
“President” and for that office, 
which Schwab was to fill, no duties 
were indicated. 

“You have provided work for 
everyone except yourself,” a board 
member remarked. 

“Yes, I’m the only one who should 
have nothing to do,” Mr. Schwab re- 
plied. Then he explained: 

“The head of a large organization 
is the one person upon whom no 
duties should be placed. Everything 
that can be anticipated should be put 
on others, so that the head of the 
organization will be free to super- 
vise, to think, and above all, to deal 
with the unexpected.” 

















HEN Samuel Untermyer was 

a corporation lawyer asking 
pretty large fees for his advice and 
counsel, Charles B. Veghte, now 
president of the 
New Brunswick 
Trust Company, 
New Brunswick, 
N. J., was his of- 
fice boy. One time, 
talking to the boy, 
during a lull in 
the strenuous life 
he always pur- 
sued, Untermyer checked the lad up 
on his chief fault—timidity. 

“Open your mouth, speak up, look 
people in the eye,” he advised the boy 
who stood nervously shifting _his- 
weight from one foot to the other. 
“You'll never get anywhere, my boy, 
until you learn to talk. Put a higher 
value on yourself, don’t be afraid of 
anybody or to ask for anything.” 

The boy decided to follow the 
great lawyer’s advice. So the next 
day, in a loud voice, instead of the 
respectful whisper he usually ad- 
dressed his boss in, he cried: “Mr. 

















Untermyer, I want a raise!” And he 
got a raise, $10 a week, which was 
twice what office boys of that day 
received. 





16 


Canadian 


to Market 


An Epic of the Soil 


By Bob Davis 


ROM the French voyagers who 

came into the trails of Canada 

early in the Nineteenth Cen- 
tury, and the Indians who were the 
earlier occupants, there sprung up a 
half-breed type known as the Matis 
people. Among them was a smolder- 
ing discontent directed at the Cana- 
dian Government. It was based on 
the belief that the 1670 grant from 
England, which gave the then resi- 
dents exclusive “right te trade in all 
the country bordering on the waters 
that flowed into Hudson’s Bay,” was 
to be abrogated. 

The ringleader of the malcontents 
was one Louis Riel, a half-breed, 
whose father before him was a dis- 
turber of all peaceful relations. 
Schooled in the art of fomenting dis- 
cord, Louis summoned two hundred 
or more of the Matis to his standard 
and issued a call to take up arms 
against the English invaders. Fired 
by the fanatical Riel, the Matis, pre- 
pared in advance to make sacrifices, 
swept down in the Winter of 1869 
upon Fort Garry, where Winnipeg 
now stands, displaced the garrison 
and made it the headquarters of the 
revolutionists. News of the uprising 
ran through Canada like the wind. 
The details, greatly exaggerated, 
reached Ottawa with incredible 
swiftness. Riel, emboldened by his 
first victory, sent his emissaries afield 
for recruits and trouble was on the 
wing. 


Expedition Crossing Wilderness 


Colonel, afterward Field Marshal, 
Wolseley, was commissioned by the 
Canadian Government to conduct an 
expedition from Eastern Canada to 
Fort Garry. His force consisting of 
three hundred and fifty men of the 
Sixtieth Royal Rifles, with a small 

‘number of artillery and engineers, 
six hundred volunteers recruited 
from Ontario and Quebec, and one 
bugler boy. This force in two hun- 
dred boats proceeded along the old 


ined — 


fur trader’s route from Fort William 
on Lake Superior to Winnipeg, and 
across forty-seven portages without 
losing a single man. They arrived at 
Fort Garry during the early Winter 
of 1870 and broke up the Riel fiasco. 
The leader escaped across the Amer- 
ican border into Missouri, with sev- 
eral of his lieutenants and the re- 
mainder scattered into the timber of 
Manitoba and Saskatchewan. 


The Heart of Grain Empire 


In making his report to the Gov- 
ernment, Colonel Wolseley embalmed 
in the history of his country’s war- 
fare the significant fact that this was 
one of the few cases on record in 
which no liquor was served as a ra- 
tion to the men. The regular troops 
lingered a few days and returned 
over the same route to Eastern 
Canada. As a precaution against 
reprisals the six hundred volunteers 
quartered during the Winter of ’70- 
71 in Fort Garry and Lower Fort 
Garry, with one company at the 
Hudson’s Bay Company Post on the 
International line. In the Spring of 
71 many of the officers and men, and 
the bugler boy, took their discharges 
and remained in the West, the 
balance returning East. 

In the genesis of great empires 
there are indelible spots that time 
cannot efface; plans and specifica- 
tions written by lawless hands that 
are afterward redrafted into the con- 
stitutions of peace and progress. In- 
deed the very spot where Louis Riel 
planted his initial outpost became the 
heart of Winnipeg. 


While planning destruction Riel 
unwittingly turned a battle-ground in- 
to what is perhaps the richest pro- 
ducer of hard wheat on the Western 
Hemisphere, the centre of the most 
active “cash grain” market in the 
world. So much for the past. Now 
let us see what influence his mad 
endeavors had upon the present. 





Early in October the writer, re- 
turning over the Canadian National 
Railways via Vancouver, Prince 
Ruppert, Jasper National Park and 
Edmonton, arrived in Winnipeg. 
Along the entire route, for at least 
a thcusand miles, stretched countless 
acres of grain on the stand, in the 
cock or mounting in tawny geysers 
from the thrashing machines. Like 
a vast wave at high tide it broke 
from the sheaf and rolled across the 
country into the elevators; a yellow 
flood of wealth and _ sustenance. 
Every available vehicle was in ser- 
vice as though responding to the 
magnetized call of the market. On- 
ward came the deluge of living gold. 


Fort Now Clad in Ivy 


From the roof of the Fort Garry 
Hotel, a skyscraping caravansary 
that occupies the centre of the city, 
I saw first the endless prairies of 
wheat extending into infinitude and 
second, in the foreground, adjoining 
the hotel, a stone gateway nestling 
in the centre of a small park. That 
structure was all that remained of the 
original Fort Garry captured in 
1869 by Riel and his followers, and 
from which they were driven in the 
Winter of 1870 by Wolseley’s troops. 
Ivy climbed the scarp, flowers were 
now growing where once frowned 
British cannon. A nursemaid, play- 
ing with children, occupied a settee 
on the tiny lawn. “Peace hath its 
victories. ‘ 


I went up-town to the Grain Ex- 
change and watched the market: 
listened to the babble of voices traffic- 
ing in cereals. The click of telegraph 
instruments, the bids and calls, the 
murmur of overtones, the clash of 
buying and selling, the prophesies of 
traders filled the air. Wheat, oats, 


barley, rye, flax, all blended in the 
echoes, flung torrent-like, broadcast. 

Seeking more light on this marvel 
of the earth’s fecundity, this amaz- 
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Above: Thresh- 
ing Canada’s 
“living gold.” 
Right: Huge 
grain - pulling 
engine 


ing development of Canada’s once 
fruitless prairies, I sought a recep- 
tive ear into which I would pour 
queries. To the presence of Mr. 
Charles N. Bell I was ushered. He 
was a mine of information, a whole 
history of the grain business 

“When I arrived in Winnipeg in 
1870,” he said, “the total population 
numbered 318 people. The census 
to-day records about 290,000. We 
began to grow hard grain in the lat- 
ter 70’s, after which the business de- 
veloped by leaps and bounds. Canada 
soon took a leading position in the 
markets of the world. In company 
with J. A. Mitchell, I organized in 
1887 the Grain Exchange and was 
for thirty years its secretary and 
treasurer. I finally resigned to en- 
joy myself in the pursuit of histori- 
cal literature pertaining principally 
to the Province of Manitoba. Now, 
over seventy, I maintain my office in 
the Grain Exchange because of the 
contacts that ramify through my 
whole life. 

“The yield for the present year is 
almost double that of former years, 
the average of which was 250,000,- 
000 bushels. This year the three 


Below: Charles 
N. Bell, herald 
of the grain 
Empire 


provinces, Manitoba, Saskatchewan 
and Alberta will aggregate over 400,- 
000,000 bushels. Here are the 
figures of the Northwest Grain 
Dealer’s Association : 


Manitoba 
Acres Bus.acre Bushels 
Wheat ... 1,615,100 16.6 26,811,000 
OER si wis 2,722,800 20.9 56,907,000 
Barley ... 1,584,000 26.8 42,451,000 
Saskatchewan 
Acres Bus.acre Bushels 
Wheat .. 10,998,600 16.8 184,785,000 
ee 5,797,200 26.7. 154,785,000 
Barley ... 596,000 28.6 17,054,000 
Alberta 
Acres Bus.acre Bushels 
Wheat ... 7,275,400 27.2 197,891,000 
i See 2,509,000 46.5 116,668,000 
Barley ... 431,000 37.8 16,314,000 
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Total Yield 




























































Acres Bus.acre Bushels 
Wheat .. 19,889,100 20.6 409,478,000 
Oats .... 11,029,000 29.8 328,360,000 
Barley ... 2,611,900 29.0 75,819,000 
ere 493,300 22.2 10,967,000 


“These figures mean that over the 
Canadian National and the Canadian 
Pacific railroads trains of between 
fifty and sixty cars, under 
double-header locomotives, will 
go out of Winnipeg every ten 
minutes of the day. All will 
be shipped for export to Fort 
William and Port Arthur on 
Lake Superior, head of navi- 
gation, to reach the market in 
vessels before the lakes freeze. 
There is some satisfaction in 
having been even remotely 
concerned in the origin of 
such a national enterprise.” 

“What brought you to Win- 
nipeg ?”’ I asked. 

“T was one of the volunteers 
who came here with Colonel 
Wolseley to put down the first 
Louis Riel uprising. There 
are several survivors of that 
expedition who are still in 
Winnipeg, among them Sir 
John Macdonald, now a Mag- 
istrate. He was a son of Sir 
John A. Macdonald, Premier 
of Manitoba. Also Sir D. H. 
McMillan, W. F. Alloway, W. 
S. Volume, R. I. Jones—and 
myself. We liked the country, 
and remained.” 

“Fifty-seven years ago” I 
ventured, “when Riel was run- 
ning amuck you must have 
been quite a youngster. How 
did Colonel Wolseley come to 
take you soldiering ?” 

“T was a bugler boy,’ re- 
plied Charles Napier Bell, 
LL.D., F.R.G.S. and president 
of the Historical Scientific 
Society of Manitoba, with a 
touch of justifiable pride, “and 
Riel heard my notes on the 
wintry air the day we arrived 
at Fort Garry. 

“After we drove him out of Win- 
nipeg he continued to exercise a dis- 
turbing influence among the Crees 
and the Assiniboins in Saskatchewan. 
In 1885 he organized another upris- 
ing, the first and the only native In- 
dian disturbance in the history of 
Canada. For that he was captured 
by the Royal Mounted Police and, 
after a trial for treason and murder, 
was hanged at Regina in the bar- 
racks of the Royal Mounted. That 
was the end of a misguided and 
unfortunate man.” 

My analogy is justified: Riel 
brought Colonel Wolseley to the 
wilderness; Wolseley brought the 
bugler boy to Fort Garry; the bugler 
boy brought the Grain Exchange to 
Winnipeg; Winnipeg brought the 
grain to market. Riel made the ini- 
tial move. The bugler boy, Charles 
Bell survives and Canada is richer. 
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Mass Production Methods 
Make Farming Pay 


Sun No Longer Needed at Harvest of Alfalfa Crop—Machines Cut, Dry and Grind 
Fodder and Save Five Weeks’ Time—Merging of Small Farms into 600 Acre 
Units Predicted—Engineering Principle Holds for Corn, Oats, Vetch 


By Dr. Robert Stewart 


Dean, College of Agriculture, University of Nevada 


r NHERE is no line of human 
‘endeavor in the United States 
where the inefficient by hard 

human labor may “get by” as surely 
as in farming. Unlike the laborer in 
the city who loses his job, he is al- 
ways sure of a shelter over his head, 
he is sure of something to eat and 
fuel from his woodlot to keep him 
warm. It is equally true also that 
there is no type of industry in Amer- 
ica where the rewards for the econ- 
omic use of land, labor, capital, and 
management are so great as in farm- 
ing as developed along the lines in- 
dicated in the new process of hay 
harvesting here described. 


An Important Development 


If the farming industry is to be 
regarded as a business and not merely 
as a mode of living, it must develop 
along the lines that other types of 
industry have developed in the 
United States since the Civil War. 
The development of a new process 
of hay production is an important 
step in this direction and is bound to 
be widely adopted by large dairy 
farmers in the humid regions of the 
United States. 


Arthur J. Mason, an engineer on 
a farm near Chicago, has recently 


4 


done important pioneering work in 
solving an important question for 
farmers who raise hay in humid 
areas. This farmer, an engineer, 
harvests 2,500 tons of alfalfa hay 
annually on his farm. The hay never 
touches the ground, and 45 minutes 
after being cut, it is in the barn, ful- 
ly cured, and in a finely divided form, 
with a 100 per cent. saving of the 
leaves, all ready for use as feed! 
_ This gives the cost of establishing 
and operating a Mason alfalfa cur- 


ing plant on a 600 acre farm: 


Installation Cost 


Dolor, fom, WORRiB. is ccacacsdsces $8,500 
Grinding apparatus ............. 1,500 
Stele MINE oes Fass dais sre cscs eeiveou 5,000 
EE 5, o's. ck oh 5 farsi en sites 2,500 
PE ED, ak whee ecees cence 1,600 
a 2,000 

MRA "Gn. scecawnasas saad s $21,100 

Operating Cost 

PMN x sc asco acura aa rsa alere Siders a ,000 
RE aS aren ore 3,750 
BASCtIG POWES ...2.cccccnceese 1,500 
Ean yeni (PONE) Gi scc Geicsice sae 4,000 
TE nobis ase cho aw eves ke 4,000 

BE is becncadicmmeahwkene $22,250 


The yield of hay from the 600 
acre farm varies from 2,000 to 3,000 
tons per year. The average is 2,500 
tons. The finished product has a 
gross value of $65,000 dollars in II- 
linois or net value of $42,950. The 
profit per acre is, therefore, slightly 
over $70. 


The cost of installing such a plant 
is slightly over $21,000 under Illinois 
conditions. The cost of operating 
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The above photos, left 
to right, show three 
operations in the pro- 
duction of hay, namely 
raking, stocking and 
cocking. 


such a plant including labor, coal, 
power, land rental and maintainance 
is $22,250 annually. The cost of 
production per ton of hay is, there- 
fore, $9 for a product which has a 
ready market sale value on the At- 
lantic seaboard of $38 per ton! 

Of course, this meti od, of. making 
alfalfa hay with its high initial 
capital investment probably has no 
place on the small one-man size farm; 
but .it does indicate in a marked way 
what may be accomplished by indus- 
trial farming by the simple expedient 
of applying the principles of mass 
production which has been found so 
effective in the industrial world as a 
means of reducing the unit cost of 
production ! 


Profit Will Bring Capital 

And, as the opportunity for mak- 
ing money in such farming opera- 
tions is demonstrated, capital will be 
attracted and become available just as 
it has in other business operations. 

The new process has been adopted 
also by the Walker-Gordon Milk 
Farms of Plainsboro, New Jersey, 
on their 1,600 cow 
dairy farm which 
supplies high grade 
certified milk to New 
York City and Nor- 
thern Jersey points. 
They formerly used 
home grown corn 
silage and alfalfa hay 
imported from 
the West as their 
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cutting and loading al- 
falfa ; 


Right — Unloading and SS 
cording the green hay 


principle souite of feed. The hay so 
imported is very expensive and its 
low protein content necessitates the 
use of high protein concentrates such 
as cottonseed meal. 


The new process has been adopted 
by them with certain modifications, 
all of them improvements on the or- 
iginal process. The field equipment 
has been re-designed. The mower 
and elevator is run by its own motor 
and not by a tractor as in the Illinois 
farm. The field wagons drawn by 
tractors at Flossmor, Illinois, are re- 
placed by trucks with special bodies 
at Plainsboro, New Jersey. 


Suitable for Many Crops 


The artificial drying of forage 
crops, for the process can be applied 
to other crops than alfalfa, such as 
corn, oats, vetch, sorghum, and prom- 
ises to modify in a very material way 
many of the traditional agricultural 
practices of the farmers of the east- 
ern portion of the United States. It 
has many distinct advantages over the 
old system of hay making. 


In this process, as developed, the 
alfalfa is always cut while young or 
immature while the old method al- 
lowed alfalfa to come into bloom be- 
fore cutting. Young plants have a 
much higher protein content than old 
plants. Alfalfa cut before bloom, for 
example, has a protein content of 
15.4 per cent., in bloom 10.5 per 
cent.; while when fully ripe has only 
8.5 per cent. protein. An acre of 
oats harvested in July in the old way 
where the grain only is used as feed 
will give 140 pounds of protein for 
feed ; if it is cut for hay in June and 
artificially dried it will yield 400 
pounds of protein! 

The result is a saving of five weeks 
time in the use of the land and an 
actual increase of 260 pounds of the 






important high priced 
protein in the feed! 

The saving in time 
permits the growing of 
a second crop of oats for 
the same annual land 
rental. 

The Mason process of 
alfalfa harvest, therefore, 
permits the dairyman 
of the Atlantic Coast 
States to produce his own 

high grade protein feed 
5, on his own farm and 

. thus eliminates the 

important cost of 








OO many writers dealing 

in farm problems merely 
re-emphasize and recapitulate 
the farmer’s troubles. 

Better than this are sug- 
gested remedies. Best of all 
are records of experiments 
and successes showing that 
modern scientific methods can 
solve some of the most urgent 
problems of agriculture. 

Here is the remarkable ac- 
count of an engineer who has 
introduced industrial methods 
into farming and has given, 
in Illinois, on an elaborate 
scale, a demonstration of how 
farmers can make hay-mak- 


ing pay. 




















paying freight on cottonseed meal 
from the Southern States. 

The process also eliminates waste 
in that it makes possible fuller use 
of land and keeps labor more econ- 
omically employed. The two most 
expensive items which enter into the 
cost of producing crops are labor and 
interest on land or land rental. Any- 
thing that reduces either of these 
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items materially reduces the cost of 
production of crops and makes for 
greater profits for the farmer. 

This new method of hay produc- 
tion also permits the more econom- 
ical and greater use of machinery on 
the farm. On the ordinary small one- 
man sized farm, the harvesting ma- 
chinery, such as it is, is used only 
a few days out of the year. Ona 
farm equipped for harvesting hay by 
the Mason process, human labor is 
largely replaced by machinery and 
the machinery is fully used during 
the entire growing season or at least 
150 days out of the year! 


Only for Large Sized Farm 


The process, owing to the high in- 
itial cost and the necessity for special 
machinery and labor, has a place only 
on a large sized farm. It is not 
adapted for use on the traditional 
160-acre farm which was created by 
the homestead law and not by econ- 
omic use. The minimum efficiency 
size for such an outfit is probably a 
600-acre farm. 


The development of this new 
process probably means, therefore, 
consolidation of small farms into 
larger ones just as small manufac- 
turing plants in the industrial world 
have been combined into larger 
groups. The small dairy farm with 
high costs of production will not be 
able to compete successfully with the 
larger dairy farm where the costs of 
production are reduced by the more 
economical use of land and labor and 
by the greater use of machinery as 
developed in the new methods. 

The small dairy farmer will prob- 
ably find it more profitable to work 
as a laborer on the larger farm with 
machinery than attempt to compete 
with such an industrial plant on his 
own individual small unit. 


European Plan Excelled 


Mr. Mason, being a trained engi- 
neer, has cut loose from traditional 
methods of the farm and has devel- 
oped this entirely new system of 
harvesting alfalfa hay. It eliminates 
all the waste of the old process and 
includes all the advantages of the 
use of green feed as practiced in 
European countries. 


He has accomplished this by an in- 
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Modern machinery used on a large alfalfa farm 
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dustrial use of mechanical devices for 
cutting and curing of the hay, as such 
equipment has been adapted in all 
other types of industry for reducing 
the amount of human labor used. 
The equipment consists of a special 
type of mower with an elevator. The 


mower is drawn by a small tractor. 


The alfalfa is cut and elevated into 
field wagons which hold 2,500 pounds 
of green material and are drawn by 
tractors. Four such field wagons are 
required for each mower. One wagon 
is always with the mower, two are in 
transit to the dryer, one is at the 
dryer. Five tractors are used and 
_manned by four men. 

This force cuts and develops sixty 
tons of green material every day of 
ten hours, yielding twenty tons of 
dry hay. Such equipment and force 
can take care of 600 acres of land and 
be in continuous use from the 20th 
of May to the Ist of October. 


Dried by Coal Gas 


The green material is artificially 
dried by hot gases produced from 
burning coal. The drier is a long nar- 
row, low compartment with an end- 
less belt. The green material is me- 
chanically unloaded onto this belt 
when it is mechanically combed or 
carded into a moving mattress eight 
feet wide, ten inches thick and of uni- 
form density and thickness. 

The moving mass of green alfalfa 
moves counter to the incoming cur- 
rent of hot gases from the burning 
coal furnaces. The moving mass of 


green alfalfa travels at the rate of 
five feet per minute and is treated 
twice with the hot gases. The hay 
issues at the end of the drying com- 
partment just as green looking as it 
entered but with this difference, it 
is now dry hay and contains only 10 
per cent. moisture. Two men are re- 
quired to care for the drier, one man 
cares for the receiving end of the 
drier and one man looks after the 
exit, furnace, and grinder. 


Nature Improved Upon 


The finished product, twhich has 
never touched the ground, is bright 
green hay, far better looking than 
the sun cured hay of the Western 
States. Its feeding value is far su- 
perior to western hay. It contains 18 
to 23 per cent. protein while western 


hay contains about 14 per cent. pro- 
tein. 


Since it has never touched the’ 


ground, it is free from weeds and 
other trash. Since it was handled 
while in the green state it has lost 
none of the leaves, the most impor- 
tant part of the plant for feed. At 
the exit end of the drier the material 
is ground into alfalfa meal and blown 
by a current of air into a stock house 
where it is kept for use as desired. 

The yield of alfalfa hay in Illinois 
as an average of the five-year period, 
1921-25, was 2.71 tons per acre. Mr. 
Mason, by the more economical use 
of his land in his method of harvest- 
ing, has secured an average yield of 


4.2 tons per acre of very superior 
hay. 








herewith: 

NN atte ete = cc cased $10,268,000,000 
SASS 11,211,000,000 
Ee Soi cea 0.8.0 0.0ie 12,382,000,000 


farm products. 


to the other industries. 


been missed there. 








The State of Agriculture 


By GEORGE E. ROBERTS 
Vice-President, National City Bank 


ftom Department of Agriculture makes an estimate each year 
upon the gross value of that portion of the crops not fed 
to live stock and upon value received for animal products, and 
these two sums combined are taken as the gross value of farm 
production. This value for each year from 1921 to 1926 is shown 


eer” $12,219,000,00¢ 
ee ee 13,034,000,000 
TE b6teencanenes etns 12,985,000,000 


This table shows a substantial increase in the value of farm 
production since 1921, but a comparatively slight change from 
1925 to 1926. There is good reason for believing that the value 
of this year’s crop, together with the value of live stock and 
animal products resulting from it, will be substantially above 
the_value of farm production in the past year. 

_ Improvements in the methods of agriculture, and in the 
implements which the manufacturing industries have placed 
at the service of agriculture, have enabled a much smaller num- 
ber of workers on farms to supply the required quantities of 

The result of this increasing productivity of 
labor on the farms has been to release great numbers of workers 


In 1820 approximately 85 per cent. of the gainfully employed 
population was on the farms, but in 1925 only 26 per cent. was 
so employed. The workers who have left the farms have not 


The logic of the situation indicates that 
there are still too many workers on the farms. 














FORBES for November 15, 1927 


To appreciate fully what he has ag. 
complished in his epoch making 
method of harvesting alfalfa it is 
necessary to review the common 
methods of harvesting hay and also 
its use for forage. 


Old Process Laborious 


There are seven distinct steps in 
harvesting alfalfa hay in the old way, 
still commonly practiced. (1) It is 
cut with a mowing machine and al- 
lowed to fall on the ground in nar- 
row thin layers where it is allowed to 
dry for a short period. (2) It is 
then raked into windrows by a horse 
rake. (3) It is cocked or piled into 
small piles by either the horse rake 
or by hand. (4) It is loaded on 
wagons either by hand or some me- 
chanical loading devise. (5) It is 
stacked by hand or by mechanical 
stackers. (6) If the hay is sold it is 
baled and sold as such. (7) The bale 
or stack must be torn apart and fed 
to livestock. 

The methods used involve great 
waste: There is great waste of hu- 
man labor, of time and the use of 
land; the rough handling inevitably 
causes a marked loss in the leaves 
which is the more valuable part of 
the alfalfa plant as a forage crop. 

In some countries this waste of 
material and land is eliminated by the 
use of the green material directly as 
feed. The stall feeding of green 
feed, so common in Europe, obviates 
the necessity of preserving forage 
and eliminates the loss which accom- 
panies ordinary curing of hay. 

For dairy cows it not only gives 
better returns than dry feed but also 
permits the keeping of more cows 
per unit of land as all waste is elim- 
inated. 


Wastage of Labor Power 


It has, however, many disadvan- 
tages. Small quantities of green feed 
must be cut and hauled every day, 
regardless of weather conditions. It 
is uneconomical of labor and ma- 
chinery and is adapted to those coun- 
tries only where labor is cheap. 

The use of such green material 
as feed is an important factor in the 
success of the Danish dairy farmer, 
but he is enabled to use it only be- 
cause Danish agricultural labor costs 
only $4 per week! 

The method is also used in the 
tropics where labor is cheap and the 
excessive humidity prevents the suc- 
cessful curing of forage. The car- 
rying capacity of the land is much 
greater and the land is in continuous. 
use by this method of feeding. The 
expense in labor and time, however, 
will not permit the extensive use of 
such methods under American con- 
ditions. 

The alfalfa experiment is impor- 
tant because it shows, as stated, that 
farming to be profitable must follow 

(Continued om page 44) 
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‘THOUGHTS ON’ 
LIFE ¢? BUSINESS 













































USINESS is over eighty per 
B cent. men and women; the rest 
is prices, styles and quality, and here 
is the proof: A store may offer every 
advantage in merchandise, but let the 
employees of that store be discour- 
teous, disagreeable and disinterested 
and these employees will drive away 
enough trade eventually to put the 
business on the losing side of the 
ledger—The Silent Partner. 

x * * 


Man Must Work. That is as cer- 
tain as the sun. But he may work 
grudgingly or he may work grate- 
fully; he may work as a man, or he 
may work as a machine. There is 
no work so rude that he may not ex- 
alt it; no work so impassive, that he 
may not breathe a soul into it; no 
work so dull that he may not enliven 
it—Henry Ford. 


* * X* 


It is a thing of no great difficulty 
to raise objections against another 
man’s oration,—nay, it is very easy; 
but to produce a better in its place 
is a work extremely troublesome.— 


Plutarch. 
* * x 


HE American Federation of 

Labor will accept no dictation 
from Moscow; we will not compro- 
mise with communism or communis- 
tic philosophy. We will not listen to 
the call of any siren; we will not 
experiment with the lives of work- 
ingmen and women in something 
which found birth in class hatred in 
a country ruled by dictators for cen- 
turies—William Green, president, 
American Federation of Labor. 

* * x 


There is only one place where a 
man may be nobly thoughtless,—his 
death-bed. No thinking should ever 
be left to be done there.—Ruskin. 

From A. E. Hall, Wilmetto, Lil. 
x ok x 


The measure of a man is not the 
number of his servants but in the 
number of people whom he serves.— 
Dr. Paul D. Moody, president of 
Middlebury College. 


* * X 


Success or failure in business is 
caused more by mental latitude even 


-than by mental capacities —Walter 


Dill Scott. 
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Efficiency 


We measure thoughts by acts 
achieved 
And weigh our brain with prod- 
ucts wrought ; 
Our vision we can calculate 
From where we get by using 


Thought. 


If we succeed by work well done, 
Improve our moments and our 
task; 
Our face will indicate our worth, 
The world will never have to 
ask. 


We can’t be rated by the hour; 
We can’t be timed by clock or 
key ; 
increased skill achieved by 
Work 
Is rated as Efficiency. 


—Harold A. Kelley. 


Our 





A Oext 


S the partridge that sitteth 

on eggs which she has not 
laid, so is he that getteth riches, 
and not by right; in the midst 
of his days they shall leave him, 
and at his end he shall be a fool. 
—Jeremiah 17.11. 


Sent in by the Rev. Max 
Dieterle, New York. What is 
your favorite text?L “Forbes 
Epigrams” will be sent to 
senders of texts used. 











DUCATION is the knowledge 
E of how to use the whole of 
one’s self. Men are often like 
knives with many blades; they know 
how to open one and only one; all 
the rest are buried in the handle, and 
they are no better than they would 
have been if the knife had been 
made with but one blade. Many 
men use but one or two faculties out 
of the score with which they are en- 
dowed. A man is educated who 
knows how to make a tool of every 
faculty ; how to open it, how to keep 
it sharp, learning to apply it to all 
practical purposes—Henry Ward 


Beecher. 
* * x 


Send us sparkling “Thoughts” and 
we will send you “Forbes Epigrams” 
if your contribution is printed. If not 
composed by you, state source of quo- 
tation and author’s name. Names of 
winners will be printed. 





HE practice of corporations 

and universities of retiring 
their men at 60 years is a waste of 
their best brains. Roughly, I would 
say that 85 per cent. of the big things 
done today were the work of men 
past 50. There is no reason why a 
man who shows initiative up to the 
age of 60 should quit showing it 
after 60. In the World War all the 
great commanders on both sides, 
Hindenburg, von Biilow, Foch, Haig 
and Pershing were 60, or near it. 
J. Pierpont Morgan, at the age of 
70, raised $40,000,000 in forty 
huurs and stopped the panic of 1907. 
—Dr. W. A. Newman Dorland. 

* * * 


The normal human being, willing 
to pay the price, is as sure to see 
success as he is to see the sun rise.— 
William B. Joyce, chairman, Nation- 
al Surety Company. 

From W. L. Barnhart, New York, N. Y. 
* * * 


We are more interested in wealth 
than commonwealth.—James J. 
Davis, Secretary of Labor. 

* *k x 


HE ascetic and emaciated saint 

is a historic figure, and there 
are doubtless forms of spiritual ex- 
perience which accrue to a complete 
mortification of the flesh. But, un- 
less one is prepared to defend the 
morbid view that life itself is un- 
worthy and gladly to be left behind, 
one must look to bodily health as a 
blessing to be devoutly sought and 
scrupulously cherished. It is an im- 
perative moral obligation for every 
man to make himself as strong and 
robust as he can, to make himself the 
master and not the slave of his body 
and its demands. Experience shows 
that in the years of growth the possi- 
bilities in this respect are literally un- 
limited—Dr. James Rowland Angell, 
president of Yale. 

ee 


What farming needs is (1) adjust- 
ment of production to demand; (2) 
quality production; (3) efficient pro- 
duction; (4) salesmanship; (5) in- 
dustrial development in the Middle 
West; and sixth may be legislative 
remedy, but legislative remedy only 
as it complements the foregoing.— 
J. H. Puelicher, president, Marshall 
& Ilsley Bank, Milwaukee, Wis. 





“With all thy Getting, get Understanding” 


Is this significant? The two American enterprises that 
have scored the most extraordinary growth this year have 


very liberal profit sharing systems. President Sloan of 
General Motors recently told me that the corporation’s 
plan for rewarding about one hundred 
of the most responsible executives had, 
in his opinion, contributed much to the 
successful development of the business. 
The compensation had been sufficient to stir the recipients 
into giving of their very best and, moreover, had very 
effectively bound the best men to the organization. It is 
recognized that competitors cannot wean away from Gen- 
eral Motors any of those who have attained profit sharing 
rank. Even more spectacularly than the growth of Gen- 
eral Motors has been the expansion of the Bank of Italy, 
California, and its allied financial institutions. Its dynamic 
head, A. P. Gianinni, told me most emphatically the other 
day that the phenomenal progress made had been due in 
large measure to the intense loyalty and enthusiasm of 
the workers. The Gianinni institutions’ resources, he 
states, will exceed a billion dollars by the end of the year. 
After payment of dividends the Gianinni bank employees 
receive forty per cent. of all the profits—so far as I know, 
the most liberal profit sharing plan in any large-scale 
American enterprise. 

Does this contain a suggestion for boards of directors 
of other enterprises and financial organizations? 

* * * 


THESE HEADS 
CREDIT 
GROWTH TO 
PROFIT SHARING 


Your principles must come ahead of your interests. 
x * * 
If aloof you’re a goof. 


* * * 


The big man who cannot train and trust assistants is 
not so very big. 
* * * 


Every time I peregrinate through America I get the 
feeling that sentiment is stronger in smaller communities 
than it is in our very largest cities. Where the pace is 
less rapid the people take more time to make friends and 
to be friendly. They do not let money- 
making take complete possession of 
them. They play more. They get to- 
gether oftener in a neighborly way. 
Friendship and cordial fellowship count more. 

Take the case of Melvin A. Traylor, now head of a 
great bank in Chicago. Upon the expiration of his term 
as president of the American Bankers’ Association a nota- 
ble testimonial dinner was tendered him at the annual 
convention at Houston. It was in Texas that Mel Tray- 
lor first won his spurs when a young man. When he rose 
to acknowledge the many fine things sincerely said of him, 


IS SENTIMENT 
STRONGER IN 
TOWNS THAN 
IN BIG CITIES? 


Fact and Comment 


By B. C. Forbes 
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he elicited the greatest cheering of the entire conventio, 
proceedings when he declared: “My affection for Texa; 
and its warm-hearted people has abated not one jot with 
the passing of the years, and my one wish is that when | 
have finished my course on this earth, I shall be brought 
back to mingle my dust with its dust under its friendly 
sunshine and blue skies.” 

That touch of sentiment went to the hearts of the sup. 
posediy unsentimental rulers of our banking institutions 
as nothing else said or done during the whole convention, 

* * * 


Achieving, not receiving, is the true measure of success. 
* * * 


Singleness of purpose doubles results. 
* * x 
In the last six years one of every eight banks in the 
United States has been obliged to suspend operations— 
more than 3,800 in all. That is a deplorable record. How 
can better safeguards be applied? Mainly by exercising 
greater discernment in granting new 


BIGGER, ‘ . eateak : 
BETTER charters, by increasing the initial capi- 
RURAL BANKS tal requirements, by stricter attention 
NEEDED 


to duties by directors, by more effec- 
tive examinations by State and Federal examiners and by 
the wider adoption of clearing house examinations, and, 
of course, by selecting more capable executives. Banking 
is now hailed as a profession. Why, then, should every 
Tom, Dick and Harry be licensed to run a bank without 
first having to demonstrate his fitness, just as doctors and 
lawyers and ministers and professors and dentists are 
called upon to pass tests? 

The inescapable fact is that a new era in banking is 
dawning. We are approaching the day of bigger and 
better banks, especially in rural communities, where fail- 
ures heretofore have been most frequent. Protection of 
the public demands this. So, too, does the economic 
trend. The coming banking evolution will embrace the 
establishment of more and more branch banks, no matter 
how distasteful this prospect may be to many. 


Incidentally, why have the shares of so many banks, 


particularly in the larger cities, been soaring tremendously 
in price when the universal complaint among bankers is 
that it has become harder than ever to earn reasonable 
profits? In my humble judgment the rise has been over- 
done and may soon begin to be undone. 


* * * 
It is when whales spout that they get caught. 
i 


Every building must have an architect, every ship a 
captain. 
2s 


Nature teaches us the importance of obedience. 
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HE men who control 
t America’s pursestrings, 

our leading bankers, 
are talking for publication a 
little more optimistically than 
they really feel. That is the 
conclusion I have reached 
after spending the better part 
of a week mingling freely 
with the men at the annual 








cago, first vice-president of 
the A. B. A.: 


— Craig B. Hazlewood, Chi- 


How Leading Bankers 
View Conditions and 


Prospects 


Should the stock market suffer 
a relapse severe enough to affect 
business, the banks, as a whole, 
are better prepared to stand a 
shock than they would have been 
two years ago. Business is off 
about 10 per cent, but there is 
nothing fundamentally the matter 














convention of the American 

Bankers’ Association held in Houston. It would be an 
exaggeration to say that they are pessimistic; but they 
are distinctly cautious. They look for no pronounced 
change in business either way, but most of them are dis- 
appointed over the failure of the expected Fall improve- 
ment to materialize. 

With few exceptions, they are not bullish on stocks 
which have been wildly speculated in. They regard even 
the best railway issues as quite high enough. They have 
faith that good oils will recover, but they hesitate to guess 
just when. 

The most encouraging feature easily is the betterment 
in agricultural conditions and prospects in many States. 
This betterment is expected to continue and broaden. 

Opinions vary widely regarding the probable choice 
of Presidential candidates. Hoover’s chances are consid- 
ered best—but not as by any means certain. Dawes is 
ranked next among the Republicans. Lowden and Hughes 
are classed as only remote possibilities. Coolidge is con- 
sidered as definitely out of the race. Radical aspirants 
are not taken seriously. Many think a dark horse will be 
the final compromise. 

Governor Smith is almost the only name mentioned by 
Democrats, but the South doesn’t want him and feels that 
he. could not win. Governor Ritchie of Maryland has 
supporters. Senator Reed of Missouri is not classed as 
a favorite. Owen D. Young would please the more con- 
servative Democrats, but his affiliation with Big Business 
is interpreted as, unfortunately, militating against his ac- 
ceptability among the rank and file. 

It would scarcely be stretching the truth to say that 
Republican victory is generally taken for granted. 

The pith of interviews obtained at the convention fol- 
lows: 

Thomas R. Preston, Chattanooga, the new A. B. A. 
president: 


The volume of business for the year 1927 may not be quite as 
large as for 1926, but more people have shared in the prosperity. 
Especially is this true of the agricultural situation which has 
shown improvement almost everywhere and I see no reason why 
1928 will not be a satisfactory year. 


Melvin A. Traylor, Chicago, retiring president : 


In some important lines of industry recessions have taken place 
and profits generally have been lower even where the volume of 
business has not declined. Agriculture is this Fall enjoying as a 
whole satisfactory crop returns either through large harvests or 
rising prices. Increased rural purchasing power should aid in 
preventing the recession in industry from going so far as to 
create actual depression. I feel that 1927 will be completed as 
a year of prosperity even though it does not fully measure up 
to the phenomenal record of 1926 and that the prospects for 1928 
are favorable even though many lines of industry will have to 
a with a more moderate scale of profits than they en- 
Joyed in b 


with it. 
John G. Londsdale, St. 
Louis, second vice-president of the A. B. A.: 


Business throughout is fair and the general impression is that, 
like China, anything that can happen to it the rest of 1927 will 
be an improvement. The mere fact that business has hesitated for 
a few months means that, with the slightest encouragement, the 
business in restraint will come forth to increase car loading and 
general business improvement. 


A. P. Giannini, San Francisco: 


California is having an exceptionally good year and prospects 
are good. Present conditions are sound, healthy. 


J. Dabney Day, Los Angeles: 


Things with us experienced a little let-up several months ago, 
but total business will equal last year’s. A significant incident 
was the recent placing by our bank and associates of $8,500,000 
new local securities with local investors. They were subscribed 
for twice over. Los Angeles is going to become a great financial 
center by and by. 


W. R. Morehouse, Los Angeles: 


Southern California is looking forward to the stimulus of 
record-breaking citrus and walnut crops. 


Francis H. Sisson, Guaranty Trust Company, New 
York, after referring to the disappointing failure of 
Autumn business to expand as earlier expected, and after 
drawing attention to the high quotations for many stocks: 


On the whole, the commercial and financial situation holds no 
evident threat of prolonged or violent shrinkage in trade volumes. 
In addition to the generally sound condition of commercial in- 
ventories, a powerful influence tending to prevent such a de- 
velopment is the prevailing low money rates. The enormous res- 
ervoir of federal reserve credit has scarcely been tapped. It is 
even possible that the relative quiet trade conditions of the last 
four months may give rise to a large volume of deferred de- 
mand in the near future, bringing about a rapid industrial and 
trade expansion. The more probable development, however, would 
appear to be a continuance of business activity at fairly high, 
though not record-breaking levels. 


Nathan Adams, Dallas: 


Conditions in Texas never were better, due to more crop diver- 
sification than ever before, thanks to the influence of country 
bankers. Crops this year have been made at the cheapest possible 
cost. The State will realize a billion dollars from agriculture 
this year and the farmers are in great shape to produce next 
year’s crops. In every county they are devoting greater attention 
to cows, hogs and chickens. The State’s manufacturing products, 
including oil, will amount to $1,250,000,000 this year, and the 
project to develop large-scale water power on the Colorado river 
by Chicago interests should greatly help things along. The bank- 
ing situation throughout the State never was stronger. Altogether, 
I look for sound, sane business during 1928. 


R. E. Harding, Fort Worth: 


High prices for cattle have made things better than in a long 
time. Interior banks have been buying paper much earlier than 
usual . Oil has been too low-priced, but development is going on 
and the oil people should have the worst of their difficulties out 
of the way by the first of the year. Fort Worth is enjoying very 
healthy growth. We have very few unemployed. An immense 
amount of public work and also railroad (Continued on page 44) 
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Steamship men have learned that it costs terrifically to 
force a steamer to go through the water a few extra knots 
an hour. A ship capable of doing twenty knots an hour 
comfortably at reasonable cost eats its own hand off if put 
under forced draft to reach twenty- 
five knots. The cry in this country 
to-day is “More sales?” “More sales!” 
“More sales!” Is this wise in all in- 
stances? May it not be that there are cases where the 
extra sales pressure costs more than the returns justify? 
Should the demand not be “Greater net profits?” 

True, there are innumerable instances where additional 
orders can be brought in at relatively low cost and the net 
profits swelled substantially. This applies particularly 
where the production cost of the article leaves a very wide 
margin of profit. Under such circumstances, forced draft 
selling usually can be made profitable. But where the 
spread between the cost and the selling price is narrow, 
the expense of forcing sales to abnormal limits may hurt 
rather than help net profits. 

There are natural markets, natural outlets, and there 
are unnatural markets, unnatural outlets. A good product 
usually can be disposed of in its natural market at reason- 
able cost, but the results may be very different when tre- 
mendous pressure is applied to force that same product 
beyond its natural market. 

Here is something to dig into. 


DO SOME 
EXTRA SALES 
COST LIKE 
EXTRA KNOTS 


* %*« * 


The sincere man feels at home wherever he goes. 
> 


Industriousness leads on to fortune. 
x * * 


Pittsburgh strikes me as a city of sharp contrasts—I 
have just visited it for the first time. It is a city of many 
palaces and of many unattractive homes, of glorious parks 
and of hillsides poisoned and blighted by fumes, of de- 
lightful residential sections for the 


waa well-to-do and forbidding residential 
MARKED sections for the poorer classes of work- 
CONTRASTS 


ers, of magnificent institutions of 
higher learning cheek by jowl with forests of smoking 
chimney stacks, of art galleries abounding in masterpieces 
and of sections utterly devoid of art, a city where the 
tich and the poor are brought very close together. 

Pittsburgh is synonymous with steel. The steel indus- 
try was among the last to abandon the inhuman seven-day 
week and twelve-hour day. Pittsburgh is closely identi- 
fied, too, with coal. And the coal industry has been black- 
ened by more strikes and tragedies than any other Ameri- 
can industry. 

Yet Pittsburgh has been the recipient of greater munifi- 
cence than almost any other city in the land. Multi-mil- 
lionaires who have made gigantic fortunes there have 
lavished upon the city colleges, technical institutes, art 
centers, public parks. I was assured that business men 
are to-day manifesting greater public spirit, greater civic 
spirit, than ever before. Somehow, there came vividly 
to my mind a visit years ago to the art gallery of a multi- 
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millionaire who made his fortune in Pennsylvania. Whe, 
I asked him to show me his favorite painting, he led m 
to one depicting a peasant, and he went into ecstasies ove 
it. Yet that same man never went into ecstasies ove 
toilers in real life. 

My hope and wish for Pittsburgh is that in coming 
years these generous-minded millionaires will devote more 
attention to bettering the lot of ordinary laborers in ste¢| 
mills, coal mines, coke plants, etc., even if by so doing 
there is a decline in the creation of wonderful educa. 
tional, artistic and other monuments to their memories, 
Surely one peasant, one sweating toiler created by God, 
is of more worth than any peasant created by an artist's 
brush. 

Admittedly, genuine progress has been made by the 
Steel Corporation and by other industrial organizations 
in Pennsylvania in increasing the wages and improving 
the lot of their workmen. But some of the working-class 
quarters in and around Pittsburgh suggest that there still 
is great room for betterment in this direction. Surely a 
nobler monument for a towering industrialist to leave 
would be villages of happy, attractively-housed citizen- 
workers than any college or art gallery. 

I hope to re-visit Pittsburgh and to get better acquainted 
with its worthy business organizations and achievements. 


* * * 


Christmas is nearing. May we, without immodesty, 
say that an increasing number of readers each year have 
found that a subscription to ForBEs proves a very accept- 
able remembrance. Twenty-four times during the year the 
recipient is reminded of the giver, 


MAY : : 

WE MAKE A whereas an ordinary Christmas pres- 
CHRISTMAS ent, received during the hub-bub of 
SUGGESTION? 


the holiday season, is in danger of 
being scarcely noticed. ‘One business leader has increased 
his Forses Christmas presents to a thousand because, he 
states, he has found no other small-priced gift so accept- 
able. It annually brings to him hundreds of letters of 
cordial appreciation. This year readers who desire to 
make a somewhat more substantial gift have the oppor- 
tunity of sending the Forses Business Library, consisting 
of twelve uniformly bound volumes, with a three-year 
subscription to the magazine, at a total cost of only $15. 
This constitutes an ideal gift for either business executives 
or young men who aspire to become executives. With rare 
exceptions, the men who have attained conspicuous lead- 
ership in this country have been men who have applied 
themselves diligently to purposeful reading. 

Send us the names of the friends or associates you wish 
to remember at Christmas, and we will do the rest, includ- 
ing the sending of a Christmas notification of your 
thoughtfulness. 


* * * 


To attain high position you must first learn to handle 
opposition. 


* * * 


Life without duty would be as a meal without salt. 
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| A LATE ARRIVAL 


“The cash value of wheat, rye, flax and potatoes marketed constitute a 
new high record in the Northwest.”—News Item. 
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“Shows 50,000 Wage 
_ Way to Home Ownership 
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Earners 


Workers’ Banking Organization, Under Leadership of George A. Martin, with 
“Own Your Own Home” as Slogan, Has Had Phenomenal Growth—New 
Eighteen-Story “Tower of Thrift,” Symbolic of Power 


a certain New York City suburb 

are one day startled by a woman 
turning cartwheels down its Main 
Street they can lay this unseemly 
conduct to George A. Martin. If 
Joe Watkins, railroad engineer, when 
he goes on to glory, leaves his wife 
and three children a $13,000 estate 
including a home free of mortgages, 
the blame can be placed on Mr. 
Martin’s broad shoulders also. 

In fact, over 12,000 families who 
are now enjoying the satisfactions 
that come with owning the roofs 
over their heads, must credit the 
organization of which Mr. Martin 
is chief executive with having aided 
them. Under his leadership the 
Railroad Co-operative Building and 
Loan Association has had a phenom- 
enal growth until it is now the 
largest in New York State and sixth 
largest in the United States. He has 
been president five years and the re- 
sources of this banking concern have 
increased: to $34,000,000. In 1926 
17,554 members were added, the 
total now being 49,362 saving mem- 
bers and 9,879 borrowing members. 
And it has erected an eighteen-story 
structure, the Tower of Thrift, 
taking to heart the slogan on which 
this business has been built—“Own 
Your Own Home.” In midtown 


[: the unsuspecting inhabitants of 











“I’ve just the man for you. 
first-class hustler.” 


He’s a 








By E. A. Hungerford 


Manhattan this skyscraper holds its 
place with the giant structures in the 
uptown business center. 

George A. Martin was born in 
Denver, Colorado, February 10, 
1872. His father was one of those 
who had taken Horace Greeley’s 
advice to young men to go west and 
grow up with the country. It took 
George only two months to reverse 





GEORGE A. MARTIN 


President of the Railroad Co-opera- 
tive Building and Loan Association, 
the largest institution of its kind 
in New York State and the sixth 
largest in the United States. 


this sentiment for it was at this ten- 
der age that he moved east to Rupert, 
Vermont.* In this thrifty New Eng- 
land environment he grew into young 
manhood. His grandfather, with 
whom he and his mother lived, was 
a Congregational minister. In 1889 
young Martin was graduated from 
Burr and Burton Seminary at Man- 
chester, Vermont. 

While adjusting himself to the 

















/ 
He longed to be one of those heroic 
.characters who bore holes into the 
night with giants of steel. 


cold, cold world, he went to Salem, 
New York, where he tried out the 
possibilities of a merchant’s career in 
a small town. He busied himself 
with cleaning lamps and delivering 
spools of thread to local seam- 
stresses. During a previous Sum- 
mer’s vacation, however, young Mar- 
tin had fired an engine on the D. & 
H. Railroad and the picturesque life 
of a railroader had fired his ambi- 
tion. He longed to be one of those 
heroic characters who bore holes into 
the night with giants of steel. 

But his mother objected. She 
thought of possible physical dangers. 
The father had died when George 
was a baby. As a compromise the 
youth accepted a position in the city 
with the New York Central Lines, 
checking tickets in the office of J. F. 
Fairlamb, then auditor of passenger 
accounts. This was in 1890 and 
was a most important step in young 
Martin’s rise from a country clerk to 
the head of a leading financial in- 
stitution. 

It was in this same year that a 
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“Well why? Why isn’t it up to date? 


I need it now, not next week!” 


“Bosh! D’you think I can hold up production in 
the whole plant for twenty dollars’ worth of bolts?— 

‘“Why don’t you get records that will keep you 
informed automatically ?—I don’t know how or 
care, but do something! And do it fast!” 


* * # € oh 


They. did it fast! The Acme man helped them 
over the first steps. And the rest was easy. 

Now Acme Visible Records give them a complete 
picture of stock and production records at all times, 
And every vital fact is out in the open where it 
can’t be overlooked. Bright colored signals flash 
warnings where needed. Buying, stock-control, 
and production control are handled speedily and 
surely. And the personnel required is actually less. 

But stock-control is only one of the many ways 
in which Acme Visible Records cut costs and in- 
sure accuracy. Hardly a business record exists 


ACME 


VISIBLE. 
RECORDS 


which cannot be handled more efficiently on 
Acme equipment. 

So varied are the records that need visibility 
that we have written an extraordinarily interesting 
book—“Profitable Business Control,” bristling 
with interesting facts, and showing how various 
problems have been 
solved through visi- 
ble records, 

This book is ex- 
ceptionally valuable 
to executives and we 
will gladly send 
a copy if you will 
drop the coupon 
in the mail. Noob- 
ligation,of course. 
Send it now! 














ACME CARD SYSTEM Couaniare F-11-26 
116 South Michigan Avenue, Chicago 
Gentlemen: 


CT? You mer ont me your book te You may send your nearest 
“Profitabl ie Business Control” representative to see me 
Oo Please write me concerning 


your system for handling records, 








NAME. 
ADDRESS. 





CITY. STATE 








——— 


Mention of “Forbes” insures good service 
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group of employees of the New York 
Central Lines and of the American 
Express Company, interested in 
owning their own homes, gathered in 
the executive secretary's office of the 
Railroad Y. M. C. A., then located 
in the basement of the old Grand 
Central Station. “How to Own 
Your Own Home” was discussed. 
This group was addressed by Erastus 
Wiman, then head of the R. G. Dun 
and Company, president of the 
Staten Island Railroad and a friend 
of the Vanderbilts. Before the 
meeting was adjourned, the Railroad 
Co-operative Building and Loan As- 
sociation was organized and George 
A. Warburton, the “Y” Secretary, 
was elected its first president. 

That was the start of an institu- 
tion which was later to achieve re- 
markable expansion under Mr. Mar- 
tin’s leadership. In the early days 
loans were auctioned off to members 
who would bid a certain premium 
above the 5 per cent. interest charge. 
When there was money to lend, 
notice was sent to the members. 
Says Mr. Warburton, “It was a 
small thing but sound from the start. 
The first crisis was the strike of 1890 
but we came through all right and 
always met our obligations. I know 
hundreds of railroad men to whom 
it gave the first idea of thrift and 
many others who now own their 
homes because of its work.” At the 
end of.-its first year there were 231 
members and $10,047 assets. 

In the meafttime Chauncey M. 
Depew then president of the New 
York Central, decided to take a trip 
to Europe. He required the service 


of Edward Sundell, a clerk in his 
office. Someone was needed to fill 
Sundell’s shoes for a couple of 
months. President Depew turned to 
Mr. Fairlamb, “Have you anybody 
in your department who has had 
enough enterprise to learn the names 
of the stations?” he said. “I want 
to put him on the pass desk.” 

“T’ve just the man for you. He’s 
a first class hustler,” said Mr. Fair- 
lamb. 

“What’s his name?” 

“George Martin.” 


Rise Slow at First 


Thus Mr. Depew’s European trip 
meant advancement for young Mar- 
tin. He went into the railroad presi- 
dent’s office for two months as a 
clerk and came out four years later 
as an accountant. However, when 
Martin left Mr. Fairlamb’s office the 
latter did not forget the efficiency of 
his ambitious employee. When Mr. 
Fairlamb became president of the 
Building Loan Association, one of 
his first acts was to arrange for 
larger responsibilities being given to 
the secretary of the organization and 
then to secure the man who could 
successfully assume them. “° 

He chose George A. Martin. 
Thus, in 1898, this man of New 
England bringing-up became identi- 
fied with the thrift and banking 
field. In 1922, Mr. Martin succeed- 
ed Mr. Fairlamb as president. 

“When I first interviewed Mr. Mar- 
tin, the Association had been func- 
tioning for some time in its beautiful 
new home. Although it was after 
business hours a line of men and 


The first banking office of the Railroad Co-operative Building and Loan Associa- 
tion at 132 Park Avenue, New York, established in 1897, contrasted with the present 


home of the organization, completed in 1925. 
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women extended from the cashier’; 
window out into the spacious lobby. 

“We often have to prolong our 
day an hour or more to take care of 
these home loving folks,” said Mr, 
Martin. “We would stay on until 
midnight if necessary. 


“Do you see that tall woman in 
the line?” he continued. “She is a 
school teacher. Let me show you a 
letter that came from her. It is typi- 
cal of the experience of many of our 
members : 


Dear Friends: 

I must admit that the war began it. 
If, prior to those amazing days of 
1917-1918 anyone had told me I could 
save $1,000 in a year’s-time and keep 
on living, I should have smiled to 
myself. But, well, war teaches us a 
lot.. It taught me that I could save. 

Having saved, the armistice found 
me asking myself, “What for?” Just 
then three things happened. The land- 
lord doubled my rent, I saw the first 
Own Your Home Show, and a set of 
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“When I preach efficiency, I like to practise 
it,and I couldn’t if shorthand keptjamming 
on the brakes,” says this prominent execu- 
tive. Read his other comments, then try his 
methods yourself. 


“aes go back to shorthand! Not 
: unless somebody steals all the 
Dictaphones. That’s how I feel about 
it—and I’m not a novice at dictation. 
Commercial shorthand simply can’t 
match The Dictaphone for speed and 
accuracy, and when it comes to con- 
venience there’s no comparison. 


‘Occasionally I have to dictate to a 
stenographer in some out-of-towa 
office, when the inconvenience of 
shorthand becomes doubly apparent. 
I'm always conscious that someone is 
waiting, and this diverts my mind. It’s 
infinitely easier to concentrate with 
The Dictaphone.”’ 


Such statements from the Vice- 
President and General Sales Manager 
of a firm like the Yawman & Erbe 
Manufacturing Company—themselves 
producers of equipment and systems to 
make office work more efficient — are 


“It has earned big 


dividends for 12 years” 


“I’d be badly handicapped without my Dictaphone,” 
asserts Francis J. Yawman, of “‘Y and E” fame 


Francis J. Yawman 


Francis J. Yawman, Vice-President 
and General Sales Manager, Yawman 
& .Erbe Manufacturing Company, 
makers of “‘Efficiency Desks,”’ and 
office, bank and library filing equip- 
ment, has found The Dictaphone 
superior to shorthand 


















not to be takenlightly. He continues: 


**A big advantage of The Dictaphone 
is its convenience in getting memos, in- 
structions and ideas recorded. And 
with The Dictaphone it’s so easy to 
answer letters om first reading, thus 
insuring better replies, more promptly 
dispatched, and saving the time nec- 
essarily lost when letters are allowed 
to accumulate for some regular dicta- 
tion period set largely to accommodate 
a stenographic force.”’ 


Florence Scanlon, Private Secretary 
to Mr. Yawman, declares, “‘In my 
responsible position I couldn't get half 
so much done if I relied solely on 
shorthand. I formerly transcribed 
Dictaphone cylinders, but I soon 
learned to dictate to The Dictaphone 
myself—the next logical step, as I see it. 


‘“Today I dictate for Mr. Yawman all 
correspondence for which I have the 
facts. I also handle much of his per- 
sonal business..I think every girl 
should learn the complete use of The 
Dictaphone. It is such a wonderful 
asset in any office.” 


DICTATE TO 


TARE DIC TAPAUNE 
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and double your ability to get things done 
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What’s Wrong 
With Shorthand? 


Executives say:— 
**Out sick, so my letters have to wait.” 


“If I could only dictate while it’s fresh 
in my mind.” 


“I’m forced to cut dictation short.”’ 
“‘She can’t help me with other things.”’ 


If she could only take it as fast as 1 
think.” 


**It’s the ‘ring and wait’ system.” 
**She can’t get out all she’s taken.” 


That’s enough! I'll send in the coupon 
below on general principles. 








Florence Scanlon 


Florence Scanlon, Private Secretary to Mr. 
Yawman, gives The Dictaphone full credit 
for aiding her rapid advancement to a most 
responsible position 


What’s Wrong 
With Shorthand? 


Secretaries say :— 
‘I’m sure he said that, but....” 


**No one else can read my notes.” 


“Those awful waits while he chats 
over the phone.”’ 


“Hours wasted while he’s in confer- 
ence.” 


*“These endless notes make me dizzy.” 
“I’m nothing but a bell-hop.”’ 
**No time for real secretarial work.’’ 


That’s enough! I'll show him this trial 
offer right now. 








MAIL WITH 
YOUR LETTERHEAD 


Dictaphone Sales Corporation 
154 Nassau St., New York City 

CO) Please notify your nearest office to 
let me try the New Model 10 without 
obligation. 

0 I want to read what leading exécu- 
tives or secretaries say about increasing 
their ability with The Dictaphone. 
Mail me FREE copy of your booklet, 
‘“‘What’s Wrong with Shorthand?”’ 


I am a Secretary 0 
Executive (1) (Check One) 

For Canadian inquiries, address Dictaphone Sales Corp., 
Led., 33 Melinda St., Toronto, Conada 
World-Wide Organization— 

F-8 London, Paris, Brussels, Sydney, Shanghai, etc. 
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plans that aroused my longing for 
my own vine and rooftree. But 
$1,000 is a long way from a house, 
you say? But when there’s a will and 
a Building and Loan Association 
added, the $1,000 is a good start. 
The partial payment plan for the 
Liberty Loans had taught me that 
every little counts, and the Loan Asso- 
ciation taught me that it may help 
pay your mortgage while you are 
fiving im your house and having the 
fun of making it grow, little by little. 
I do not believe anyone ever began on 
more of a shoestring or had more joy 
out of it, especially because so many 
of my friends said I couldn’t. J did! 
I-am doing! I have done! I shall 
do! And some day, not too far off, 
thanks to the B. & L. I shall have 
done. I am promising myself that 
when that day comes, I am going to 
turn cartwheels all down the street 
unless the police interfere or the 
rheumatism in my knee is too bad. 
Has it been easy? NO! Nothing 
worthwhile is. Have I had all the 
clothes I used to love so? Emphati- 
cally NO. I’d rather now have a 
new rose bush, or peach tree or grape 
vine than all the style of Poiret, the 
Jenny sisters and Paquin all rolled 
into one. I have dug, painted, mowed 
the lawn, swum in the pond, picked 
@rose buds, gathered -“zinnias, saved 
seeds and measured hollyhocks way 
above my--head, and ‘said: “Thank 
God for the war that» taught me to 
save, for the exposition that showed 
me the place, for the architect that 
ew.-the plans, and above all, for the 
“who invented the Building and 
Loan* Association and laid dewn the 
principles of kindly helpfulness. And 
then, thank God for my Home.” 


“Owning Hearts Are Happiest” 


“Do you see that red-cheeked man 
about fifty years old near the end 
of the line?” asked Mr. Martin after 
I had finished the school teacher’s 
letter. “Well, that’s Joe Watkins, 
an engineer on the New York Cen- 
tral. Used to be a pretty reckless 
spender. It took considerable time 
and intensive cultivation of his case 
before I got him to take ten of our 
shares. Every month he would come 
in and slap down a ten dollar bill and 
walk out. He never would bother 
with a pass-book nor take a receipt. 

“After about five years of this sort 
of procedure, Joe came in one day 
and said ‘How much money have | 
got in this place?’ Nearly $700, he 
was told. ‘Just like finding it in the 
street,’ he exclaimed, ‘Never saved a 
cent before.” Now he owns his own 
home up the line and has money on 
deposit. He’s worth about $13,000. 

“Another one of the men in line 
is a police sergeant from the Bronx. 
We have a lot of policemen. The 
man next to him is a mail carrier. 
Both of them are paying on homes 
we have helped them finance.” 

“Why are you interested in help- 
ing people own their own homes?” 
I asked Mr. Martin. 

“Because home owning hearts are 
happiest,” he replied quickly. ““Home- 
ownership helps the individual to 
save, to be a more responsible mem- 
ber of his community. It gives him 


a better standing in society, increases 
his self-respect, improves his credit 
position, makes his family happier, 
gives him a gratifying sense of in- 
dependence, relieves him from the in- 
conveniences of renting, gives a bet- 
ter environment for his children and 
is a good financial investment. 


Safe from the Swindler 


“And speaking about investment,” 
continued Mr. Martin, “the Building 
and Loan Association not only helps 
folks to finance their homes but it 
also provides a medium for safe in- 
vesting. When you consider that 
amount $1,000,000,000 of hard 
earned cash of Americans is annually 
dumped into the sewer..of worthless 
securities, it is easy to:see the neces- 
sity of providing means for prevent- 
ing the endless tragedies involved. 
With this enormous sum 1,000,000 
people could have paid in $1,000 each 
toward a home or could have invest- 
ed a like amount in a safe security.” 








A “Home” Emporium 


T is the idea now in build- 

ing New York skyscrapers 
to design them with a view to 
housing offices that have to 
do with one industry. There 
are buildings concentrated on 
textiles, transportation, mo- 
tors, garment centers, etc. 
Big operators will name their 
building, after it is construct- 
ed, for the tenant who occu- 
pies five or more floors. It 
was but natural that the lead- 
ing building and loan institu- 
tion should concentrate every- 
thing linked with home-build- 
ing in its magnificent Tower 
of Thrift. 























“Suppose I wanted to own a home, 
how could you help me?” I inquired. 

“To handle a property valued at 
$10,000,” replied Mr. Martin, “it is 
probable that 60 per cent. of the 
amount required can be secured from 
a Building and Loan Association to 
be paid back at the rate of $60 a 
month, including principal and inter- 
est over a period of 139 months. 
The cost of getting such a loan will 
include a fee for the appraisers of 
the property, attorney’s fee and dis- 
bursements and governmental 
charges amounted altogether per- 
haps to $250. 

“If the site were valued at $1,000 
and the house at $9,000 he might be 
able to arrange with the real estate 
company to pay $300 down on the 
lot and $25 a month including prin- 
cipal and interest. Perhaps the con- 
tractor would loan $1,000 on a 
second mortgage on the basis of get- 
ting a monthly payment including 
principal and interest of $25. He 
must still have about $2,500 in cash 
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to finance the undertaking. Perhaps 
he has saved $2,000. If necessary he 
may be able to borrow from a person- 
al friend $500 at 5 per cent. interest 
payable annually. 

“On the basis of the preceding 
supposition his monthly financial 
payments would be as follows: 


Piret MOTIGABS 2... 0000000808 $60.00 
second mortgage «........0..36% 25.00 
DN iRindus wick bag os 0 ok ieee nie 25.00 
| ere ee 2.08 

WEE edadecs + <tamcsitoabed $112.08 


“On such a project a person ought 
to allow also for a margin to cover 
cost of moving expense, grading the 
lot after house is built, purchasing 
curtains, shrubs and extra equip- 
ment, laying gas and water pipes, 
architect’s fees, making .changes in 
plans or materials: and.‘caring for 


emergencies that are very apt to. 


irise during the process of building 
if a new house is being constructea 
or if an old house is being renovated, 
say $12.92 a month for the first year, 
bringing the total up to $125 a 
month. 

“The Railroad Co-operative Build- 
ing and Loan Association, like other 
concerns of this sort, is organized 
under the New York State Banking 
Law and is subject to examination 
and supervision by the State Banking 
Department. All earnings, after set- 
ting aside the guaranty fund re- 
quired by law, and paying the ex- 
penses of running the Association, 
are paid to the members in dividends. 
Since 1890 these dividends have 
never been less than 5 to 6 per cent. 

“Practically all money deposited 
with the Association is loaned to its 
members on first mortgages on their 
homes. These mortgages are of the 
highest type. The amortization fea- 
ture (that is the monthly payments 
that are required to be made) con- 
stantly improves the security.” 


A Dream Realized 


“Tell me something of your own 
home building,” I suggested. 

“This Tower of Thrift, as our 
$1,500,000 home is termed, is the 
realization of a dream. It repre- 
sents an ideal to bring under one 
roof a complete service for prospec- 
tive home owners. There are a mil- 
lion of them in this vicinity. The 
project is in keeping with the ten- 
dency to devote the entire space of 
a large building to a single purpose.” 

“One of the outstanding factors 
which enabled our building contrac- 
tor to make a marvelous record was 
the co-operation received from the 
workmen employed. Many of the 
mechanics and foremen were share- 
holders in the Railroad Co-Operative 
Building and Loan Association, who 
found themselves in the position of 
working for their own organization 
and for its other members. They 


put the best of their skill and energy 
into the job. 
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Every Elliott-Fisher machine has the famous Flat Writing Surface. 

This exclusive feature gives it the marvelous manifolding powers 

and the adaptability which enable it to combine many details into 

a single operation. Elliott-Fisher accounting is unusually accurate 

because it is self-checking. Elliott-Fisher is automatic—electrically 

operated—therefore speedy. Elliott-Fisher will save you money by 
doing more work and better work. 





Every Sundstrand machine has a ten-key keyboard. One hand controls 
all operations. And you no longer need be satisfied with a machine 
which simply adds. Sundstrand does direct subtraction by merel: 
touching a key. Touch another key and you are ready for automatic 
— multiplication. No faster machine is made. All operations are vis- 
ible, insuring accuracy. Sundstrand machines are saving money for 
thousands of companies now. They will do the same for you. 


Bigger Profits 


Daily figures make 


re —nnaeing we : day. You can compare 
N the morning mail— . them possible 


you can have a complete 
report of all operations in your business, 
including the preceding day! 

Thousands of executives have proved 
that the closer control provided by such 
daily information is the straightest road to 
bigger profits. 

With Elliott-Fisher and Sundstrand 
equipment, such daily data are easily ob- 
tainable. You can know the exact status of 
accounts payable and receivable, orders 
received, sales billed, shipments, collections, 
bank balances—everv vital statistic—every 
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them, item by item, with 

records of yesterday—a 
year ago—any period. You can steer your 
business by facts instead ot guesses. 

And — most remarkable — Elliott-Fisher 
and Sundstrand will not increase your ac- 
counting costs. The reverse is true. Costs 
actually go down. Work is done faster and 
more accurately. A smaller personnel is need- 
ed. Money saved as well as profits gained! 

Just how Elliott-Fisher and Sundstrand 
will fit into your business—large or small 
—can be told in a very few words. Write 
us for more information. 





342 MADISON AVENUE ~ NEW YORK CITY 
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The Stock Market Value 
of Industrial Leadership 


Hypothetical Investment in Leaders Would Have Brought More Than Double 
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the Profits of Smaller Companies—Operating Costs Reduced Under 


MERICANS are born with 
A an instinct for bigness. We 
have the tallest buildings, the 
longest railroads, the largest factor- 


ies, and our gold reserves run into the 


most digits. It is a national charac- 
teristic. 

But is this preference for the big- 
gest thing a fetish, a weak- 


ness for display, or is there 


One Big Management by Larger Output for Same Wage Dollar 


By S. L. Sholley 


Cambridge Associates of Boston 


credit department of a large business 
requires more people than the credit 
department of a small business, but 
it feeds only one credit manager. 
The work is divided and systematized 
so that the particular ability needed 
may be had for each operation. 
There is not so much chance of a 








well-managed large concern enjoys 


the advantage of _ specialization. 

The distributing end of a business 
does not lend itself so readily to 
specialization, and the application of 
power machinery. Nevertheless, it 
offers advantages to the leader in 


each industry. One local salesroom 


will accommodate a dozen 
salesmen’.as well as it will 








an advantage in size? Does 
the biggest business have an 
edge on all the smaller busi- 
nesses? Does the leading 
factor in an industry offer 
the investor a better prospect 


The Trend Toward 
Bigness 


two or three. A fleet of de- 
livery ‘trucks operates more 
efficiently than a single truck. 
Often several related prod- 
ucts produced by one large 
manufacturer can be handled 





than the smaller units in the 
same industry? 


If we begin with the pro- 
ductive processes we find 
that large-scale manufacture 
in most industries gains sev- 
eral advantages over the 
small shop. Large buyers of 
commodities ordinarily trade 
on more favorable terms than 
the small purchaser. If 
enough of any one material 
is needed special grades and 
sizes can be produced to 
order. There is a definite 
saving in material costs. 

Saving $160,000 in Salaries 

Quantity production of 
standard units lends itself to 
specialized machinery and a 
straight line continuous man- 
ufacturing process. Power 
replaces human effort on al- 
most every operation, slow 
hand jobs are done quickly 
and accurately by machine 
and a better product is made 
at a lower cost. The rela- 
tively simple process of man- 








MERICA is going through 

still another “industrial revo- 
lution.” The process is not so 
striking and far-reaching as the 
original one but it is important for 
far-sighted business men to realize 
the trend of the times. 

Industry has attained the point 
where competition is severe 
enough to put a tremendous pre- 
mium on labor- and cost-saving. 
And this is true because successful 
modern industry is based not upon 
large profits, as in days gone by, 
but rather on the smallest profit 
practical per unit. 

The result of such lowering of 
costs and profits is rising volume 
of production and modern indus- 
try finds its profits in small gains 
per unit, but on a tremendous out- 
put of units. 














by the same sales staff and 
from the same salesrooms. 
Smaller competitors selling 
single products must main- 
tain individual offices and 
must pay half-a-dozen men 
to call on the same prospects. 
It is expected, for instance, 
that the Remington Rand 
consolidation, recently effect- 
ed and by which a complete 
line of office equipment is 
available through one sales 
organization, will save $2,- 
000,000 a year in store rent. 


Developing New Ideas 


Then there is the advan- 
tage of dominance. The larg- 
est factor in an industry is 
likely to be the best known. 
The buyer naturally gives it 
first consideration when he 
is asking for quotations or is 
submitting specifications for 
bids. When the representa- 
tive of this leading organiza- 
tion calls on the customer, 
he has the advantage of 


ufacturing ordinary letter files has 
recently been put on a straight line 
basis with continuous production of 
standard units. Manufacturing cost 
has been reduced approximately 40 
per cent. 

In the elimination of waste and in 
utilization of by-products the large 
producer has another opportunity. 

The same advantage of specializa- 
tion applies to some extent in the 
administrative department. The 


$5,000 a year man spending hours of 
his time on work that a $25 a week 
clerk can do. One of the concerns 
taken into a consolidation during 
1925 showed an overhead for execu- 
tive salaries exceeding $200,000. In 
the larger business, resulting from 
this consolidation, the same service 
was performed at a cost of $40,000. 
The stockholders benefit directly by 
$160,000 a year. 

From president to office boy, the 





prestige and is backed by un- 
questioned financial standing. 

It is generally admitted that new 
ideas—improved ideas—govern the 
growth and profits of an enterprise. 
Again the large business has the in- 
side track. A great corporation can 
maintain laboratories and can pay for 
extensive research—in fact, may em- 
ploy as many men in development 
work alone as its smaller competitor 


employs for all purposes. General 
(Continued on page 36) 
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Safe Traction on Concrete Streets 























ET OR DRY, streets paved with portland cement 
concrete offer the best traction to rubber tired 
vehicles. In more than 3,500 cities and towns concrete 
streets have proved their superior safety winter and 
summer the year around. 


But that is only one of the many reasons why American 
municipalities built 2,000 more miles of concrete streets 
this year. City engineers have found concrete pavements 
moderate in cost, always open to traffic, and easily 
cleaned of both dirt and snow. 


Concrete streets are rigid and enduring under the 
heaviest loads and the widest ranges of temperature. 
Easily patched without resulting blemish after necessary 
cuts, always even surfaced and attractive in appearance, 
the concrete street like the concrete road has become 
the modern standard. 


PORTLAND CEMENT 


CONCRETE 


r permanence 
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Thousands of miles of concrete roads 
in the United States are now regu- 
larly and easily kept cleared of snow 
each winter. Plows can quickly and 
cheaply push the snow from the even 
surface of a concrete street or road 
—right down to the bare pavement. 
Concrete roads and streets are open 
and safe for traffic 365 days a year. 
Write fortheillustrated booklet which 
tells about concrete pavements in 
every section of the Union—Portland 
Cement Association, Chicago. 
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Remington Rand 


Rand Kardex - Library Bureau - Safe-Cabinet - Remington Typewriter - Baker-Vawter - Dalton - Powers - Line-a-time - Kalamazoo 
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youa Chief guesser, 
in your business °? 


ANY an otherwise intelligently di- ply them continuously, without waste. 
M rected business is today perpetuat- His biggest job is keeping in touch with 
ing a habit that is costing thousands _ all possible sources of supply. The more he 
of dollars annually. knows about your needs and means of satis- 
It is an evil handed down to us from pre- fying them,—the more valuable he will be 


ceding business generations and is based on _to your organization. 
the theory that a purchasing agent is a The Remington Rand man is particu- 
shrewd guesser who can make a specula- larly anxious to meet the head of your pur- 


tive profit to be added to regular manufac- chasing department. Back of his knowledge 
turing profit. of markets and purchasing procedure lies 
If this is his real job, his proper title an organization in daily contact with 
should be “Chief Guesser”’ or “Director of thousands of businesses in practically every 
Speculative Ventures.” known line of endeavor. Associated with 
But fortunately most business men have him are 4000 other trained and experienced 
vision enough to concede that it is not the _ business specialists. 
function of the purchasing agent to gamble That meeting may well be a mutually 
with the firm’s money. That itis rather his profitable one! It may be arranged simply 
business to study the firm’s needs and sup-__ by signing and mailing the coupon below. 


The experience of hundreds of the country’s foremost purchasing executives has been crystallized in a new 
book: —‘‘ Purchasing Department Procedure,” a copy of which will be gladly sent at your request. 


REMINGTON Ranp BusINEss SERVICE, TONAWANDA, N. Y. 


qxeueennnenes  |'s 
UMehotiiwney 25 a 


a Om Vas me Na Uae Day Vase W'S 7 


elle 


|| 0 


Sare-CaBINET a Baker-VAWTER 


Powers _ Lrprary Bureau 
Record Protection Loose-Leaf Equipment 


Accounting Machines Filing Systems 





REMINGTON RAND BusINEss SERVICE 


Send for the : Dept. F-11 Shee an ica 


Tonawanba, N. Y. 
Remington Rand : We would like to arrange a meeting with = Address. 
; ; the Remington Rand Man. Ask him to 
M an. : 


bring a copy of the book “Purchasing De- 
partment Procedure.” 





City. 
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Motors with hundreds of acres of 
proving grounds and a tremendous 
technical staff is experimenting to 
perfect the automobile. A_ single 
discovery may outdistance all smaller 
competitors—and General Motors has 
thousands of chances to make that 
discovery. 


DuPont is making millions of dol- 
lars each year on products which 
would not now exist on a commercial 
basis if chemists and engineers had 
not been at work in DuPont labora- 
tories—at work trying to improve a 
product or trying to find a practical 
use for some by-product. Some of 
these discoveries have been by intent 
and some of them by accident, but 
they have given DuPont a tremen- 
dous advantage over smaller powder 
makers who prosper only in wartime. 

If you would put a dollar value on 
these advantages of leadership, turn 
to the stock market 


vested in leadership in the business 
equipment industry by purchasing 
Remington Typewriter at 24. Your 
present equivalent value of 108 
would show a profit of 350 per cent. 


Large Profits 


You might have bought Sears- 
Roebuck as the leader in its field in 
1922 at 593%, now 221, profit 272 per 
cent. In the railroad equipment field, 
Westinghouse Air Brake purchased 
at 85 in 1922, now 24534, would 
show a profit of 188 per cent. 

Certainly the investor who put his 
money into these leaders in 1922 has 
little to regret. Let’s see what would 
have happened if he had invested in 
the second largest or the average 
concern iri these twelve industries. 
The selection here is not quite so easy 
because in some cases there are two 
or three contenders for the honor; 
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Ten shares each of the twelve leaq. 
ers could have been purchas:d jp 
1922 for $7,417.50. The current 
market equivalent of these stocks js 
$31,867.50. The investment would 
show a profit of $3,296 for every 
$1,000 invested. 

Ten-share lots of the twelve other 
stocks, representing an investment in 
these same industries but not in 
leadership, could have been purchased 
for $5,578.75. The current value of 
these holdings would be $13,236.25 
and the investment would show 
$1,372 profit for each $1,000 invest- 
ed. 


The Future 


The policy of investing in leacer- 
ship has certainly been the most 
profitable during the period from 
1922 to 1927. How about the next 
five years? Will the advantage of 
the leader, from the 








—the great “scale 
without springs”’— 
and follow the 
trend of the price 
that is put upon 
their performance 
_and their prospects 
as compared with 
other and smaller 
factors in their in- 
dustries. 

United States 
Steel could have 
been purchased at 
82 five years ago. 
Now the same share 


Dollars 


Current « 31,667.50 








"LEADERS” PROFITS CONTRASTED WITH TWELVE 


investor’s view- 
point, be greater or 
less during the next 


OTHER STOCKS five years from 
: 1927 to 1932? 
MMI- 7WELVE LEADING STOCKS EES-7WELVE OTHER STOCKS If we start at 





1922 Value 7417.50 





the beginning of the 
manufacturing pro- 
cess with raw ma- 
terials and com- 
modity prices we 
find ourselves in a 
falling market. 








Prices have been 
slipping _ steadily 
tuna | and the recognized 














would be worth 
175, a profit of over 100 per cent. 

Leadership in the motor industry 
could have been purchased five years 
ago in General Motors at 8%. The 
equivalent market value of that share 
now is 85—an appreciation of 946 
per cent. 

General Electric sold in 1922 for 
136 with an equivalent value now of 
49514—an appreciation of 264 per 
cent. 

In the railroad field New York 
Central sold in 1922 at 7234. As this 
is written the same share is bid at 
155% or a gain of 113 per cent. 

Machinery stands high in our im- 
portant industries. If you had se- 
lected Allis-Chalmers in 1922, you 
might have purchased at 3734 and 
you might sell now at 105% with a 
profit of 179 per cent from the lead- 
er of its industry. 

American Smelting sold in 1922 
for 4354 against a current price of 
165—profit 278 per cent. 

If foad stocks had taken your 
fancy you might have bought leader- 
ship in National Biscuit at 123 five 
years ago. The present equivalent of 
936 would show 661 per cent profit. 

American Can could have been 
purchased in 1922 at 3214, now 364 
equivalent, a profit of 1029 per cent. 

Five years ago you could have in- 


but we may make an arbitrary selec- 
tion where we have no figures to 
determine rank definitely. 


Comparing the Leaders 


We find, for instance, that a five- 
year investment in a representative 
concern in the steel industry shows 
an increase in value of 22 per cent 
as compared with 100 per cent for 
United States Steel. A representative 
motor stock shows an appreciation 
of 104 per cent as compared with 
946 per cent for General Motors. 
The investment in a representative 
electrical manufacturing business has 
grown 69 per cent against an increase 
of 264 per cent for General Electric. 
In one or two instances, some other 
important concern in the industry 
shows an appreciation as great as or 
slightly greater than that of the lead- 
er during this particular period, but 
the exceptions simply indicate an 
ability on the part of the non-leader 
to keep up with the pacemaker. 

If we combine these stocks from 
twelve representative industries into 
two lists—one list representing the 
leading concern in each industry, the 
other representing the second or 
other representative concern in these 
same industries—we come at the 
market value of leadership. 


authorities among 
the economists and business analysts 
seem to be agreed that the long swing 
trend will continue downward. In 
such a market, profits are to be made 
by reducing manufacturing costs, 
eliminating or utilizing waste, and by 
simplifying. manufacturing processes 
rather by speculating on inventories. 
The large business with its oppor- 
tunities for research, specialization of 
process, and utilization of by-prod- 
ucts, enjoys an added advantage when 
prices are receding. 

In spite of the fact that prices 
promise to be on the down-grade, 
wages are maintained at the highest 
level in our business history and will 
probably increase rather than recede 
during the next five years. This ap- 
parent economic paradox is only pos- 
sible because we are rapidly shifting 
the burden from the man to the ma- 
chine. Automatic machiries are multi- 
plying the output of the worker and 
we are able to achieve lower costs 
and higher wages at one and the same 
time. The trend will continue. 

If you will compare the production 
per man in the large manufacturing 
business with that of the smaller 
units, you will find the big producer 
usually is far ahead of his smaller 
competitor. He gets more produc- 

(Continued on page 43) 
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bf Flint,Michigan? 
Why Jacksonville, 
Florida? Why Seattle, 
Washington? Why 65 
distributing houses? 

: The answers to these questions 
F | may be interesting alike to the econ- 
omist, the business man and the 
engine-room attendant who says, “I 
| want what I want when I want it.” 
| | In distributing electrical supplies 
Graybar locates its warehouses to 
serve the convenience of the 
market. There is no virtue in mere 
number of houses, and the fact 
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, - Plotting for better 
. i distribution service 
a= , 


that in 1927 four new 
Graybar locations have 
been established indi- 
cates nothing as to the 
rate of increase in 1928. 

Industry in America is constantly 
spreading, shifting population with 
it—and to meet this flow a distrib- 
uting organization must hold it- 
self flexible. 

The Graybar policy, tested 
through 58 years, is a promise that 
wherever business may trend to- 
morrow, an adequate electrical 
supply service will be ready. 





The Graybar Tag— 
symbol of distribution 


Graybar Electric Co., Executive Offices: Graybar Building, Lexington Avenue and 43rd Street, New York City 
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“What Do You Read?” Asks 
This Sales Manager 


'e4 HAT do you read?” 
VW It seems such a simple 
question, yet it is the in- 
dex to a man’s personality. A sales- 
man, for instance, is just as “live” as 
his literature, according to Sidney B. 
Nash, sales manager and general 
manager of the New York District 
Branch Office of the Chamberlain 
Metal Weather Strip Company. Early 
in the year J. P. Glaser, general sales 
manager launched the question at the 
managers’ meeting of the company 
in Detroit. Later it was asked in a 
number of the branch offices, includ- 
ing the New York Office. 


Some of the salesmen read no 
magazines; some read no business 
magazines; a few read several busi- 
ness magazines along with other cur- 
rent publications. What interested 
Mr. Nash was that the best salesmen 
read magazines related to their busi- 
ness. The men at the very top in 
each group were habitual readers of 
Forses. This had been the discovery 
first by Mr. Glaser and later by Mr. 
Nash. 


What Investigation Revealed 


It was to discuss why thirty-two 
salesmen should suddenly send in 
subscriptions that I was sent to Mr. 
Nash. I found out about other mat- 
ters of vital interest. Why do some 
salesmen fail? How much depends 
on the sales manager? What is the 
best age fora salesman? Et cetera. 

The fact that Mr. Nash has so built 
up the New York office that it easily 
exceeded the annual quota for sales 
set by the company for 1925-26—for 


By E. P. Curtiss 


which he gives entire credit to his men 
—is proof that his job has been well 
done and suggests that he must have 
learned a lot about the handling of 
men and training of salesmen. 

“A sales manager must have the 
success and welfare of his men upper- 
most in his mind. When they are not 
making good, the company is not 
making money either. Just so long as 
he can keep them happy and making 
the maximum of money for them- 
selves, then he is making good,” said 
Mr. Nash. 

“I maintain, literally, the ‘Open 
Door.’ My door is never shut and 
there is no ‘Private’ sign on it. Any 
one of my salesmen can walk in. Any 
man can call me up and say, ‘I need 
you, and find me ready to serve 
him. He is my bread and butter, just 
as, in a way, I am his. If he has a 
problem, it is my problem—even his 
family difficulties. 


“Long ago I compiled for our per- 
sonal use a sheet of twelve points for 
salesmen. I do not know why I had 
twelve points. Ten would have been 
too much like the Ten Command- 
ments—and I try never to give a 
command. Thirteen would have 
frightened the superstitious. So I 
made twelve, trying to outline as 
helpfully as possible for salesmen my 
own code of experience. 

“One day an hour before our 
Spring meeting one of my best sales- 
men, Sammy Lee, dashed in and 
handed me a small black book, saying 
‘See, here are your Twelve Points 
all bound up in a book.’ I immedi- 
ately read it. When I had finished 


; = 


Co-operation between the sales force and the mechanical staff is dou in this group of seinen and nantibadtiien 
Louis J. Julian, general superintendent of installations is instructing 





the ‘Tips for Traveling Salesmen’ 
I found them so thoroughly interest- 
ing that I was anxious to know how 
the salesman found the book. I then 
learned that he noticed the advertise- 
ment in his copy of Forses, and the 
association came to him immediately, 
Thinking to give me a pleasant sur- 
prise he immediately set forth to 
procure the book. I later found that 
this was the first copy sold, as they 
had just been delivered from the 
printers that day. 


Leaders Set the Pace 


“During the meeting I used this as 
a lesson to show that this only proved 
again that the best salesmen were al- 
ways a step ahead, leaving no stone 
unturned to better themselves, and 
that, as they could see, such alertness 
produced results as Mr. Glaser had, 
that while I had no interest in 
booming any publication, it seemed 
to me that if the men read Forses 
MaGazInE as he did, it might be 
helpful to them too. They then asked 
if I would mind sending in their sub- 
scriptions. I might say, in justice to 
them, that several had previously 
subscribed to Forses and other busi- 
ness magazines. 

“T had in mind before the meeting 
began, presenting to each man a copy 
of this book “Twelve Tips for Travel- 
ing Salesmen,’ but I never expected 
they would ask me to send in their 
subscriptions for Forses at their own 
expense. Needless to say, they are 
going to get a copy of the book, as I 
believe there is enormous value in it 
to my salesmen—in fact, to any sales- 
man or manager. 
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The American Exchange Irving Trust Company 
is one of the many financial institutions who 


use METERED MAIL 


BILITY to handle a customer’s business with the least 


~ 


These are a few of the leading financial insti- 


’ delay is an outstanding factor of service as rendered today tutions that have adopted Metered Mail: 

t. by financial institutions. With many important business Federal Reserve Banks 

. letters, dividend checks, and financial papers which must be sagen > — New York, N. Y 
n despatched by mail every day, the selection of the best mailing Chase National Bank New York, N. Y. 
‘. system is essential. That is why the American Exchange aenciaketes ene bess PR ars erg 
e Irving Trust Company, and hundreds of other leading financial New York. N. Y. 
institutions, use ‘“‘Metered Mail.”’ aera sah ee tsi one —- > = 
" Because financial institutions must have the quickest Post iit eatin Chicago, Il 
, Office despatch for their mail and at the same time guard a ee 
t against any chance of error or miscarriage, they appreciate ite Cutines Seuss Dicanine " iia, oe 
y the advantage in eliminating five Post Office operations. Commerce Trust Company _ Kansas City, Mo. 
‘ Financial institutions demand positive postal control, not en 


only as a matter of accurate account, but to remove a constant 
source of temptation from younger employees whom they are 
training for more important positions in their business. 

The Public associates ‘‘Metered Mail’’ with important 
correspondence which is being received from the leading con- 
cerns in every line of industry. 


San Francisco, Cal. 
National City Bank New York, N. Y. 
Union Trust Company Cleveland, Ohio 
American Exchange National Bank Dallas, Texas 
Mellon National Bank Pittsburgh, Pa. 
United States National Bank Portland, Oregon 
Fifth-Third National Bank Cincinnati, Ohio 
Spencer Trask & Company New York, N. Y. 
Northwestern National Bank Minneapolis, Minn. 
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Postage Meter representatives are experienced Postal En- 
‘gineers. Let them help you modernize your mailing system. NY 












The Postage Meter Company 
712 Pacific St. Stamford, Conn., U.S.A. 
Sole Distributors of Ideal Mailing Tables and other 
Pitney-Bowes Mailing Equipment 


Offices in Principal American Cities and Foreign Countries 





eee —-—-_ -_-_- 5 


The Postage Meter Company 
712 Pacific Street 

Stamford, Conn. 

U.S.A. 


We would like to receive, without obligation, 
further information on mailing equipment. 
We mail approximately.................---..2---.----- 
numlter of first class letters daily, and also 
have (insert general information regarding | 
any other mailings). 





| EERE OP ee Oe ! 

Rh tT Al cites See Be BOO al ee | 

: } 

American Exchange Irving Trust Co. Mail Room showing Pitney- EEE EOE aD | 
Bowes Mailing Machine with Postage Meter in operation. This | 

machine automatically feeds, separates, seals, imprints postage, post- j Type of business.......,.--.---------- eoareasee ' 

marks and stamps the mail—all in ome operation. { © as7:R | 


- 





POSTAGE METERS—“Devices having recording mechanism to be set by the Postmaster for a given 
number of impressions and automatically locking when such impressions have been exhausted”—are the 
only devices approved by the Post Office Department for the printing and recording of postage. 
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“Since our products have to do 
with building and architecture, we 
find that it is an advantage for a man 
to have a knowledge, in a general 
way, about construction. Having 
this and also salesmanship, he can 
give what we expect of our men, 
Service. That is what we are selling 
to-day just as much as Chamberlain 
Metal Weather Strip, Robbins 
Screens and Shurlox Awnings. In 
fact the sale of the best article can 
be spoiled by lack of service. And 
service often eliminates price com- 
petition. 

“There is another thing I always 
have in mind in regard to selling. I 
never believe in selling a man some- 
thing he does not want or need. If 
you can say to a prospective buyer, 
‘This structure is in such poor condi- 
tion that it will not pay you to go to 
the expense of completely repairing 
it,’ then you will have his confidence 
doubled when he goes to build again. 
Whereas, if you had forced him to 
pay for a lot of work on a futile 
proposition he would have resented 
it. 

Must Sell Himself First 

“A good salesman never counts his 
pennies. By that I mean he isn’t al- 
ways saying, ‘Let’s see how much 
this will get me.’ He hasn’t time to 
be small. 

“A salesman should never knock 
a competitor. He can show where 
his product surpasses the other fel- 
lows; but it is poor policy to run 
down the other man. It very often 
makes the customer wonder about a 
competitor of whom he had never 
heard. It never hurts a man to speak 
well of a competitor if the occasion 
arises. It adds to his own personality 
in. the eyes of the listener. 

“Selling is a funny sort; of thing. 
One has to be a good actor as well 
as salesman. You have to meet peo- 
ple on their own level. What would 
go well with one man might be all 
wrong with the next one. It is the 

rst few moments that tell. If, in 
the brief time you meet your client, 
you can win him, half the: battle is 
over. Mees 

“Not long ago a life insurance 
agent came to my office. I make it a 
point to see everyone I can, as one 
learns from another. This man came 
in with a cigar stub in his mouth. 
After he discarded it he helped him- 
self to a cigarette from my desk 
without waiting for me to offer, it. 
Right there I made a note for my 
salesmen—a DON’T. He didn’t sell 
himself or his insurance to me. 

“When a man who goes into another 
man’s office he must be shrewd 
enough to get an estimate of his 
prospect in a few moments. Often 
the room itself will tell whether he is 
a purely commercial man, a sports- 
man, a book or a music lover. If the 
salesman can get his personality, he 


then has a toe-hold. He has some- 
thing on which to hang the often 
difficult opening. 


“After the interest and liking of the 
prospect is engaged, then the selling 
depends on the proposition and the 
need of the buyer. But up to the 
actual time of selling, the salesman is 
selling himself. 


“There is no stock type of sales- 
man, so far as I can see,” Mr. Nash 
added. “They vary just as men in 
other occupations do. They are, I 
think, the most temperamental cf an 
organization’s employes. They work 
at high tension, at varying degrees of 
uncertainty, and if they have that 
drive and go that make big salesmen, 
they also have the temperament. I 
sometimes think the better the sales- 
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“To break ‘in a new salesnian | 
never send him out first with a sta, 
man. He would wonder if it took 
years to get that good, how he couly 
ever make the grade. I send him oy 
with a practically new man, and he 
is more in his class and isn’t feeling 
like the only fellow in a business suit 
at a dress banquet. Never tell a ney 
salesman that a job is easy. Tell him 
he will have to work at top speed, 
Show him not only what the best 
men are making but what the least 
does. 


The Ideal Salesman 


“While the golden years of a sales. 
man usually are from thirty to forty 
years of age, that is not a settled rule. 
Many a salesman doesn’t really get 





A meeting of the branch ‘ienieadinit of the Chamberlain Metal Weather 


Strip Company. Mr. Nash, president, is shown on the extreme left 


man the crazier he is—that is, the 
more often he flies off the handle. 

“When I am faced with a problem 
for a salesman who is up in the air, 
I simply sit and listen to him until 
he gets the whole matter off his 
chest. I never lose.my temper—I 
can’t afford to. The other fellow has 
the better of me the moment I do. 
When he is all through I make an 
excuse and leave him for a few min- 
utes. He has blown off steam and 
during those few moments he has 
time to calm down. When I come 
back and ask, ‘Now do you feel bet- 
ter?’ he usually admits he does and 
we go at the matter calmly. 


How Disputes Are Settled 


“Tf there is a disagreement between 
two salesmen over some commission 
or territory, I never see the com- 
plainant alone. I say ‘All right, Bill, 
be here to-morrow at ten and I’ll have 
Bob come in.’ They both tell their 
stories and one can never say the 
other fellow got ahead of him. If I 
can’t settle it I call in Mr. Mangan, 
our office manager, to the sales de- 
partment practically an outsider, and 
who is liked and trusted by all. When 
hé arbitrates, it’s final and the men 
accept it. 


perspective until he is forty.” 

Mr. Nash pointed out that the ideal 
salesman would be in his thirties but 
appear to be above forty. He would 
then have the enthusiasm of youth 
and yet appear to have all the stability 
of a riper age. 


A man may have the makings of a 
great salesman and yet not make. good 
with some special company. No man 
is ever fired by Mr. Nash. If a man 
doesn’t make good, or for any other 
reason is not happy in his jeb, they 
have a talk. An attempt is then made 
to adjust him to his situation. If 
every effort to make a success of him 
fails, he is allowed to resign, but can 
always count on Mr. Nash’s assist- 
ance until he is otherwise placed, or 
at any time. 


“In this way a man may fall back 
on me until he is satisfactorily set- 
tled,”’ said Mr. Nash. “And I do not 
have it on my conscience that I gave 
a man a hard run when he was dis- 
couraged. It is so easy to ruin a 
man’s career by saying, ‘No, Jones 
didn’t make good with us.’ What I 
say is, ‘Jones is leaving us because he 
wants something that he feels is more 
to his liking.” That he hasn’t made 
good with us is no sign he can’t make 
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ood somewhere. I have men who 
are making good at other jobs come 
hack to tell me how much support 
meant to them at the crucial time. 
There are men with whom every ef- 
fort fails. I had a brilliant young 
man, a wonder when he was at it. 
But he couldn’t let liquor alone and 
he was therefore unreliable. I nursed 
him along for two years, trying to 
break him of the habit but in the 
end it proved useless. 


“You can often learn more about 
your staff during recreation than 
business hours. I go out with my 
men. We are friends as well as fel- 
low-workers. I make it a point to 
have the men bring their wives and 
come in to dinner with me when they 
can or else I go to them.” 


Home Life Important Factor 


What of the importance of a wife 
to a salesman? She can make or 
break him, according to Mr. Nash. 


A suspicious, disgruntled wife can 
ruin a sale or a job, while an encour- 
aging wife who backs her man up 
can push him along. She should be 
ready to play when he has time to 
play. 

“In order to do the best work a 
man must have enthusiasm. He must 
be willing to go at it with joy and 
dash. Suppose it has been a hard, 
gloomy day and the salesman has an 
appointment to meet his prospective 
client for dinner. 


“I’m sorry, I can’t be home. I 


have to dine with a client,’ he tele- 
phones home. 


“Well, it’s a funny thing that you 
can’t do business in office hours,’ she 
scolds. “Here I have dinner almost 
ready and the Smithers are coming in 
to play bridge. I don’t believe you’re 
going out on business at all.’ 

“What is the result? 


“The salesman goes from the 
phone the wind out of his sails. He 
feels let down. He’s mad too. What’s 
the use of trying to make money for 
a woman who nags like that? Then 
if the buyer suggests some other 
company the man is tempted. The 
wife often has herself to blame. Often 
she is the cause of the failure of the 
sale. But more often I have known 


a fine woman to make a man a suc- 
cess. 


“T make it a point to know the 
wives of our salesmen. Then if a 
man is stuck for an evening, and 
many times sales are made long after 
hours, she knows if I say it’s busi- 
ness it is. I never lie to them and 
so I keep their respect. 

“If a man has been a good sales- 
man and is not making good, some- 
thing is wrong. Maybe it’s family 
worries, perhaps poor health, perhaps 
financial troubles. If I can see by the 
chart on my wall that some men are 
not making good, I know I must do 
something about it. By taking the 
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When Business Demands 


Speed and Accuracy— 


use RADIOGRAMS 


Radiograms go direct to the country of 
destination without relay. And this direct- 
mess means speed and accuracy of trans- 


mission and promptness of reply. Thousands 
a> ep ape of prominent business houses are using the 
ee — speedy communication service of Radio- 
Pes sage grams every working day of the year. 
eee When business demands speed and accu- 
ITALY racy, just tell your secretary, “Phone for an 
NORWAY RCA messenger. Send that message as a 
POLAND . 
SWEDEN ee 
ARGENTINA V ° ” 
BRAZIL 
HAWAII JAPAN, la 
the PHILIPPINES, 
the DUTCH In New York, Boston or Washington, phone for 
EAsT INDIES, RCA messenger for speedy Radiogram service 
FRENCH ee eeeiangeae 
In other cities file Radiograms to Europe and 
South America at any Postal Telegraph office; to 





and to ships at sea : 
— 2 transpacific countriesat any Western Unionoflice. 


Send Today for Radiogram Rate Sheet 
RADIO CORPORATION OF AMERICA 


RCA OFFICES IN THE FOLLOWING CITIES 


NEW YORK CITY 


Gs 2tGipsikhate ena Hanover 1811 25 East 17th Street .............. Algonquin 7050 

9 ea: RES ee eae Fe eed 8220 264 Fifth Avenue ......... Madison Square 6780 
S50 CIE oo eco cnt cceees ones Rector 0404 19 West 44th Street............ Murray Hill 4996 
126 Franklin Street .............+-++- Walker 4891 1824 Broadway.............eeee. . Columbus 4311 


BOSTON, 109 Congress Street........-..---.-+00- Liberty 8864 
WASHINGTON, D.C. 1112 Gonnecticut Avenue, Main 7400 
CHICAGO, 100 W. Monroe Street.............- Dearborn 1921 
SAN FRANCISCO, 28 Geary Street...........- Garfield 4200 
HONOLULVU, T. H., 923 Fort Street. ........2-eeeeeeeee 6116 
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“WELLES BOSWORTH 


CE FRG TO RT te RO 
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é sad NEW HOME of the Exchange 

National Bank of Tampa, Florida, 

is a building of blue Indiana Limestone’ 

_with interior in Botticino and Tennessee .- 

| “Marble, splendidly designed for the needs 

|. ofa commercial bank in a rapidly grow- 
see ing city. | 










_ INCORPORATED : 
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matter early one can help a man 
pull up. I believe that a man me 
have an urge to make good, but I 
never have found that a man loaded 
with worry does his best work. 

“The sales manager who puts out 4 
‘Private’ sign on his door, who jg 
so much grander than his men, anj 
such an exalted being that they mus 
approach him as if he were a czar, is 
killing his job. When you see a sales 
office with a waiting room in which 
the salesmen must wait hours to see 
the boss, then you see a dying job 
because the sales manager is wasting 
the time of the men who bring in 
the money. 

“Time and again I have seen sales 
managers take credit for some idea 
of a salesman. People are so anx- 
lous to stand well with the higher 
men that they take, as their own, ideas 
for which credit should be given to 
the other fellow. The idea is just 
as good if you say, ‘Our man, Rob- 
erts, has thought out this plan,’ as if 
you said, ‘I have thought out this 
plan.” Nothing so breaks the spirit as 
injustice and a sales manager can do 
no wiser thing than to give credit 
where it is due and thus create an 
incentive and enthusiasm. 


Aids to Selling 


“We have a policy that the cus- 
tomer is always right in a complaint. 
But when on investigation we find 
our man was right we back him to 
the limit. He has to feel all the time 
that the company gives him the treat- 
ment he is expected to give others. 
We find it very important to have at 
all times*a feeling of cordiality be- 
tween the sales office force and the 
mechanical staffs. Each is dependent 
on the other, and co-operation cre- 
ates a better spirit for work. 

“T don’t want expensive motors and 
spectacular things. They don’t count. 
I have discovered that just about the 
same kind of car that suits one of 
my salesmen pleases me, and that the 
simple life, with action, is the most 
satisfactory. 

“There are many things that are 
said to be aids to selling—golf and 
other sports, for instance. But it 
has been my experience that the hours 
of the day are too valuable for a 
salesman to permit him to do much 
selling on the golf course or in the 
club. In the first place, if he tries to 
be a good golfer it takes too much 
time. If he plays only on Sundays 
he is such a duffer that no one wants 
to take him on. 


Work Should Be Pleasure 


“No man should be away from his 
work during the working hours. The 
best salesman is the one who lets his 
work come before his pleasure—in- 
deed, if a man is in love with his 
work he gets recreation and stimulus 
out of it. Of course, he must have 





some other outlet too. The golden 
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years of a salesman’s life being few, 
he should have his place made by the 
time he reaches forty. After all, so 
few people realize until too late that 
time is passing and that much has 
been wasted. 

“Tn his twenties a man is often in- 
experienced, and only his enthusiasm 
makes up for that. He later looks 
back and sees mistakes he made be- 
cause he didn’t have the judgment he 
needed. That is one reason an older 
man often gets ahead of a young 
salesman. He has a better perspec- 
tive than a younger man who would 
fail by overdoing it; the ripe man 
yoes at it skilfully and tactfully. He 
can draw on a mental library of hu- 
man knowledge.” 

A final message to salesmen from 
Mr. Nash is simply, “Try to treat 
the other fellow exactly as you would 
have him treat you. Do your job so 
well that you yourself are satisfied 
you are doing your best. Reach out 
for every sort of help you can get. 
Read the books and magazines that 
will help you and add to your selling 
quality. You may change the product 
that you sell—but the man you are 
selling, yourself, is the same, and he 
is the fellow you have to look after.” 


Stock Market Value of 
Industrial Leadership 
-(Continued from page 36) 

tion, as a rule, for his wage dollar 
because he is able to use more special- 
ized automatic machinery in the man- 
ufacturing process. Again the leader 
has an advantage that promises to 
become more important before we 
reach 1932. 

When we turn to markets for these 
manufactured products we face a pe- 
riod of intense competition. The 
battle for sales is rapidly taking on 
an international aspect. Our domes- 
tic market is gradually increasing, but 
the real sales opportunity for Ameri- 
can business during the next five 
years will be found in South Amer- 
ica, Europe, Asia and Africa. Many 
of the leaders, such as General Mo- 
tors, Standard Oil, General Electric, 
Remington Rand, are already estab- 
lished abroad and are rapidly extend- 
ing their foreign markets. Extensive 
resources are required to introduce 
merchandise to new nations of users 
and a complete foreign organization 
is needed to supply the market prop- 
erly after it is established. In the de- 
velopment of foreign trade, the leader 
in each industry logically has a reai 
advantage over smaller competitors. 

Lower prices, higher wages, wider 
markets—demands that must become 
increasingly insistent during the next 
five years—all add to the present ad- 
vantage of the leaders. 

Not only is the age of big business 
upon us, but current interest in merg- 
ers and consolidations promises to go 
even further in meeting our demand 








for “bigger and better.” 


ih 
i 


—— 


Ml 
. 
il 
| 
iil 
i 
mn 


. Assured Delivery 


(Sixes or Fours — 20 to 150 H.P.) 
For Full Line Production 


For trucks, busses, tractors or 
industrial machinery Wisconsin 
offers a continuous flow of motors 
synchronized perfectly to the 
largest output. 


This important saving through lowest 
possible motor inventory is available 
equally to manufacturers of a single 
type or a full line. 


For each, Wisconsin offers the right 
motor — yielding, consistently, Wis- 
consin’s famous “More Power Per 
Cubic Inch”’—more work per unit of 
fuel, added life, and less shop service 
cost. 


‘The money-saving advantages of Wis- 
consin as a single source of supply, cap- 
able of tremendous capacity, and amply 
financed, will be gladly explained to 
any interested executive on request. 


WISCONSIN 
MILWAUKEE 


MOTOR MFG. CO. 


Wisconsin motors are manufactured in a 
full line of Sixes and Fours, with a power 
range from 20 to 150 H.P. for busses, 
trucks, tractors and construction ma- 
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The Duties of a Traveling 


Salesman 


RMOUR & COMPANY use 

the following twenty-two tests 
to decide the salaries of traveling 
salesmen : 

(1) Numbers of calls per day. 

(2) Number of early morning or 
Saturday morning calls. 

(3) Opening up new accounts. 

(4) Getting bigger initial pay- 
ments. 

(5) More regular attendance at 
sales meetings. 

(6) Getting men to fill up daily 
reports. 

(7) Getting orders above a certain 
minimum size. 

(8) Selling dealers in small towns 
or other places not regularly covered. 

(9) Opening up new outlets, such 
as hotels and restaurants. 

(10) Getting dead customers to 
order. 

(11) Selling slow items that gen- 
erally receive a small per cent. of the 
salesman’s time. 

(12) Getting customers to handle 
the whole line. 

(13) Increasing number of repeat 
orders. 

(14) Keeping down 
penses. 

(15) Making demonstrations. 

(16) Spending time with jobber 
salesmen or educating retail sales 

le. 

(17) Making collections and get- 
ting credit information. 

(18) Sending in names for mail- 
ing lists. 

(19) Selling dealers on tying up 
locally with the company’s adver- 
tising. 

(20) Putting up window or coun- 
ter displays. 

(21) Helping dealers with their 
advertising. 

(22) Making reports and tabula- 
tions for advertising departments. 


sales ex- 











“Live Wire” 
A Sermon in Verse 


By JAMES D. LAW 


To-day I saw living wire 

Emitting fire among the mire; 

With hiss and crackle spitting 
smoke, 

Altho’ its back was clearly broke: 

And there for hours it writhed and 
lay 

A menace in the public way— 

At best amusing young and old 

Who did the spectacle behold. 


Such, thought I, is the potent man 
Who has no special aim or plan. 
“Live wire” his critics may allow, 
And even enemies avow, 

But what avails it to possess 
Ability without a guess 

If not controlled, or misapplied, 
Or opportunity denied? 


He must by destiny be doomed 

To have his energy consumed 

By wasting time with fruitless 
splutter, 

Discharging fireworks in 
gutter. 

Because he cannot be a chooser 

Not only he himself is loser, 

But those that he might benefit 

While to his fate he must submit 

Whatever be the true objection 

‘Yo giving him a good connec- 
tion.” 


the 


For me, a sorry sight to view 

Compared to all the good I knew 

It could perform with Force and 
Light 

When functioning and hooked-up 
right, 

The sever’d wire a sermon preached 

Few pulpit-thumpers ever reached 

By parable or apologue 

In chapel, church, or synagogue! 
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Mass Production Methods 


Make Farming Pay 
(Continued from page 20) 

the developments of other forms of 
industry and second, because alialfa 
is the king of forage crops. It was 
developed originally in the dry re. 
gions of Persia. It is well adapted to 
the soils and climatic conditions of 
semi-arid regions, as it produces 
abundantly on such limestone soils 
and the dry weather conditions pre- 
vailing during harvest permits its 
successful curing as hay. Its intro- 
duction into California from Chile 
in 1854 has contributed materially to 
successful agriculture in all the states 
west of the Missouri River. 

Attempts to introduce this impor- 
tant forage crop into the humid re- 
gions of the eastern part of the 
United States, and thus secure some 
of its important benefits for the 
farmers of that region, met with two 
important difficulties. Most humid 
soils are so acid in nature that al- 
falfa will not grow on them. The 
alfalfa, even where successfully 
grown under humid conditions, can 
not be readily converted into hay due 
to heavy rainfall during curing. 

In hay production in the West, the 
alfalfa is cut, raked and cocked in 
the open field, where it is allowed to 
remain for several days. The ab- 
sence of rain and the bright sunlight 
produces excellent conditions for the 
curing of hay. Under conditions of 
rainfall, as prevailing during the 
harvest season in humid regions, 
this method of hay production is 
often fatal as cut alfalfa, which is 
rained on, is ruined for hay. 

The adverse soil condition for al- 
falfa in humid regions has been read- 
ily and cheaply overcome by the use 
of limestone material for destruction 
of the soil-acidity but the difficulty 
of harvesting, save in the case of 
Mason, the engineer, who showed 
farmers how to make hay, and has 
begun to have an important follow- 
ing, still prevails. 





How Leading Bankers 
View the Outlook 


(Continued from page 23) 
construction work, is going on. The Texas- 


Pacific is spending $5,000,000 on new local 
freight yards. 


Robert E. Maddox and H. Lane 
Young, Atlanta, both voiced these 
sentiments : 


Georgia is in the best shape of the last 
five years. Cotton is not a big crop, but 
prices have been satisfactory and the cost 
of making the crop was very low. The 
peanut crop this year has been doubled and 
prices have been fair. A good tobacco crop 
has brought reasonably good prices. Our 
corn crop has increased 25 per cent. The 
farming people have paid their debts. 
They are not concealing their cotton in the 
backyard and _ stealthily selling it, but 
have it out_in front now that they are not 
in debt to everybody. 


Ben Johnson, Shreveport, La. : 


With lumber and oil bad, business has 
been rather slow, but now that agricul- 
ture is good we are looking forward with 
keen interest to promised industrial expan- 
sion and are watching the results of our 
latest important new enterprise, a textile 
mill, which has made a very encouraging 
start. The Kelly Plow Co., at Longview, 


is very prosperous. Our banks have plenty 
of money. 


C. J. Wohlenberg, Holstein, Iowa: 


Our section of Iowa, which goes in 
heavily for feeding cattle, has definitely 
come out of the woods. Cattle prices are 
now the highest they have been in years. 
Our farmers are very far from despair- 
ing. 

Charles A. Faircloth, Tampa: 

Tampa is to-day making more cigars 
than. ever before and more than any other 
city in the world. Chicago and Chat- 
tanooga and local capital is building a 


$5,000,000 cement plant which will export 
heavily to the West Indies and elsewhere. 
The prospects are for good quality and 
prices for citrus fruits. Florida’s hotel- 
owners have agreed to keep rates low this 


Winter to make sure of attracting plenty 
of tourists. 


M. E. Holderness, St. Louis: 


The outstanding fact in the business situ- 
ation is the great variety of conflicting 
forces. There is no definite indication for 
either a sharp decline or a sustained ad- 


vance in general business during the next 
few months. 





If you purchase goods to the 
amount of $1,000 a month and sac- 
rifice the usual discount of 2 per 
cent, you are actually paying $20 for 
the use of $1,000 for twenty days. 


or 36 per cent. per year.—The Silent 
Partner. 
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What the 
average family 
speaks of as 


Light” = & 


youd speak of 7 
as Gloom’ 


URN a five-light chandelier in your 
living room for five hours and you'll 
use as much current as the average wired 


i, 
% 
“in, 


purpose. At its present rate of consuming 
current, the average American family 
would have to eat, dress, and bathe in the 
dark if it left the living room fully lighted, 
according to good lighting standards. 


There’s a vast difference between having 
electricity and having enough electricity, 
and that represents the light and power 
companies’ most promising field for im- 
mediate growth. 





In. 1925, the “domestic load” was 5,600,- 
000,000. kilowatt-hours. If every home 
within reach of central station lines were 


adequately lighted and ~ generously ap- #3 
plianced (including refrigerator and range), \ 2 


this figure would jump to 98,000,000,000 
kilowatt-hours. ‘This amount is almost 
100 per cent greater than the total of kilo- 
watt-hours generated for electric light, 
power and heat in homes, factories, and 
on railroads and farms combined. 


WESTINGHOUSE ELECTRIC 
& MANUFACTURING CO. 
Offices in all Principal Cities 
Representatives Everywhere 
Localized Service — Men — Parts — Shops 





ECONOMIC TRENDS 


2. 











IN THE ELECTRICAL 











Furnishing lamps and appliances to the consumer, mak- 
ing, generating and transmitting equipment for the 
power company, Westinghouse will have an expanding 
place in the future growth of the electrical industry. 


Westinghouse 
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A new de gree of comfort 


has come 


to America’s homes 


Smsswor heat and winter 

cold are shut out by this amazing 

building material... fuel bills 
can be reduced one-third. 


HERE is no excuse, now, for 

building homes that are un- 

pleasantly warm in summer, 
or chilly and damp in winter. 


A building material has been de- 
veloped that resists the passage of 
heat and cold to a remarkable de- 
gree. Homes that are protected this 
modern way are more pleasant to 
live in at all seasons of the year. 


Home builders everywhere have 
quickly appreciated the advantages 
of this better way of building. All 
types and sizes of homes, from the 
smallest cottage to the stateliest 
mansion, have been made more 
livable. For Celotex, the material 
that makes this new comfort pos- 
sible, adds little or nothing to build- 
ing costs. Every home can easily 
have its protection. 





FOR OLD HOMES, TOO 


IN houses alread ybuilt, Celotex lines attics. 
Here, it will make your home cooler in 
summer ; warmer in winter; add an attrac- 
tive extra room; and save more fuel money 
than it costs. It is also used to line base- 
ments, garages, and for remodeling work. 











The slight extra cost of building 
with Celotex is soon repaid, many 
times over. Its protection brings defi- 
nite economies as well ascomforts. 
Built into walls, ceilings and roof, 
Celotex prevents the escape of val- 
uable furnace heat and greatly re- 
duces fuel bills. One-third of your 
fuel money can be saved, year after 


ear. 

More than 195,000 homes have 
already been made stronger, cooler 
in summer, quieter, warmer in win- 
ter, less costly to heat, with Celotex. 
Every year more builders are using 
this modern material. America’s 
demand for comfortable homes is 
constantly increasing. 

Before you buy or build, get com- 
plete information about Celotex. 
Ask your secretary to write for the 
Celotex Building Book today. 


THE CELOTEX COMPANY 
Chicago, Illinois 
Mills: New Orleans, Louisiana 
Branch Sales Offices in many principal cities 
(See telephone books for addresses) 

Sales Distributors throughout the World 
Canadian Representatives: 
Alexander Murray & Co., Ltd., Montreal 
All reliable lumber dealers can supply Celotex 
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A Master Advertiser ‘Tel 
How to Get Results 


(Continued from page 11) 


practically to a certainty what th 
results will be. 

I have heard the objection that tes 
advertising is subject to the inaecyr. 
acies springing from variable busi. 
ness conditions throughout America. 
Business is, of course, not the same 
in all localities, but it is the problem 
of the national advertiser to study 
that and to select cities which, coj- 
lectively, will typify the whole. This, 
we have found can be done. 


Size Decided by Tests 


The matter of size or the amount 
of advertising space that brings the 
best results can also be determined 
by our system of tests. We have in 
our experimental outlay used the 
identical advertisement in our three 
test groups, employing the same lay- 
out, the same phraseology—the ad- 
vertisement identical in every partic- 
ular excepting size. When the full 
returns were compiled, these findings 
as in the first instance being obtained 
by our representatives learning the 
amount of sales over the counters of 
retailers handling our products, we 
had a knowledge of what sized ad 
was best for that particular com- 
modity. 

Then we took other products and 
repeated the experiment, and at the 
final findings we knew what sized 
ads to use to the greatest profit in 
our general campaigns. (For our 
main items, we have found an ad- 
vertisement of 400 lines to be the 
best in selling power. ) 


Something that we were not seek- 
ing, but which as an incidental dis- 
covery may prove valuable to others, 
and I pass it along, is that the bigger 
the space, the better the advertising 
copy had to be. Big space is loud 
talking; and the speech of the man 


who talks loudest should be, above 
ali, correct. 


Houses or Lead Pencils? 


It is obvious, too, that the quantity 
of space required depended a great 
deal on the character of commodity 
to be sold. If interested in buying 
a home or a new car, you can stand 
a long talk from the salesman; but 
you would not put up with the like 
period of declamation from a man 


trying to sell lead pencils or sus- 
penders. 


But while it is clear that certain 
commodities can utilize to advantage 
more space in the selling than others, 
the pulling power of that space can 
be checked up by our method of 
testing the announcements. 

Through these successive tests, 
we learn, also, the value of an adver- 
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sell repeated after an interval of six 
months; its pull after a year; and, 
in some instances, the power of an 
announcement that had been laid off 
for no less than five years. 

Also, we have experimented to 
determine the significance of chang- 
ing copy as against having the same 
ad re-appear. To ascertain how 
much of the business in sales is due 
to the first unrepeated ad, we place 
such an ad once in one of the selected 
group of newspapers; in another 
group the same ad, but with the 
copy changed, is repeated once a 
week for six weeks. By comparing 
the sales for the same six weeks in 
the chosen cities, we know definitely 
how much business was done through 
a single announcement and how that 
business compares with sales stimu- 
lated by the cumulative effect of ad- 
vertisements. 


Own Opinions Submerged 


The tests, which record the col- 
lective judgment of the American 
people, we accept in spite of our own 
individual preferences. I have been 
wrong sO many times in appraising 
copy, including my own, that I can- 
not set up as being infallible. The 
effect of the advertisement on the 
buying public is the only valuation I 
follow, and that effect we know only 
after we put out an experimental 
test. 

I find that my preliminary judg- 
ment is right only three times out of 
ten. It would, therefore, plunge our 
enterprises into collapse if we did not 
base expenditures for advertising up- 
on tests. 

In these tests we have included ex- 
periments to determine the relative 
value of copy produced by highly 
specialized writers. We have found 
that the so-called, all-round brilliant, 
versatile copy genius is a figment of 
tradition. Some of their output is 
invaluable. It will sell. But not one 
of these prodigies, put to our tests, 
have measured up to the require- 
ments and reputation of complete 
versatility. 


Test Might Have Saved 


A manufacturer who had lost 
$300,000 advertising a perfume 
asked me if tested advertising would 
have made this product a success. 
Certainly not. But $3,000 worth of 
tested advertising would have per- 
suaded him to save the $297,000. 

Advertising is such a dynamic 
force that anyone can succeed if 
given enough guesses. One tooth- 
paste manufacturer lost half-a-mil- 
lion spent on sound copy before he 
built a tremendous success. But if 
the second guess had been wrong, 
the advertiser would have been 
through forever. 
_ There is no product the advertis- 
ing of which cannot be tested, pro- 
vided you hunt hard enough for the 


In THE State of Iowa Department 
of Banks, a Todd Super-Speed Pro- 
tectograph is in constant use. 

E. P. Walker, Asst. Director of 
Receiverships, says of the Super- 
Speed: 

“This machine saves from one- 
half to two-thirds the time in get- 
It 
enables one girl to do the work 


ting out dividend payments. 


formerly done by two or more. We 
find it very satisfactory and would 
not hesitate to recommend it very 
highly to any office when a great 
many checks are written.” 


The Super-Speed Protectograph 
is saving time for banks, business 
houses and industries everywhere 
by imprinting checks with a clear, 
legible amount line that defies alter- 
ation—and doing it at the astonish- 
ing rate of 1200 or more checks an 
hour! 

The imprint of the Todd Super- 
Speed is shredded into the paper 
itself in two colors of indelible ink. 
It protects the check from the ever- 
active check raiser, provides an 
attractive, quickly read, unmis- 
takable amount line 
and identifies a check 


as an instrument of 





modern business. 





right test method. 
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Ln less than half the time 

with half the former labor, the 

Super-Speed Protectograph 

imprints checks for the 
State of lowa 








/ 


1200 checks an hour 





The economy, speed and efficiency 
this machine will introduce into rou- 
tine will be demonstrated by a Todd 
representative at your convenience. 

, There is a Todd office in every im- 
portant city. A request under your 
letterhead, a phone call or a wire 
will bring a Todd expert to your 
organization to show you what the 
Todd System will save you in check 
preparation. The Todd Company, 
Protectograph Division. (Est. 
1899.) Rochester, N. Y. Sole mak- 
ers of the Protectograph, Super- 
Safety Checks and Todd Greenbac 
Checks. 





THE TODD COMPANY 
Protectograph Division 
1154 University Ave., Rochester, N. Y. 
Gentlemen: Please send me further in- 
formation about the 
(0 Super-Speed Protectograph 
(0 Todd Check Signer 


11-15-27 


Name 





Business 


Address 

















TODD SYSTEM 
OF CHECK PROTECTION 
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WHAT A WONDERFUL 


This Would Make For 


FORBES Business Library 


With Three Years’ Subscription to Forbes Magazine 


elke of our fastest selling business books combined in a twelve volume, 
uniform set—that is FORBES BUSINESS LIBRARY. The contents are 
identical with the original editions of these books, only the illustrations have been 
removed. The economies necessary to enable us to make this offer were effected 
in the binding and paper used. The prestige of Forbes Magazine guarantees 
the handsomeness, usefulness, readibility and durability of the FORBES BUSI- 


NESS LIBRARY. 


The Most Useful Business 


Library Ever Compiled 


Nowhere but in FORBES BUSINESS LIBRARY will you 
find such a combination of authorities on business. 

The value of a business book depends on the experience 
and achievements of the author. No one can question the 
outstanding value of books written by such men as James 
H. Rand, Jr., President of Remington-Rand, Inc., a 
$60,000,000 corporation — Roger W. Babson, President, 
Babson’s Statistical Organization—John Moody, President, 
Moody’s Investors Service—B. C. Forbes, Editor, Forbes 
Magazine—Herbert N. Casson, William R. Basset, Homer 


J. Buckley and the others. These men are all leaders in 
their field. 


FORBES BUSINESS LIBRARY is for the busy business 
man who must husband his precious golden minutes. It 
is for the man who wants ideas to-day. It is for the man 
with heavy responsibilities who seeks solutions to pressing 
problems of an immediate nature. 


FORBES BUSINESS LIBRARY will carry you through 
problems in selling, distributing, manufacturing, manage- 
ment, investments and personal financing. It will inspire 
you when you are depressed—it will give you a new, 
refreshing virility when your own ideas come a little 
slowly. 


Surely Rand, Babson, Moody, Forbes, Casson, Buckley and 
Basset have sound, practical advice and guidance to offer 
you. Take advantage of the hundreds of years of ex- 
perience represented in their achievements. 


Send for FORBES BUSINESS LIBRARY. ‘Then, any night, reach 
out to your book-shelf, take the book you want, and settle down te 
a half-hour of interesting, profitable reading. Next day, put into 
practice the ideas you gained the previous night. That is how, you 
will find, it works! 
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BUSINESS You want 


A GIFT 


for Someone Whom You WANT TO PLEASE 


Forbes Magazine itself is $5.00. per year. We are offering 
a three year subscription to ‘Forbes Magazine and the 12 
volumes of FORBES BUSINESS LIBRARY—both for 
only $15. (It may be just as well to state here that we 
cannot, under any circumstances, nor for any price, accept 
orders for FORBES BUSINESS LIBRARY without the 
three year subscription to FORBES MAGAZINE.) 


There are, doubtless, many of your friends, associates and 
members of your family whom you particularly WISH to 
please. You cannot equal FORBES BUSINESS LIBRARY 
and three years of FORBES as a gift, in value, dollar for 
dollar—you cannot equal them in the ultimate value that 
they lend to a man’s career and personal financing. 


And GIVE A GIFT TO YOURSELF! ! Don’t forget 
yourself! Make a gift of FORBES BUSINESS LIBRARY 
and three year subscription to FORBES MAGAZINE to 
yourself. If you are at present a subscriber, your sub- 
scription will be extended for three years beyond the date 
of expiration. 


SEND YOUR ORDER TO-DAY 


Christmas will soon be here. Send your orders for FORBES 
BUSINESS LIBRARY and three year subscription to FORBES MAGA- 
ZINE now; we will deliver the books and commence subscription in 
time for Christmas—or whenever you designate on the order. We 
will send a handsomely engraved Christmas card, announcing your gift. 


NEVER BEFORE HAS FORBES MAGAZINE ENABLED YOU 10 
MAKE SO HANDSOME A GIFT TO THOSE WHOM YOU PAR- 
TICULARLY WANT TO PLEASE! 


ornare: °° mR Seems arene iene ——— 


TIPS ON 
FINANCE 


SU 1) a 
MAXIMS SELLING 


FORBES 
AND 


DREIER 


BUSINESS 
FUNDA- 
MENTALS 


TAKING AUTO- 
THE MOTIVE 
GUESSWORK GIANTS 
OUT OF re) 
BUSINESS AMERICA 


CASSON CASSON 


BABSON ws 
Rameet FORBES 





















—————— 


C 












Sor 





ASSUR 
James H 

In ten 
His bu: 
they're 


KEYS 
B.C. F 
You 
and wh 
writer 
it’s a ¢ 
TAKI 
Willias 
Mr. 
Indust 
you tl 























1927 


FORBES for November 15, 1927 


49 























+ a 
Or e ° 
Some Business Executive 
: * . 
The Books in the Library 
ASSURING BUSINESS PROFITS THE SCIENCE OF MARKETING BY MAIL 
James H. Rand, Jr. ° Homer J. Buckley 
In ten years Mr. Rand built a business from $10,000 to $60,000,000. The Advertising School of Hard Knocks—Direct Mail. It pays and 
His business principles and tactics make: fascinating reading, and pays quick or you’re OUT. A gold mine for the fellow who wants 
they’re just as applicable to the corner store as the factory. to know this important branch of modern advertising. 
KEYS TO SUCCESS HOW TO GET THE JOB YOU WANT 
B.C. gen . a ee ‘ William L. Fletcher 
You have them, says Mr. Forbes. But he tells you what ones to use ee » 
and what locks they open. It’s an intimate book—written by a master k —— for over 500 “bosses.” He has placed thousands and 
: ae : aad nows what YOU want and what your employer wants. If anybody 
writer who knows MEN. ‘The book isn’t a treatise on character pag t the job YOU Mr. Fletch 
it’s a direct, human book that tells YOU all about YOURSELF. 7 oe —— a one 
TAKING THE GUESSWORK OUT OF BUSINESS BUSINESS FUNDAMENTALS 
William R. Basset Roger W. Babson 
Mr. Basset looks at business from the “hard-boiled” angle of the This book shows how to forecast changes in the business and 
Industrial Engineer. His “‘cases” run into the hundreds and he tells security markets. A common-sense adviser on permanent success. 
you the solutions of problems that may be yours. 
\SE AUTOMOTIVE GIANTS OF AMERICA 
PROFITABLE INVESTING B. C. Forbes and O. D. Foster 
- John Moody An inspiring pict f th ho domi h hool 
as, Written by the man who is paid a Million Dollars a year for his Re sing eg Their aahale ae. policies will tage ilies 
> 12 advice on investments. ‘The time to know your Moody is before, 
for not after, you have invested. An invaluable guide to prosperity. ORGANIZED BUSINESS KNOWLEDGE 
h French John 
we § TIPS ON SELLING ee rl 
ht I Hite Ws Case i ees ena in await Bi a tes oe 
the The greatest book on salesmanship ever written. Equally helpful 0 and conquered. Wher every prin 5 to d Aang ey 
for sales-manager or salesman. 
TIPS ON FINANCE BUSINESS MAXIMS 
and Herbert N. Casson B. C. Forbes and Thomas Dreier 
[ to Mr. Casson has built up a comfortable fortune by knowing how A Perpetual Fountain of Business Youth. A master combination 
RY to MAKE money and KEEP it. Few people have this secret. Mr. of Forbes’ pithy and cheerful horse-sense and Dreier’s “Sunshine on 
a Casson reveals it. the Business Trail.” Full of inspiration and energy. 
hat These sets cannot be broken up. 
We cannot accept orders for FORBES BUSINESS LIBRARY without the three-year 
subscription to FORBES MAGAZINE. 
to Price for Both Only $15. 
b- SEND your order today. Books will be delivered now or in time for Christmas. 
ite Subscriptions will commence January 1, 1928, if you wish. 
A Christmas card will be sent announcing your gift. 
-- ------~-JUST TEAR OFF, FILL IN AND MAIL--- --------- ~— 
ES ' 
's. } FORBES MAGAZINE, 
am 120 Fifth Avenue, New York, N. Y. NES aig ee ae ae | ee reer TO pee te 
ve All Right! Reserve .......... sets of FORBES BUSINESS LIBRARY, send for Christmas delivery and enroll 
t. the following three year subscriptions to FORBES: 
O Or send FORBES BUSINESS LIBRARY and three year subscription to FORBES MAGAZINE at once to the 
- following addresses: 
<<. 6 ¢ ae in full payment. ($15 for each set of FORBES BUSINESS LIBRARY combined with 
3 years of FORBES MAGAZINE. 
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This Service regularly opens the Financial Section of Forbes and is supplemented by short, concise analyses, on later pages 
of each issue, by well-known authoritative specialists in the more important 


ENERAL business conditions have 
shown no great changes thus far 
in the current month, but it may 

be said that a few signs have appeared of 
some quickening in individual lines. Re- 
tail trade has been favorably affected by 
cooler weather and department store, chain 
and mail order sales continue their sea- 
sonal increases at a satisfactory rate. 

The chief trade reviews see the current 
situation presenting a comparatively bear- 
ish aspect, with general industry below ex- 
pectations for this time of year, but they 
also profess confidence in signals for a 
better upturn in the near 

The steel industry continues 
depressed to lower than normal 


future. 


financial and commodity divisions 


Railroad earnings continue to fall be- 
hind last year, according to advance re- 
ports for the month of September. Busi- 
ness failures have taken a favorable de- 
cline in recent weeks and are back at 
around the levels for the corresponding 
weeks of last year. 


Interest Rates 


Interest rates are a bit firmer but gen- 
erally acting well, and bank clearings con- 
tinue to run far ahead of 1926, even though 
showing some decline from previous weeks 
of last month. 


but by far the majority still fall short of 
the 1926 totals. 

Despite the fact that the final figures for 
all roads will almost certainly fall con- 
siderably under last year, it now appears 
that the declines for September will not 
be as large as those in the two months 
immediately preceding. 

On a basis of the roads thus far re- 
ported net operating income of all Class I 
systems for the month of September 
might be estimated at a final total of 
somewhere around $135,000,000. Such a 
figure would display the usual increase 
over August, but would still show a ma- 

terial drop from the totals of 








seasonal levels, largely as a result 
of smaller buying requirements 
in the motor, oil and gas indus- 
tries. 


Steel Operations 


The Corporation has reduced 
operations further to current 
levels not much above 65 per cent. 
of capacity, a drop from the 68 
per cent. rate in effect at the 
close of last month, and not far 
from the year’s low record ear- 
lier in October. 

Independents are operating on 
a reduced scale also, but the de- 
clines are somewhat smaller than 
for the Corporation. The inde- 
pendent mills are generally a lit- 
tle below 62 per cent., or a de- 
cline of about 1 per cent. from 
several weeks ago. 

‘Corporation reports for the 
third quarter of 1927 are even 
more mixed than for the previous 
quarterly periods of this year. 
Thus far the total record appears 
about evenly divided between 
gains and losses as compared 
with the third quarter of last 
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over $145,000,000 reported for 
the Class I roads in the corre- 
sponding month of 1926. 
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year. 

Reports on motor car production for 
the month of September were disappoint- 
ing and the total output for the United 
States amounted to only 257,000 units, 
compared with nearly 400,000 in the same 
month of last year, and showing the low- 
est month thus far in 1927, with the sin- 
gle exception of January, which is sea- 
sonally small. 


pte on advance reports of individual 
companies, however, the month of Oc- 
tober ought to show a fair gain and with 
Ford gradually getting into production, it 
is quite probable that the low point of 
monthly outptt has been passed. 
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PLOW EG a decline of 
more than the usual season- 
al proportions in the first part of 
October, revenue car loadings of 
revenue freight have again re- 
covered in fair fashion, though 
not with the snap that might 
have been hoped for. 

Loading figures for the most 
recent week available show the 
totals at only about 1,120,000 
cars, a decline of over 5 per cent. 
from the 1,200,000 cars loaded 
in the same week of 1926. De- 
spite the October recovery in 
freight loadings it does not now 
appear that they will get back up 
within striking distance of the 
comparatively high levels re- 
corded at the close of September, 
and the week of September 17th, 
with a total of 1,127,613 cars 
loaded with revenue freight, 
may easily hold the year’s high 
record for 1927. Last year’s 
highest week came around the 
middle of October with total 


weekly loadings well over 1,200,000 cars. 


Declines to Follow 


HE seasonal movement of freight 


Class I Profits Better Than Two 
Previous Months But Still Fall 
Far Short of Last Year 


bp cane vegesrisen reports of Class I roads 
for the month of September are in 
process of issuance at this writing and 
once more the results are mixed and er- 
ratic, Quite a number of the individual 
systems show fair gains in net operating 
income over the same month of last year, 


T traffic from now on to the close of 
the year is rather rapidly downward. 

In the latest weekly reports on such 
car loadings, livestock is the only classi- 
fication to show any increase over the cor- 
responding week of last year, and that 
gain is only about 25 cars. 

All other lines display fair to substan- 
tial declines from 1926 and coal, miscel- 
laneous freight, ore and coke show the 
biggest losses. 
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Commodity Prices Sink 


General 
Further But Indexes Still High. 
Cotton Holds Firm as Grains 
Decline 


- halt in the reactionary trend of 
commodity prices which was noted 
last month after they had reached new 
high levels early in October has more re- 
cently appeared to have been merely a 
resting period, following which general 
commodity prices have again continued 
their decline. 

Although there have been a few indi- 
vidual items moving moderately against 
the trend, by far the majority of the mar- 
ket has experienced rather steady and gen- 
eral reaction and the movement of the 
last three or four weeks has cancelled a 
great deal of the upward march in prices 
which took place in the early Fall. 


Month Year 

Latest Prev. Prev. 

Dun’s Index .......... 190.217 188.298 187.367 
Bradstreet’s .....eccee. 13.2647 12.9015 12.7864 


The monthly indexes, of course, do not 
register the more recent reaction, and even 
the weekly indexes do not show the full 
extent of the decline. 

The Irving Fisher wholesale price index 
of 200 representative commodities has re- 
acted very little from its high point and 


is still around 145, compared with a high 
of 146.2 reached toward the close of the 
past month. The latter figure compares 
with an August average of only 141 and 
is the highest level the Fisher index num- 
ber has seen thus far in 1927. 


Grains Lower 
A® usual the grains have led the com- 
modity market in its movements and all 
of the important cereals are off from 1 to 
6 cents a bushel below the prices of late 
last month. 

Also, as usual, wheat has led the entire 
movement and that grain has declined very 
rapidly during the last of October and the 
beginning of November. At one time this 
grain showed a drop of as much as 8 
cents. Prices have firmed up somewhat in 
a later recovery but still show declines of 
around 6 cents from the levels prevailing 
a couple weeks ago. 


Corn Drops 

There has been a good deal of selling in 
corn, also, and the latter article has not 
taken part in the general though slight re- 
covery of the past week. On continued 
increase in the estimates for the present 
crop, export demand has dropped off and 
the market has had to absorb heavy sell- 
ing. Following a couple weeks of almost 
steady declines the latest quotations on 
corn are off practically 10 cents a bushel 
from the levels current around the close 
of October, representing a decline of over 
10 per cent. in only about two weeks. 
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Oats, rye and the smaller grains have 
held up somewhat better, but in almost all 
cases they are also off from fractions to 
3 cents a bushel. 

Among the less important staples, sugar 
and coffee have pursued diverse courses, 
with coffee showing one of the largest 
gains for an equal period thus far in the 
present year, while sugar, after holding 
fairly steady for about a month, has sagged 
off fractionally from its October prices. 


Domestic Commodity Prices 





2 Wks. Year 

Latest Prev. Prev. 
Wements! March § ...s.cceee $1.28 $1.34 $1.43 
Et PERSE cccccsveisens 85% .95% 82 

RP, BERPORD. .0ccccccosescce 48% 50% 46% 
— Mid., March...... 21.30 20.88 12.60 
22ers 7.00 7.10 8.00 

Coffee, No. 7 Rio ‘ A3% -16% 
, SAEOR, Ll écbebcccdes -058 .06 
Beef, Pg 26.00 22.50 
Tron, Phila 22.75 22.75 
Steel, *Dittsburgh 33.00 35.00 
Lead seecebcedsa Speen bisacne 6.25 8.25 
Lc ciddupeesensanbaceen 13.25 14.05 
Zin inc, E. St. Louis... 6.05 7.22 
babsbevesassceess ‘ 58.50 69. r- 

Seder, March 35 .34 

Crude Oil, Mid-cont....... 97 97 205 
eae 17 17 21 


OTTON, however, has once more as- 

sumed its place as the strong member 
of the commodity group. After a healthy 
reaction, which started around the close of 
September, good buying has come back 
into the market and prices have more re- 
cently started a gradual recovery of their ~ 
lost ground. In the face of general weak- 
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INSURANSHARES 


A Synonym, in the Dictionary of Sensible 
Folk, for Sound Investment 








_. who think as hard as they 


work are buying Insuranshares Trust 
Certificates. 


Their judgment is endorsed by authority, 
because Insuranshares Trust Certificates 
represent primarily the securities of 
important insurance companies. 


William Alexander in his great book 
on the insurance business says: “No 
financier can be indifferent to insurance, 
for it is on as high a financial plane as 
the banking systems of the world.” 
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Understandable information on Insuran- 
shares sent for the asking—represent- 
atives call only on request. 
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INSURANSHARES CORPORATION 


67 Wall Street, New York 33 Tel. Whitehall 9082 





SESSSSSESSSSSSESESSS SSeS ESE SS 
SECETECT CCST CCC eVeT VT TVeCrVETY 


eeeeeseseeeeeeit? 























FORBES for November 15, 1927 


ness in the commodity market cotton has 
been able to show fair advances, and the 
most recent quotations are several dollars 
a bale higher than the levels current dur- 
ing the latter part of October, even though 
present prices are still below the year’s 
high. 






Steel Soft 
ETROLEUM and refined products 
show no regular disposition either up 
or down, but rubber has given a good ac- 
count of itself and shows a fair advance 
thus far in the month. 

Although the posted prices for steel and 
iron remain unchanged, a continued tend- 
ency toward softness is noted and liberal 
concessions are being unofficially made to 
secure new business. 

The miscellaneous metals are practically 
unchanged from last month, a small ad- 
vance in tin being offset by a moderate re- 
action in zinc. 




































































We issue a 
Daily 
Stock Market 
Letter 


which will be sent 
upon request 








EXERCISE REGULARLY Fenner & Beane 
AT OFFICE OR HOME er . 


and other principal exchanges 





















































Counteract the deteriorating influences of 60 Beaver Street — New York 
sedentary business life by exercising a few 
minutes daily with “Gym — the Fes. ro Fenner & Beane Bldg. — New Orleans 
t mnasium so admirably adapted to : ‘ 
aa teateme-eate needs. Requires only 7% x Private wires to New Orleans, Chicago 
9 feet floor space in basement, or unused room. and principal points throughout South 
Three people can use simultaneously. 
combines a Rowing Machine, Chest Welghts, ‘Punching Build swith Men 
. ng * rist ne, ssage oller, 
Parallel Bars, and other standard equipment. Durable WILLIAM LFLETCHERINc. 
malleable iron construction. Ideal equipment for Welfare t 
Rooms, Clubs, Yachts, Schools, etc. Ca t no Lan ach with 
n put you in touch wi 
bookle 
ee ee THE RIGHT MAN 
GYM JUNIOR COMPANY for any worthwhile position. 
542 Gregory Ave. Weehauken, N. J. 80 FEDERAL STREET ~ BOSTON. 
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Interest Rates Firm. Echoes of the 
Bankers Convention. New York 
Stock Exchange Admits Foreign 

Securities 


ONDITIONS in the money market 

have shown no large changes thus far 
in the month and, although they continue 
in a firmer tone than was evident last 
month, the general situation remains one 
of comparative ease. 

As a matter of fact, rates have not 
firmed up even as much as had been ex- 
pected during October and November. Al- 
though the tremendous Government trans- 
actions around the middle of the month 
are expected to bring a firmer tendency 
into the money market, no drastic firming 
up is now anticipated, and any compara- 
tively sharp advances around the 15th are 
expected to prove only temporary. 


2 Wks. Year 
Ruling Ago Ago 





‘oO % % 
A CO. wccccssesacecs 4 4 4% 
W050 Gay TUNE... 008. cccee 4% 4% 5 
Commercial paper ........ 4 4 4% 
New York rediscount..... 3% 3% 4 


Call money was fairly easy during the 
latter part of October and although the 
daily rates have firmed up moderately dur- 
ing the past week, the ruling rate is still 
around 4 per cent. The low point has been 
3% per cent. for the officially posted rate, 
but on days of especial ease there have 
been good volumes of call loans negotiated 
below the regular rate, with some daily 
accommodation as low as 3 per cent. 


ne the gold movement can- 
not be said to have turned definitely 
against this country, it is significant that 
our import balance has practically disap- 
peared. Recent exports have continued in 
moderate volume, with the bulk of the 
precious metal going to Argentina. The 
latest shipment is $4,000,000 to this coun- 
try, whose imports from the United States 
amounted to over $23,000,000 in the month 
of September. 











Present Your Liberties 

= more notice seems justified on 

calling of the Second Liberty Loan 
4% per cent. bonds. The entire issue has 
been called for payment by the United 
States Government on November 15th and 
the bonds will cease to bear interest’ on 
that date. Consequently, all holders of 
such bonds should present them to their 
bankers for payment on or before Novem- 
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ber 15th to avoid losing any interest on 
their principal. 

Continuing their long and rapid advance 
since the beginning of September the fig- 
ures on brokers’ loans have again set up a 
new high record for all time, the figures 
going above $3,400,000,000. From this 
high figure there has been a quick drop 
and the present total stands at $3,343,000,- 
000, according to the weekly report of the 
Federal Reserve Bank, showing a decline 
of over $90,000,000 in a single week. 

Bankers’ Convention 

HE 53rd Annual Convention of the 

American Bankers’ Association has 
ended its meeting at Houston, Texas. With 
the long argument on branch banking ap- 
parently settled, the session concentrated 
on a defense of the Federal Reserve Sys- 
tem and the general feeling was that no 
legislation should be enacted which would 
limit the powers or change the status. 

The convention declined to go on record 
with an argument over farm relief, but 
discussed to some extent the American for- 
eign loan policy. This argument has now 
assumed capital dimensions and has even 
elicited a statement by President Coolidge 
in which he upheld the right of the State 
Department to supervise the flotation of 
foreign loans in the United States. 


The World Stock Exchange 
N OT content with its tremendous growth 

in the past few years, the New York 
Stock Exchange has recently made provi- 
sion for listing of certain shares of for- 
eign companies. Although it makes the 
Exchange somewhat more complex, it is 
also a far-reaching, forward step in com- 
pletion of New York’s displacement of 
London as the financial center of the 
world. Through the new rules, the New 
York Stock Exchange takes its place as 
an international market. 

Bank clearings have declined _ slightly 
from their previous high levels, but the 
weekly figures are still running far ahead 
of the corresponding weeks last year. 


Latest Weekly Bank Clearings 





926 

DOW BOE. Acsssescus $6,763,898,000  $6,060,114,000 
ee Ie 593,743,000 724,000 
Philadelphia ......... »307 ,000 497,020,000 
oe 587,477,000 657,248,000 
Richmond .........+. 754, 300,838,000 
ALIAMER  caccicisocctene 290,636, 303,322,000 
CRIED 555 wksssc<eeee 1,190,212,000 1,223,340,000 
a ee 195,000 310,013,000 
Minneapolis ......... 253,211,000 195,820,000 
Banees CAG occcc0see 324,000 307,944,000 
ee 163,593,000 175,580,000 
San Francisco ...... 708,270,000 637,615,000 

WORE bsnpedscssance $11,974,620,000 $10,264,578,000 


























Doings of the Famous Flyers. New De- 
velopments Emphasize Safety. Italians 
Set New World Record for Speed 


Miss RUTH ELDER has finally 
gotten her European welcome, in 
spite of her failure to reach the goal in 
a day and two nights; Mrs. Grayson has 
abandoned her attempt to make the east- 
ward flight across the Atlantic after sev- 
eral unfortunate trials; Levine is back in 
the United States with a big welcome and 
ambitious plans for trans-Atlantic avia- 
tion ways; and Colonel Lindbergh is “alone 
at last” at the end of his 22,000 mile 
parade around the country. 

Four British flying boats have embarked 
on a 25,000 mile cruise on which they 
will visit distant outposts of the British 





Empire, including India, Singapore and 
Australia, 


t 







YOUR NAME OR AD HERE * 





The 
Oversize 
Model 


“The & Better Pencil” point, booklet, sales-building proposition, prices, etc. 
3 Big Features Name 
Cannot “jam”— protected by a 8 
But one simple moving part. Nothing Firm 
to go wrong. No repairs. 
Q) Bakelite barrel, beautiful onyx-like, | Title 
light-weight material. 
6) Perfect balance—not “topheavy.” Address.........- 
FM 11-15-27 


Autopoint Pencil 


See coupon 
below 


Win Friends— 
Make Sales, with this New 
Advertising Medium 


aren DLY contacts aid your salesmen in getting 
larger orders. Constant reminder of your firm and 
products results in gainful business. 

That’s where Autopoint, the Bakelite Pencil, fits in. 
Hundreds of progressive national advertisers consider it 
an indispensable part of their selling plan. 

Autopoints, with your name and product imperishably 
stamped on their barrels, keep your message constantly 
before those you wish to reach. 


These ads never die 


Transitory advertising dies quickly, circulars and form 
letters find the bottom of wastebaskets. Souvenirs are 
soon discarded. But Autopoint remains in prospects’ 
pockets, on customers’ desks . . . a perpetual advertise- 
ment that soon pays out in added profits, yet keeps on 


working for you. 

Autopoint is efficient, and thousands of leading 
businesses have found it cuts out waste, is a powerful 
auxiliary to other forms of advertising. 


Read the exclusive features of this famous pencil. 
Let us send you one to use yourself. Your delight with 
it will give you some idea of how your prospects will 
receive it. 

Send the coupon now for complete information, for 


list of users, prices, and a beautiful sample for your- 
self. There’s no obligation. Send coupon today. 


* 
4619 Ravenswood Ave., Chicago, Ill. 





FREE 22220tne 


A beautiful sample 


AUTOPOINT Company Fer Executives Only 


Without obligation, please send sample Auto- 
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A dividend record 


uninterrupted for 47 years 


HROUGH almost a complete half century, A. T. & T. 


and its predecessor have paid dividends regularly. Its 
earnings— increasing each year— provide an ample margin 
of safety above dividend requirements, thus increasing the 


stockholder’ s equity. 


Vital facts for investors to know about A. T. & » os 


Bell System service has ever kept pace with the nation’s develop- 
ment. @ Its management is far-sighted, conservative, and yet 
progressive. @ Its laboratories employ 3,500 trained workers, 
searching for means to bring the nation’s telephone service 
nearer to perfection. @ Its plant investment of $3,000,000,000 
includes telephone and central office equipment costing over 
$1,000,000,000, Over 54,000,000 miles of wire, 16,000,000 
poles and 2,000 owned buildings. @ A. T. & T. owns over 
91% of the combined common stocks of the operating companies 
of the Bell System. Its stock can be bought in the open market to 
secure a good return. Write for booklet, ‘‘Some Financial Facts."’ 


BELL TELEPHONE 
SECURITIES CO. duc. 






®) New York City 
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American Pencil Co.,209 Fifth Ave.,N.Y. 
Makers of the famous VENUS Pencils 











The Bache Review 


Will keep you informed on the business 
and financial situation. 
Readers of the Review are invited to 
avail themselves of our facilities for in- 
formation and advice on stocks and bonds 
and their inquiries will receive our careful 
attention, without obligation to the cor- 
respondent. In writing, please mention 
e Bache Review. Sent for three 
months, without charge. 


J. S. BACHE & CO. 


Established 1892 
Members N. Y. Stock Exchange 
42 BROADWAY NEW YORK CITY 
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— from the Guggenheim safety 
prize contest, effort of inventive geniys 
throughout the world is hard at work 
devising greater’ safety for airplanes, 
Clarence Chamberlin has exhibited the 
foolproof “matchbox” plane. It can take 
off at 60 feet and glide to earth on an 
even keel at very slow speed. It is a 
Luddington, powered with a Siemans- 
Halske 55-horsepower engine, has a 25- 
foot wing-spread and weighs only 50) 
pounds. 

Anthony H. G. Fokker is not the first 
authority on flying to do so but he has 
recently emphasized the need for larger 
wings and the placing of baggage, en- 
gines, etc., inside the wings, thus relieving 
them of a great deal of strain from the 
central weight position. It appears with 
little doubt the new lines along which 
aviation will work. 

Although the Italian airmen were un- 
able to beat the British in the Schneider 
Cup Race at Venice six weeks ago, they 
have set up new speed records since then. 
Major de Barnardi, an Italian officer, 
flying a Macchi racing plane, has set up a 
new world’s record for speed for any type 
of man-made carriage. 


New Speed Record 


LYING over the “International 

Course” near Lido, Venice, Major de 
Bernardi averaged 485 kilometers, or 
301.185 miles per hour on four attempts, 
two in each direction, over the six kilo- 
meter course. This exceeds by nearly 20 
miles an hour the former world’s speed 
record set up Lieut. Webster at the 
Schneider Cup Race this year. 

Ferdinand Schultz, the German glider 
expert, has established a new record for 
motorless planes by attaining an altitude 
of 2,566 feet, exceeding the previous 
French mark. He kept his glider at about 
this height for nearly four hours. 


Army Contract 

A NEW Loening amphibian plane, built 

for the Army by the Loening Aero- 
nautic Corporation, has passed its pre- 
liminary tests. The new plane has a 
wing-spread of 45 feet, has a cruising 
range of 600 to 900 miles, speed of 125 
miles per hour and accomodates a pilot, 
radio operator and machine gunner. Motor 
is a Packard 12-cylinder, water-cooled, 
V-type.. The new plane is the first of a 
fleet of 19 to be built by this company for 
the Army service. 

Some indication of the increase in air 
mail, due to the simplified postage and 
mailing arangements, is shown in figures 
of the Chicago end of the San Francisco 
air mail. Nearly 19 tons of mail are be- 
ing handled monthly, a gain of over 75 
per cent. above the same month last year. 

Germany has launched, the world’s first 
floating dock for hydroplanes, with a sup- 
porting capacity of 100 tons. 
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GEORGIA 
PAPERSHELL PECANS 
Genuine Roos quality, easily cracked, super 
Jumbo size Pecans. for yourself or 
make unusual gift to end or customer. 


Place order now, while pick of crop is on 
hand. Shipment made anytime. $3.50 per 
five-pound carton, delivered. 
Roos Goes Fecan Co. 
308-A Congress St., West 
Savannzh, Ga. 











Cotton Ginnings Decline and Argument 
Rages Over Government Adoption 
of British Carry-Over Figures. 
World Wheat Crop Larger. 

F Sek rngpagens the trade was prepared 

for a moderate further decline in 
cotton ginnings, the Government report 
has displayed a much larger drop than was 
expected and the statement has been re- 
sponsible to a large degree for the strength 
in that market during the past week or so. 
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220,000 volts 
—and 110 


REMENDOUS voltages, as high as 

220,000, are required to carry power 
economically over long distances. To con- 
duct these high voltages, special conduc- 
tors of Anaconda Copper have been de- 
signed which are doing much to simplify 
the problems of super-power engineering. 


Cities are no longer the only field for elec- 
trical development. The farmer wants his 
share of the better things of life, and thou- 
sands of miles of rural lines are helping to 





bring them to him. To span these long 
distances with low voltage lines another 
type of Anaconda conductor has been 
produced which assures the most eco- 
nomical construction for rural lines. 


From 220,000 volts to 110, from the huge 
motors of industry to little household ap- 
pliances—Anaconda Copper, Brass and 
Bronze are helping the electrical industry 
to give an ever greater service. 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury, Connecticut 
Offices and Agencies in Principal Cities 
Mills and Factories: Waterbury, Conn., Ansonia, Conn., 
Torrington, Conn., Hastings-on-Hudson, N. Y.. Buffalo, N. Y.. 
Detroit, Mich., Kenosha, Wis. 


Canadian Mill: ; Anaconda Segeeties Brass Ltd. 
New Toronto, On 
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The West is 


A’ green leaves give way to brown; 
when the first frost adds brill- 
iant scarlet, golden yellows, flaming 
reds to garden and hillside; when 
the dreamy days of Indian Summer 
end in sparkling star-lit nights with 
the sharp hint of winter fast ap- 
proaching—then the Far West calls. 


Glorious sunsets on Puget Sound 
with the flickering light of the 
Aurora Borealis dancing in the 
north; long evenings lingering in the 
sombre green of the pines with snow- 
clad Rainier standing sentinel in the 


background. . . . 


Beautiful Columbia River, and its 
famous highway. . . . 


Giant redwoods, old when the Star 
of Bethlehem guided the Three Wise 
Men to a lowly manger; the sap- 
phire blue of Crater Lake; smoke 
wreaths rising from Mount Lassen; 
mile-high Lake Tahoe with equal 
scenic charm in winter as in summer; 
Yosemite Valley, a year-round play- 
ground carved out of granite moun- 
tains; the dancing waves of San 
Francisco Bay, with golfers having 
a game on a course overlooking the 
Golden Gate; the old adobes of 
Monterey, picturesque reminders of 
the stirring events in the days of 
Portola, Sloat and Vallejo. ... 


Calling ue 


The missions of the padres, the 
first of which was founded seven 
years before the Colonists rebelled 
against the tyranny of a British 
king. ... 


Orange groves bathed in sunshine; 
great sweep of beaches with tanned 
nymphs playing in the surf; motion 
picture players enacting Western 
thrillers and stupendous spectacles 
of bygone days. ... 


Trails of pioneers almost lost in 
sand or wooded canyon, recalling 
the hardy pioneers of °49.... 


The great Pacific Empire com- 
bines a land of romance, beauty and 
charm, with a thriving commercial 
life which runs the gamut of manu- 
facturing and trading activities. 


Business executives who are think- 
ing of a Pacific Coast Branch are in- 
vited to visit the entire Coast, from 
Canada to Mexico, see what this 
wonderful territory has to offer in a 
business way—and have a most en- 
joyable time doing so. Every form 
of amusement and entertainment is 
offered to you and members of your 


family should they accompany you. 


For either general information on 
the Pacific Coast or a definitely 
planned Coast trip, write 


Pacific Empire Department. 


OAKLAND CHAMBER OF COMMERCE 
ae OAKLAND, CALIFORNIA 
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According to Census Bureau figures 
cotton ginned from this year’s growth prior 
to October 18th, 1927, totalled 8,120,009 
running bales, excluding linters. This fig. 
ure compares with 8,730,000 bales ginned 
prior to October 18th, 1926, and with 
9,520,000 bales up to the same date two 
years ago. With these two exceptions, 
however, the 1927 ginnings are still the 
highest in many years. 

Following the Government’s estimate on 
ginnings, cotton continued more rapidly the 
rally which had been in effect for several 
days and prices advanced nearly $4 a bale 
in a single session, with daily turnover 
running as high as 50,000 bales. 


Carryover Argument 

A* interesting argument presents itself 

in the policy of the Department of 
Agriculture in taking a foreign estimate 
for its carryover basis in the recent re- 
port. Previously, the carryover figures of 
Secretary Hester of the New Orleans Cot- 
ton Exchange have been considered the 
most reliable issued on domestic carry- 
over. 

In the Government’s last report, how- 
ever, it uses a figure of 7,800,000 bales as 
a base carryover, largely a result of adopt- 
ing figures given out by the International 
Federation of Master Spinners in Eng- 
land. Many of the leading authorities in 
this country take exception to the English 
estimate and claim that Secretary Hester 
has a much better record for reliability 
than any other figure made public. 

Export figures just published by the De- 
partment of Commerce for September 
show export shipments of wheat and bar- 
ley far above the same month of last year, 
both as regards quantity and value. Wheat 
exports in that month of 1927 were 10,000,- 
000 bushels higher than the figure of 
23,700,000 bushels exported in September 
of 1926. 


World Wheat Output 

ss responsible for the general re- 

action of wheat prices during the latter 
part of October is the Government’s esti- 
mate on world production of wheat. A 
total yield for the 1927 season of 2,980,000,- 
000 bushels is estimated for the thirty-two 
leading producers of the Northern Hemis- 
phere, or a gain of nearly 7 per cent. over 
the output of the same countries in 1926, 
which amounted to only 2,793,000,000 
bushels. 

Wheat prices have firmed up somewhat, 
however, in the past week on both techni- 
cal short covering and an unexpected de- 
cline in weekly figures on the visible sup- 
ply. Prices are still far below the quotations 
prevailing around the close of last month, 
however. 

















Petroleum Production Declines But 
Still Above Last Year. Rubber 
Restrictions Changed. Coal 
Output Rises Slowly 


gg done reenter oon figures of the 
American Petroleum Institute  esti- 
mate weekly production of petroleum in 
this country at 2,481,750 barrels per day, 
a decline of 12,600 barrels per day for the 
week, and the lowest figure reported since 
April-of the present year. The chief de- 
clines were in Oklahoma and North Texas, 
as well as in California, while moderate 
gains were apparent in west and coastal 
Texas. 
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What about your foremen? 


Have your foremen a sensible incentive to keep 
up quality, high effectiveness of labor, and low 


cost of production? 


And have you an adequate 


measure of what your foremen should accomplish ? 





Wuat have you done to change your 
foremen from glorified workmen to 
productive executives? Have you 
given them a genuine opportunity to 
develop their men and themselves? 


Foremen are of key importance. 
Through them your policies are pre- 
sented to your employees. Is this 
presentation being made by men 
whose vision has been limited to the 
making of pieces in their departments? 


The Bedaux Principle of Human 
Power Measurement dignifies the 
foreman, compensates him on the right 
basis, and enables him to show his 


real worth and develop more worth. 
“Bedaux” does the same thing for 
other labor, direct and indirect. In 
doing so it reduces costs, and 
increases wages. The average reduc- 
tion in costs made by “Bedaux” in 
135 plants in every field of industry 
has been 20%! And at the same 
time the average increase in wages 


has been 15%! 


“Bedaux” achieves these remarkable 
savings by dealing with the human 
element alone, and without expense 
for new machinery or equipment. 
Let us give you details. 

















The Chas. E. Bedaux Companies 


OF NEW YORK 
271 Madison Ave., New York City 


Douctas S. Kzocu, President 





SEY S OF ILLINOIS 


435 North Michigan Ave., Chicago, IIl. 
ALBERT RAMOND, President 


OF PACIFIC STATES 
Pacific Building, Portland, Oregon 
Cuarues W. EnG.isn, President 


CHAS. E. BEDAUX, LTD. 
Bush House, Aldwych 
London, W.C.2, England 


Deutsche Bedaux-Gesellschaft, m.b.H. 
Bahnhofstrasse 9, Handelshof 
Hanover, Germany 


Turin, Italy 
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Societa Italiana Bedaux 
41, Via Carlo Alberto 
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What goes 


on in your 
business 


atter dark r 



































Lu 
B Y DAY, typewriters click and 
telephones ring; motors are hum- 
ming and machines are spinning. 
Everything is up-to-date—efficient. 
You know it pays. 


The whistle blows—then what? 
Are the methods of the cleaning 
crew those of the middle ages? 


Cleanliness begins with clean 
floors. Make sure that the floor 
cleaning methods, in your office, your 
factory, your store, are as up-to-date 
as the other methods you use. It is 
proof to your employes, tenants, or 
customers that you serve them 
night and day. 


Make Your Floors Pay Dividends 


Write for free details on the right way 
to scrub, wax or polish wood, linoleum, tile, 
terrazzo—floors of all kinds. In thousands 
of factories, stores, office buildings—business 
concerns and institutions of all types—the 
FINNELL Electric Floor Machine is keep- 
ing floors cleaner than hand methods, with 
far less time and labor expense; it is pro- 
ducing better working conditions, improved 
morale, greater public good will. 


There Is Now a FINNELL for 
Home Use 


Delights the housewife with the new floor 
beauty and cleanliness it brings into the 
home. Waxes, polishes, scrubs, 
sands. If interested, request de- 
tails of beautiful floors. 


Address 
FINNELL SYSTEM, 


INC. 









311 East Street 
Elkhart, Ind. 
(Facteries Elkhart, Ind.; 
Hanrmibal, Me., and 
District offices in 
Cara. 
principal cities 
ef U. S. A.) 


LL 


ELECTRIC FLOOR MACHINE 
lt waxes It polishes 14 scrubs 
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opens IFICANT of the tremendous drop 
in prices for refined products are fig- 
ures recently published which show that 
gasoline exports in September were valued 
about 33 per cent. less per barrel than in 
the same month of last year. For the first 
nine months of 1927 volume showed a 
small increase over a year ago, whereas, 
domestic consumption showed a gain of 
about 8 per cent. 

The Standard Oil Company of New 
Jersey has cut its price for fuel oil to 
steamships 10 cents a barrel to $1.45 per 
barrel. This is the third cut thus far in 
1927, totaling about 30 cents per barrel. 

Rubber Restrictions 
Syren of the aspects con- 
tributing to firmer prices for rubber 
in the last few weeks has been the an- 
nouncement of a more stringent applica- 
tion of the Stevenson rubber restriction 
law for British Colonial output. 

There is to be a change in assessment of 
the production standard and a new stand- 
ard tapping system. The estimated stand- 
ard of Malayan production for the restric- 
tion year ended October 3lst is 340,000 
tons, compared with 300,000 tons in the 
previous year, and with 280,000 tons for 
the fiscal year ended October 3l1st, 1925. 


“Pipe sentiekee latest weekly figures on 
bituminous coal production stand at 
10,550,000 tons, an increase of over 260,000 
tons above the preceding week. 

The figures show a rather rapid gain in 
output as a result of the at least partial 
settlement of the soft coal strike in the 
union fields, but even the latest weekly 
figures are nearly 2,000,000 tons below 
the corresponding period of 1926. 

Since January Ist, 1927, less than 416,- 
000,000 tons of soft coal have been mined 
in the United States, a reduction of more 
than 17,000,000 tons below the total mined 
up to the same date of last year. 














Final Wheat Crop About 450 Million 
Bushels. Dominion Security Offerings 
in U. S. at Record Total 

ASED on late estimates, most Cana- 

dian authorities are expecting a final 
crop of about 450,000,000 bushels of 
wheat. The harvest is practically com- 
pleted and, although quality is irregular, 
the crop is generally reported to be of a 
high standard. 

Movement of the western grain crop 
has been retarded somewhat this year by 
late seeding and unfavorable weather con- 
ditions, but the Dominion Government re- 
ports the movement now in full swing and 
making up for lost time. 


Business Conditions 

eee tg agg concitions appear gen- 

erally to be quite satisfactory, though 
steel output has declined in the Fall months. 
Canadian production of steel ingots for 
the latest month available is only 54,000 
tons, compared with 77,000 tons in the 
previous month, and with nearly 59,000 
tons in the same month of last year. 

Canadian securities offered in the New 
York market up to September 30th to- 
taled more than $275,000,000, against 
$315,000,000 in the whole of 1926. Cor- 
porate financing totaled $184,000,000 and 
municipal financing about $92,000,000. For 
the full year Canadian borrowing in the 
New York district may reach $350,000,000, 
which would set up a new high record. 
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After three years 


sales had climbed t 
$1,000,000 per ‘fear 


TRUSCON 
STEEL CO 


TRUSCON 


BUILDING 
PRODUCTS 





OPENED in 1923, the Jackson- 
ville branch of the Truscon Steel 
Company did a business of more 
than $1,000,000 last year. Jack- 
sonville’s location in the center 
of the fast-developing Southeast, 
its low power and transportation 
rates, its abundance of labor—all 
of these factors contributed to 
this success. . . . They have in- 
duced nearly 200 other nation- 
ally known manufacturers to 
locate branch offices at Jack- 
sonville. 


We have collected specific figures and 
data about the business of the South- 
east—its needs, its growing prosperity, 
the trend of its expansion. We are pre- 
pared to give you detailed information 
about Jacksonville—its advantages for 
business or investment. We invite you 
to write for this information. 


Or come to Jacksonville! Come this 
winter, when Florida’s sports and diver- 
sions are at a climax! Plan now to 
spend your vacation here, and bring 
your family with you! For booklet 
with hotel rates, write to Believers in 
Jacksonville, P. O. Box 318, Jackson- 
ville, Florida. 


Relievers in 


acksonville 


‘em 
Fea, 
< 





7 


a 





. 


-— 


“An association of representative business men 

incorporated for the single purpose of com- 

munity advertising, affiliated with Jacksonville 
Chamber of Commerce.” 
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Illustrated above is a typical example of the model Service Stations originated by the Fire- 
stone Service Station Development Department. Designed for quick, efficient tire service. 
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Greater Service Station Program 
Saves Motorists Millions 


Firestone Dealers are giving the car 
owners of America a new kind of serv- 
ice that can be obtained nowhere else. 
Firestone makes plans and designs and 
helps dealers to build service stations 
that are models in convenience and 
economy for car owners. 

Firestone Dealers are also supplied 
with specially designed repair equip- 
ment. Schools are conducted at Firestone 
factories and principal branch cities 
where latest repair methods are 
taught. Educational meetings are 
held with dealers toinstruct them in 
Firestonetiredesignand show them 
how toaidthe car owner to get max- 


imum mileage. Firestone maintains 149 
branchesand warehouses assuring dealers 
fresh, clean stocks and efficient service. 

Firestone Dealers have a tire manu- 
factured by Firestone, to meet every 
purse and condition of service. There is 
the highest quality Firestone Gum- 
Dipped Balloon and Cord Tire and 
Steam-Welded Tube, the rugged, serv- 
iceable Oldfield and the economical, low- 
priced Courier—all manufactured inthe 
great modern Firestone factories— 
and carrying the standard manu- 
facturers’ guarantee. There is a 
Firestone Dealer near you. Let him 
save youmoney and serve youbetter. 


MOST MILES PER DOLLAR 


s 
AMERICANS SHOULD PRODUCE THEIR OWN RUBBER... Germ uxS arta d 
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WATCH THE YOUNGER CROWD PICK THE WINNERS! 








Ks 


OOK around you at the big game 


—and see the Fatima packages pop out! No gathering of 


the younger set, large or small, fails to extend this ex- 


traordinary record. Unquestionably, Fatima has pleased 


more. smokers for more years than any other cigarette. 





ATIMA 


The most skillful blend in cigarette history 





LIGGETT & MYERS TOBACCO CO. 








Are 
OIL STOCKS 


a Buy Now? 


Oil production is declining, prices are slightly 
firmer and new field work is restricted. 


UP MOVE AHEAD? 


Is it time to take a broad bullish position on 
oil securities? Or, should the majority of oils 
be avoided and individual issues sold? 

We have given clients a NEW Analysis of the 
oil industry, containing specific recommendations. 

Copies are available, FREE. 

Simply ask for F-N 15 

AMERICAN INSTITUTE OF FINANCE 











Certificates 


7% Full Paid 


Dividends Payable July 1st and January 1st 
Instalment and Prepaid Certificates 
Are participating and are earning 9%. 
Under State Supervision, and required by law 
to invest all funds in First Mortgage Notes on 
improved real estate. 


Located at El Paso, Texas, where real estate 
values are not inflated. 


People’s Building & Loan Association 


Authorized Capital $15,000,000 
205 No. Oregon El Paso, Texas 


~ 

















286 Tremont Street, Boston, Mass. 


How 








of Your Executives 


Read Forbes? 


Many 
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Power. Plans Develop for Speedy Ex. 


press Service to Europe. Great 
Lakes Shipping 
HAIRMAN O’CONNOR of the 


United States Shipping Board has ap. 
nounced his presidency of the Merchan; 
Fleet Corporation, and along with other 
changes it amounts to an announcement 
that the United States Shipping Board has 
finally assumed open control of all ac. 
tivities connected with the Government. 
owned merchant marine. Officials of the 
Merchant Fleet Corporation who for the 
past six years have held at least a sem- 
‘blance of indepéndent authority appear 
more recently to bé‘ reduced to subordinates 
of the Shipping Bédard. 

One of the spgost important and most 
practical projects for trans-Atlantic de- 
velopment in azhumber of years is the 
recent proposal 46 build a fleet of speedy 
ocean liners to establish an express service 
between America and England. 


Atlantic Express Service 


mt the“use of such fast ships, as well 
as the probable combination with the 
airplane, the time for the trans-Atlantic 
passage under the new plan would be cut 
to. only four days. There are still many 
obstacles to be overcome, especially in the 
financing of the project, but some power- 
ful interests appear to be identified with 
the movement and may be successful in 
obtaining Government aid. 

Almost simultaneously with announce- 
ment of this new project for American 
shipping come reports that the European 
lines also have plans for a speedier service 
across the Atlantic. Germany is develop- 
ing a new system of propulsion, which, it 
is claimed, will revolutionize fast shipping, 
and both the Cunard and White Star lines 
have already perfected plans for.a much 
speedier express service. 

With the shipping season on the Great 





Lakes entering its last lap, indications 
point to a somewhat smaller freight ton- 
age in most lines than last year. Several 
private companies have added large freight- 
ers to their own fleets and have cut out 
a good deal of the ore tonnage which 
previously went to independent firms. Low 
rates on grain have also cut into profits, 
and quite a number of carriers have been 
tied up in port during most of the Summer. 




















Plans for the Seventieth Congress. Huge 
European Chemical Combination to 
Fight American Trade. New Hats 
in Ring 
I N about three more weeks, at noon on 

December 5th, Congress will convene 
for what is anticipated as one of the 
stormiest sessions in recent political his- 
tory. Republicans and Democrats are 
just about evenly divided and the radical 
element will have to be conjured with. 

Also the Seventieth Congress has be- 
fore it a wealth of highly controversia! 
topics for discussion and legislation, in- 
cluding the seating of Senators-elect Vare 
and Smith. Beside this great battle there 
are the problems of foreign policy, farm 
relief and tax reduction, which can also 
be counted on to supply a wealth of thrills. 
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France Grants Suspension of High Tariff 
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HE Government has remained offici- 

ally aloof from any discussion of the 
proposed huge chemical alliance of Euro- 

nations. Great Britain, France, Ger- 
many and Belgium are all uniting their 
forces to combat the American chemical 
industry throughout the world. With 
capital of over a billion dollars, and. ex- 
ports of more than $500,000,000, the new 
trust presents more powerful competition 
than the European Steel Trust. 


New Hats in Ring 
The newest aspirant for Presidential 
nomination in the Democratic ranks is 
Senator James A. Reed. The first defi- 
nite announcement of an entry in the 
Republican field comes from Charles 
Curtis of Kansas, majority leader of the 
Senate. Booms are also under way for 


Governor Frank O. Lowden of Illinois, 
and Senator Frank B. Willis of Ohio, but 
neither of these gentlemen has “chosen” 
to admit his race as yet. 














Pending Negotiation of New Com- 
mercial Treaty. German Bank 
Rate May Go Higher 


REAT BRITAIN—Sterling has re- 

acted slightly but is still not far 
from the highest since 1914. The Bank 
of England is gaining gold at a moder- 
ate rate, chiefly through purchase in 
the open market and comparatively 
small export movement. Employment 
situation shows improvement but indus- 
try is still highly irregular. 

Tariff Rise Suspended 

F RANCE—At least a temporary set- 

tlement has been reached on the 
tariff question between this country and 
the United States, and France will re- 
store American imported goods to their 
previous tariff basis, suspending tem- 
porarily the large increases in tariff 
charges made about six weeks ago on 
millions of dollars worth of American 
goods. 


“Pye per epttighnoregy: | a coal strike 
of only one week, about 80,000 lig- 
nite miners have gone back to work. 
The strike was brought to a sudden 
termination by Governmental action, en- 
forcing the recommendations of an ar- 
bitration commission. 

With loans and circulation still rising 
there is again talk of a possible further 
advance in the Reichsbank discount rate. 
Governmental revenue is gaining rapid- 
ly, steel and iron output are on the 
upward trend and wages are also tend- 
ing higher. 


UMANIA—The errant heir, Prince 

Carol is causing no little concern, 
not so much by what he may have in 
mind as by his mysterious movements. 
Premier Bratianu is taking painstaking 
precautions against Carol’s possible try 
for the throne and has declared martial 
law in unsettled portions of the empire. 


Turkey Stays at Home 

*T* URKEY—President Kemal has his 

own views on how a census should 
be taken. Apparently the first one in 
Turkey’s history was accomplished all 
in a single day, and for 12 hours every 
inhabitant was forced by law to stay in 
1is own home to meet the government 





agents, and avoid duplication or evasion. 





To Hundreds 4 Thousands ~- 


only ONE “ij/interKesorc 


Plan your trip now over 
the new Federal Motor 
Highway, by fast deluxe 
train or palatial coastwise 
steamer. 
Miami’s accommodations 
this year are virtually un- 
limited -~-100,000 can be 
entertained corofortably at 
atime. Hotel, apartment 
and residential rates and 
rentals have been revised, 
reduced and standardized. 
You may make reserva- 
tions for these accommo- 
dations at either of the 
official booking offices: 
NEW YORK 
Waldorf Astoria Hotel 
CHICAGO 
104 South Clark Street 


Wi 
ye" 





UDHETHER it’s the long an- 
ticipated “Winter in Florida” 


or just a brief respite from abus 


season, this trip south should include 
Miami. 

Spend your happiest vacation this 
year in America’s Tropics ~~ Join the 
Sun Hunters in the world’s winter play- 

round. 

Golf, tennis, surf bathing --horseback riding, 
polo, racing Jai Alai, boating, deep sea fishing 
~every summer sport is yours to enjoy each day 
throughout the year. 

Exotic nights--lustrous moon--dancing under 
waving palms, concerts, theatres, opera --some- 
thing different every moment - or if you wish, 
peaceful, healthful relaxation in the mildest climate 


you have ever known. 

You, too, will say there’s only ONE resort- 
-for Miami offers EVERY -possible attraction and 
each one at its best! 


MIAMI 


For booklets and information write MIAMI CHAMBER of COMMERCE 
DEPARTMENT OF PUBLICITY CITY OF MIAMI, FLORIDA 


‘Worlds Greatest Winter Resort 
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The Land 
of Romance 


and Wonder 


South Africa offers unique ad- 
vantages to anyone who feels 
within his veins the call of 
“Wanderlust.” To him who has 
never travelled before it offers a 
variety of romantic and wonder- 
ful scenes not to be found else- 
where. To the _ experienced 
traveler, wearied with the re- 
peated sight of old scenes, South 
Africa presents the allure of 
“something new” and will re- 
awaken in his heart the old, happy 
thrill of his early adventures. 


Nowhere else can one find the 
wonders of the great “Valley of 
Diamonds,” from which over 
$1,000,000,000 of diamonds have 
been taken; the unrivalled im- 
pressiveness of the magnificent 
Victoria Falls, the ‘‘Mosi-oa- 
tunya,” two and a half times as 
high as Niagara and twice as 
wide; Kruger National Big Game 
Park and a hundred other scenes 
and sights, unique and memory- 
holding. Here you will find 
civilization clasping hands with 
primeval life, as nowhere else on 
earth. 


Come to South Africa 


As for travel, the South 
African Government Railways 
are internationally famous for 
comfort, speed, safety, conve- 
nience; dining and sleeping car 
service. 


The several de luxe cruises to 
South Africa this coming winter 
have already booked over 2,000 
Americans. Write for free book- 
let, “Outlook in South Africa,” 
or send 12 cents (to cover 
postage) for fully illustrated 
travel booklets. 


South African 
Government Bureau 
Room 657 
Bowling Green Offices 
No. 11 Broadway 
New York City 
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Looks for Good Business 


W. D. McElhinny, vice-president, Cope- 
land Sales Company, in an interview with 
Forbes: 

“We look forward to Fall and Winter 
months with confi- 
dence. The elec- 
tric refrigeration 
business in 1927 has 
been good. Many 
more machines 
have been manu- 
factured and sold 
this year than in 
any previous year. 
The months of 
September and October in some cases 
brought an unexpected increase in sales 
and indications are that the business dur- 
ing the remaining months of 1927 will 
be better than any Fall season the in- 
dustry has experienced. 

“While it is true that some plants are 
not operating at full capacity, it must 
be considered that these plants were 
built to take care of the growth of the 
business and to meet the heavy de- 
mands caused, by peak months in the 
Spring of each year. Without increased 
facilities in the peak months of this year, 
the industry as a whole would have 
suffered through inaLility to take care 
of demands at that time. 

“We expect to see an enormous mar- 
ket opened to us within the next two 
years—a market that will offer oppor- 
tunities much greater than experienced 
so far. The reason for this is plain—the 
large amount of advertising to the pub- 
lic, and the added experiences of sev- 
eral hundreds of thousands of users is 
making itself felt. These are strong 
forces. 


“The business is not as seasonal as 
many imagine. Fall brings the return 
of many families to the city and a re- 
opening of homes. The October mov- 
ing creates another demand. New homes 
being completed for owners and by 
builders for resale account for many 
orders. The apartment-house business 
is ever on the increase, and the sales 
forces are active with Winter-time ar- 
guments that are gaining for them thou- 
sands of orders now and developing 
thousands of prospects who will buy at 
a later date.” 

















Conservatively Optimistic 


Charles A. Hinsch, president, Third- 
Fifth Union Trust Company, Cincinnati, 
in an interview with the editor of Forbes: 

“I am conservatively optimistic. Those 
concerns that have kept themselves 
thoroughly modernized in machinery, 
methods and efficiency have been and 
are able to secure a generous amount 
of business and to earn satisfactory 
profits. Other concerns have not. 


“Crops for the most part are so bounti- 
ful that many farmers are paying off 
loans and mortgages and are beginning 
to reach out for an additional farm— 
the ambition of nearly all progressive 
farmers. 


) WHAT THE 
g LEADERS _SAY 


> 
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“The lending of money to Europe, 
which is more or less of a duty, ang 
which could be safe if conducted cop. 
servatively, will help to develop for ys 
markets which we need for our sur. 
plus.” 


Automobile Buyers Holding Off 


E. G. Wilmer, president, Dodge Broth. 
ers, Inc.: 


“Due largely to the transition at the 
Ford plant, automobile production for 
the entire industry in the United 
States has fzeilen off more than 630,000 
cars for the first nine months of 1927 
as compared with the same period last 
year. This represents a very substan- 
tial accumulation of orders. Perhaps 
1,000,000 persons who normally would 
have purchased new and used cars this 
year have been deferring their pur- 
chases. These people will soon be ready 
to buy. Every automobiie dealer in 
the country should receive a share of 
the business which has been dammed up 
for months.” 


- Conditions Excellent in West 


W. B. Storey president, Atchison, Topeka 
& Sante Fe Railway: 

“I do not know whether we will reach 
the peak established last year, but it seems 
to me that conditions are excellent in all 
the Western country. 

“With cotton quoted at 20 cents a pound 
as against 13 cents last year, the crop in 
our territory should bring as much money 
as last year’s, despite the reduction in the 
size of the crop. The tendency has been 
to hold back shipment of both cotton and 
wheat in hopes for higher prices. 

“The only situation that can be con- 
strued as unfavorable is the quietness of 
the oil industry, although past experience 
indicates that the situation will be adjusted 
in a satisfactory way. . . 

“Perishable freight coutiones ahead of a 
year ago, with the total this year to date 
in excess of the corresponding period last 
year. 

“Conditions on the 
good.” 


Challenge to Chemical Industry 


Francis P. Garvan, president, Chemical 
Foundation, commenting on the formation 
of a European chemical trust: 

“Is there an American whose soul is so 
dead as not to thrill at such a threat and 
menace as this combine makes against the 
safety and independence of our national 
defense, our national health and our na- 
tional industrial progress? 

“What was our position in 1914? That 
position can come again and will come 
again unless all the American people unite 
against this combine threatening their peace 
and prosperity. . . 

“All our people wsiian be one industrially 
—colleges and schools, physicians and 
chemists, legislators and Government offi- 
cials, all men and women, all student boys 
and girls must be one in appreciating what 
a free and progressive chemistry means 
to our country.” 
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Foreign Trade 
Healthy 


Despite Slight Drop in Latest 
Monthly Totals, Business Is 
Still Far Ahead of Last 
Year—Outlook Good— 
Exports to Germany 


Jump 
By Julius Klein 


Director, U. S. Bureau of Commerce 


ee HOUGH the latest export figures 
indicate a slight falling off in over- 
sea sales as compared with last year, 
the decline is not sufficient to justify 
the anxiety which has been expressed 
in some quarters. It is due partly to 
certain shifts in cereal prices and also 
to retrenchment policies in certain in- 
dustries, such as the Ford line, the re- 
turn of which to normal activity might 
be expected at any time. 

Even in spite of this momentary de- 
cline during the month of September, 
the total exports thus far this year are 
over a hundred million dollars ahead 
of those for 1926 for a similar period. 
In fact, at the present rate of advance 
and because of the renewal of certain 
seasonal activity, it is quite likely that 
the export total for 1927 will come very 
close to a five billion dollars record 
mark. 


German Exports Rise 





- far as the general regional distri- 
bution of gains and losses is con- 
cerned, the outstanding feature is the 
continued expansion of our sales to 
Germany, which reached the surprising 
total of nearly $265,000,000 up to Septem- 
ber first, as compared with about $130,- 
000,000 for the first eight months of 
1926. 
This gain of about $85,000,000 is by 
far the largest registered in any one of 
our markets and at the present rate of 
momentum the total increase which our 
merchants have built up in their Ger- 
man trade should make 1927 a record 
year for us in that field. 

Our exports to Russia are likewise 
slowing very decided advances having 
reached nearly $52,000,000 for the first 
eight months of 1927, which is a gain of 
over thirty per cent. above last year. 
It is gratifying to note also that our 
Argentine trade is once more on the in- 
crease, 


Argentine Trade Advances 


In fact, according to present figures, 
Argentina will this year be our leading 
Latin American market, surpassing Cuba 
for the first time in our commercial his- 
tory. This, however, is only partly due 
to heavy gains in the River Plate trade; 
the depression in sugar traffic is, of 
course, largely responsible for the tem- 
porary lapse in our Cuban exports. 

Elsewhere in Latin America there are 
less favorable developments, conspicu- 
ously the sharp decline in our Mexican 
exports, which are now running nearly 
twenty million dollars below the figures 
of last year. Our Chilean business is 
likewise considerably below the 1926 


Norfolk & Western Ry. 


Analyzed in our latest Weexty Review 


Copy F-24 on request 





Securities carried on conservative margin 


PRINCE & WHITELY 


Established 1878 
New York Stock Exchange Chicago Stock Exchange 
Cleveland Stock Exchange 
25 BROAD STREET NEW YORK 
UPTOWN OFFICE: HOTEL ST. REGIS 
Chicago Cleveland Akron 
Hartford Meriden Bridgeport 


New Haven Newport 
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Two Important Features 
of Safety 


(E. important features of safety differentiate 
Fixed Trust Shares 


from most other trust investments. 

1. Your investment is fixed in listed stocks of 30 com- 
panies whose pre-eminent position in American industry 
insures their stability. It is a comforting satisfaction to 
know that the inherent soundness of your investment 
cannot be disturbed by hasty or ill-considered substitu- 
tions, for this is a non-discretionary Trust. 

2. Steady year-after-year dividends are assured through 
a Cash Reserve Fund, designed to protect the investor 
in periods of industrial depression. 


Common stocks of these companies underlie 














Fixed Trust Shares 
and no substitutions may be made from this list 
Pennsylvania _ Northern Pacific Pullman Otis Elevat 
Louisville & Nash. Stand. Oil of N. J. General Elec. du ae - 
New York Central Stand. Oilof N.Y. West. Union Timken Roll. 
Illinois Central Stand. Oil of Ind. U. S. Steel Amer. Radiator 
Union Pacific Stand. Oil of Cal. Amer. Tobacco United Shoe 
Southern Pacific Vacuum Oil Co Ingersoll-Rand Woolworth 
Southern Railway Amer. Tel. & Tel. Int. Harvester American Can 
Nat’! Biscuit Westinghouse 








Send for Descriptive Booklet 
A Fixed Investment in America’s Prosperity” 


AMERICAN BASIC-BUSINESS SHARES CORPORATION 


: 67 Wall Street, New York ie 
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Associated System 


Founded in 1852 





$13,000,000 For New Construction 
in 1927 


The vigor of an industry is measured to a large extent 
by the upkeep and enlargement of its plants and facilities. 


The Associated System budget calls for an investment of 
$13,000,000 in new construction and equipment during 1927. 
$28,000,000 was spent for this purpose during 1925 and 
1926. 


Increased Electric Generating Capacity 


These extensions and improvements are being made in 
order to keep pace with the rapidly growing demands for 
service. It has been necessary to install on Staten Island, 
New York City, a new turbine generator, the second one 
in a year and a half. 


Additional electric generating equipment is also being 
installed at Erie, Pennsylvania. Substantial new gas pro- 
duction and distribution facilities are also being provided. 


The Associated management endeavors at all times to 
furnish adequate service and to meet the growing needs 
of the communities served. 





Amnociated Gas and Electric Company 


Incorporated in 1906 


Write for our booklet “F.” 


61 Broadway New York 























Telephone Hanover 9000 





WE BEG TO ANNOUNCE 
THE REMOVAL OF OUR OFFICES TO 


50 BROADWAY 
NEW YORK 


BLOCK, MALONEY & Co. 


MEMBERS 
New York Stock EXCHANGE 
New York Cotron EXCHANGE 
New York CorFreEe AND SUGAR EXCHANGE 
New York Propuce EXCHANGE 
New York Curs MARKET 
Curcaco Boarp or TRADE 
Cuicaco Stock ExcHANGE 


BRANCH OFFICES 
550 Seventh Avenue, New York Ritz Carlton Hotel 
Telephone Penna. 7907 Atlantic City, N. J. 


October 31, 1927 
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the East there have been severy| 
encouraging recoveries, notably ;, 
cur sales in British India, which are {,, 
above those of any post-war year and, iy 
fact, place India as one of our leading 
world markets. The Dutch East Indic, 
are likewise showing considerable fr. 
covery, as is also the Hong Kong trag& 
the latter in contrast with the China 
commerce, which has fallen off con- 
siderably since last year. 






FORB 


Geneva Trade Conference 


Recent weeks have brought forth 4 
number of rather interesting episodes, 
which bear directly on our export pros. 
pects. The first of these is the Con. 
ference on Import and Export Restric- 
tion, which is now under way at Geneva, 
It is the first definite follow-up on the 
International Economic Conference of 
last May and will undertake to put into 
action certain recommendations made by 
the latter. 

This is likely to bear especially upon 
our European trade where commerce in 
general has been seriously impaired by 
post-war temporary restrictions, whose 
justification has long since disappeared. 

Another factor that is coming to the 
fore with increasing emphasis is the 
formulation of international cartels, in 
which connection some marked activities 
have developed in chemicals and cement 
during recent weeks. 





Italy and Stabilization 


T= dark spots in the European trade 
area still include Italy, where the 
currency stabilization process continues 


to cause some unfavorable effects; Nor- 
way, Holland, and Belgium are likewise 
undergoing a prolongation of the lull 
which has characterized their business 
for sometime. The adjustment of the 
French tariff controversy has clarified 
the air so far as American trade pros- 
pects there are concerned, and with the 
headway being made on financial mat- 
ters, it is hoped that our business with 
France will undergo some early improve- 
ment. 





Financing Imports 


In Germany the outstanding develop- 
ment, aside from the general recovery 
of our exports as a whole, has been the 
recent thirty million dollar Prussian 
loan, which is to be used primarily for 
agricultural development. 

It is, of course, too early to appraise 
the repercussions of this upon our ex- 
ports of foodstuffs, which constitute 
nearly eighty per cent of our total trade 
with that country, but there can be no 
doubt about the necessity of observing 
these repercussions very closely. 


Better Crops for Far East 


by the Far East the latest crop reports 
from China bring the first rays of en- 
ccuragement from that troubled area, 
whose difficulties have reacted upon her 
neighbors, particularly Japan. The re- 
adjustment of the latter’s banking sys- 
tem is progressing satisfactorily, though 
conditions are still far from settled. 

The steady improvement of European 
demand for raw stuffs, notably foods, is 
materially stimulating Latin American 
trade prospects and we are benefitting 
from such repercussions. For example, 
much of the notable expansion of our 
automobile trade in the River Plate is 
directly due to this factor. 
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Odd Lots 


Be your own Investment Trust 
by purchasing a few shares of 
the leading investment stocks 
in each Industry with a promis- 
ing future. 


In this way you derive the 
benefit of the Investment Trust 
idea without paying a premium 
for it. 

The many advantages of di- 
versification are explained in 


our interesting Odd Lot Trad- 
ing Booklet. 


Ask for Booklet F. 311 


100 Share Lots 
Curb Securities Bought or Sold forCash 


John Muir &(0, 


Members 
New York Stock Exchange 
New York Cotton Exchange 
Associate Members 
New York Curb Market 


50 Broadway New York 


"Special Department for Women Investors” 




















Earnings 
may have little effect 
upon day to day fluctua- 
tions but are an impor- 
tant item governing 
market values over a 
period. 


Consult our Statistical 
Department without ob- 
ligation, 


The 


ODD LOT 


department affords the 
same efficient facilities 
for executing small or- 
ders as those for 100 
Share Units. 


Write for convenient handbook 
on Trading Methods and 
Market Letter J 14 


(HISHOLM 5 (HAPMAN 


Members New York Stock Exchange 
52 Broadway New York 
Telephone: Hanover 2500 
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Previous Resistance Levels Broken and Market Seems De. 
tined for Longer Period of Irregularity 


By R. W. Schabacker 


é. 


AST issue the best thing we could 
L say was that the stock market sit- 

uation was critical and that if 
stocks broke a few more points they 
would drop through previous resistance 
levels, we would turn bearish once more 
and the averages ought to continue a 
further decline. 

Even before the end of October all 
these things had happened. The aver- 
ages had broken through the upward 
trend of a year’s making and we had 
turned bearish once more in anticipation 
oi continued further declines. 


E have now, at least for the time 

being, lost confidence in the bull 
market. This does not mean that we 
advocate short selling at present levels 
because they already represent large 
declines from the high levels of late in 
September. 

Many stocks are getting back down 
to more sensible levels and will soon 
begin to attract real investment buying. 
In fact the decline has been so rapid 
and wide that at least a technical rally 
appears in the near prospect. 

The important point is that the market 
has gotten the most severe knock that 
it has had since the drastic declines of 
February and March in 1926 and we do 
not think there is any hurry about buy- 
ing stocks back for the pull. 


Att through the month of Septem- 
ber, even in the face of continued 
advances in the market, the writer 
warned of an impending shake-out and 
advised definitely of his bearish attitude 
in the October Ist issue. Readers who 
heeded this advice need have no regrets 





95 
90 


at this time if they have kept their funds 
in liquid condition. They are now in a 
position to buy back their long stocks 
at much lower levels. 

We do not advise haste in such re- 
purchase but on further breaks in com- 
ing weeks the investor might begin to 
pick up bargains here and there in the 
stronger issues with proven earning 
power. 


HE current decline can now be 

likened to the one of late winter 
nearly two years ago and it makes a 
reasonable basis for comparison. That 
shake-out of 1926 lasted from the mid- 
dle of February to the end of March 
with a maximum decline of 30 points in 
the averages, though they did not really 
start back up again until the beginning 
of May. 


The present reaction has lasted since 
the middle of October and, at present 
writing, has gone only 16 points. On such 
a basis some further weakness should 
be looked for with extreme irregularity 
running through perhaps the rest of the 
current year. 

To summarize our position, it is 
mildly bearish, We do not think the 
nation is going into a major depression 
and we do not think the stock market 
is going into a long bear market. 

But we do think the corrective move- 
ment can go still further and, although 
we look for good recoveries, we think 
they will be of an intermediate charac- 
ter for the time being. 

We suggest watching the show from 
the sidelines until the situation takes on 
a clearer aspect. 
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Members N. Y. Stock Exchange 


Accounts Carried 


Conservative Margin 
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In the 
Market Letter 
this Week 





Observations on 


Atchison, Topeka & 
Santa Fe Ry. Co. 


Pacific Gas & Elec. Co. 


SENT ON REQUEST 
ASK FOR 115-26 


LISTED BONDS AND STOCKS 
bought and sold for cash, or 
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New York Stock Exchange 
New York Cotton Exchange 


67 Exchange Place 
New York 
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Hotel Ansonia, 73rd St. & B’way, N. % 
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Textile Trade 
Sluggish 


General Lack of Confidence 
Prevails and Large Buyers 
Are Holding Off 


By V. E. Carroll 
Editor, Textile World 
[: all branches of the textile industry 





there is apparent falling off in de- 

mand and an increasing lack of con- 
fidence as to the future. Even in divi- 
sions where trading has been generally 
brisk during the last month or two, a 
decided change has taken place with no 
evidence of particular improvement in 
the immediate future. 

At this writing the weather has not 
been such as to cause free distribution 
of merchandise at second hands for 
current needs. 

A period of snappy fall temperatures 
would, undoubtedly, improve conditions 
materially, reflecting its influence upon 
the original market. Stocks in second 
hands are low as they must necessarily 
be, resulting from retail methods of 
operation in all lines of merchandise. 

Any sudden seasonal demand, there- 
fore, would have its immediate effect 
upon the primary situation and might 
lead to considerably more firmness than 
at present exists. 


Conditions Not Encouraging 


 maerge guaran from day to day 
in the cotton market have not been 
conducive to the establishment of any 
firm basis for trading. This fact, added 
to the comparatively small operations of 
the last month or two, make for ultra- 
conservatism on the part of the jobber. 
While manufacturers have been able 
to market their product, yet continuance 
of present apathy, as well as capacity 
operation of mills, are likely to lead to 
an eventual accumulation that may spell 
further irregularities. 

It is hoped that the data, now avail- 
able for cotton’ manufacturers through 
the agency- of The Cotton-Textile Insti- 
tute, may be utilized to prevent a gen- 
eral accumulation by demonstrating the 
desirability, if not necessity, of cur- 
tailment. 


N the wool manufacturing field, 
conditions are exceedingly spotty. 

Certain mills are favorably situated but 
the majority complain of a lack of or- 
ders and the necessity, because of the 
trend toward fancy effects, of bringing 
out new lines very frequently. 

This adds to the detail and expense 
of operations and reflects a small vol- 
ume of individual ordering—all of which 
militates against the successful and 
profitable operation of plants. 

The wholesale clothing trade is com- 
plaining about collections from their 
clientele and this attitude is reflected in 
their operations with mill agents. 


NCERTAINTY also exists in the 
silk field. Spasmodic advances in 

raw silk are not regarded as indicative 
of a permanent increase of price levels 
and, as a consequence, manufacturers 
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Investors Trustee 
Shares 


Series A 
A “RIGID” form of Investment Trust 


Are represented by certificates of The 
Chase National Bank of the City of New 
York, Trustee, which evidence rtici- 
pating interests in shares of mmon 
Stocks of fifty-five (55) leading Amer- 
ican corporations. All of the underlying 
stocks are listed on the New York Stock 
Exchange. 

The list cf Common Stocks includes 
United States Steel, Atchison, General 
Motors, Reading, Nickel Plate, So. Cali- 
fornia Edison, New York Central, Chesa- 
peake & Ohio, Baltimore & Ohio, duPont, 
Delaware & Hudson, Westinghouse Elec- 
tric, Eastman Kodak, Union Pacific, 
Woolworth, and forty other equally rep- 
resentative companies in their respective 


fields, 

Price at Market 
About $1514 per Share 
(Subject to Change) 

The Semi-Annual Dividend paid 
August 15, 1927—$0.806 per Share 


Certificates of The Chase National Bank 
of the City of New York, Trustee, is- 
sued in 1,000, 500, 100, 50, 25, 10, $ 
Share Denominations. 


Write for Circular F.B.-1115 


COLYER & McGUIRE 


~= — 
420 Broaoway. NY. Ce) Ter Rector 2514-5-67 





























are cautious about their operations. 





What’s Ahead? 


Is the market in 
a critical stage? 


The entire stock market 
situation is considered care- 
fully in the latest Brookmire 
Bulletin. The favorable and 
unfavorable factors are set 
down and specific conclu- 
sions drawn. An investment 
plan to meet current condi- 
tions is outlined. 


This Bulletin will help you 
decide whether the recent 
bad breaks in leading stocks 
constitute simply a ‘‘techni- 
cal reaction’’ or thestart ofa 
long bear market. It should 
be read by everyone inter- 
ested in stocks. A copy free. 


BROOKMIRE 


ECONOMIC SERVICE INC. 


570 Seventh Ave., New York 
Send me acopy of Bulletin S-215 


Name eeeeee SESS SESS SSSSSSSESSEDVE CH Hs 
Address. ...ccccccccees eececeeseeoess 
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A permanent 





advisory service 








such as Moody’s has 
This 
organization has been 
established long enough 
—nineteen years—to 





proved its value. 

















perfect its services along 
sound lines of perma- 
nent co-operation with 
its clients. Day in and 
day out, it provides a 
full measure of responsi- 
ble attention to the in- 
vestment problems of its 
clients. 


MOODY: 


35 Nassau Street New York 
CHICAGO PITTSBURGH BOSTON 
PHILADELPHIA LOS ANGELES 


INVESTORS 
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SHORT 
MATURITIES 


1928 


City Light & Traction 5s, 
due May 31 


1929 
Empire Gas & Fuel 5s, 


due June 1 


Western Light & Power 


and Telephone 6s, 
due July 1 


Complete Descriptive 
Circular upon Request 
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57 William St., New York 
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WALL STREET 
POINTERS 


TE 


HUS far in 1927 department 

store sales for many of the chief 

factors have not yielded as large 

profits as during the previous year. 

Comparatively warm weather during the 

past month has also resulted in limiting 
fall purchasing volume. 

Operating on a narrow margin of 
profit, therefore, it does not appear that 
department store earnings in 1927 will 
quite come up to those for last year, 
generally speaking. And as a result, 
mest of such department store stocks 
are selling at prices considerably below 
their levels of last year with some of 
them not far from the lowest in a couple 
years. 





Department Store Stocks 


E think there is a bit too much 

competition coming into the field to 
make such stocks very attractive from 
a long pull standpoint. But we do feel 
that good opportunities are here pre- 
sented for short-time profits in the mar- 
ket. 

From now until the end of the holi- 
day season with the opening of 1928 is 
the year’s big bulge in department store 
business. Delayed fall buying is be- 
ginning to swell sales totals at this 
writing and before that demand has been 
exhaused we think it quite likely that 
the Christmas purchasing will get under 
way. 

With the now-famous Ctristmas Sav- 
ings Funds prepared to pour into con- 
sumers’ pockets a new high record of 
spending money and with the nation 
still generally prosperous it seems logi- 
cal that this holiday season will go far 
aliead of last year and merely on such 
seasonal factors the department store 
stocks ought to be a good speculation 
for a comparatively quick turn. 


Associated Dry Goods 


Tas stock has done very little for 
about a year and a half but is cur- 
rently showing a somewhat better tone. 
Earnings this year will probably be no 
better than the $4.20 a share shown in 
1926 but the company is in splendid 
financial position, has a large chain of 
department stores, including Lord & 
Taylor and McCreery in New York 
City, and could have an intermediate 
recovery of perhaps 10 points from 
present levels around 45. 


R. H. Macy 


Brees writer has long been favorable 
toward this stock as_ representing 
one of the fastest growing and most 
wide-awake stores in the metropolitan 
area whose stock is available to the 
public. The company appears in line 
with the modern policy of low profit 
per unit on a high volume of business 
and we anticipate continued gains in 
sales as well as profits. 

Capitalization is only 350,000 shares of 
common stock, following $7,500,000 of 
bonds, and last year earnings were over 
$13 a share against only $9 in 1925. The 
stock has advanced rapidly from 124 to 
current levels around 200 and may be 
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temporarily overpriced. On any fair re. 
action, however, we can recommend this 
particular issue as a good long-pull in- 
vestment. 
Gimbel 
ARNINGS have not improved for 
this company over last year when 
cnly about $3 a share was earned and 
we are not so favorable toward the 
stock. From current levels around 43 
it might have a fair intermediate re- 
covery but the movement would be a 
purely speculative one, in the writer's 
opinion. 
The Fair 
HIS is one of Chicago’s largest de- 
partment stores and the stock sells 
more actively on the Chicago Exchange 
at around 32. Last year earnings were 
$3.80 a share against $3.00 in 1925 and 
this year ought to compare favorably 
with the 1926 profits. At least an in- 
termediate upturn is also possible in this 
issue. 
Armour of Illinois 
HUS far the stocks have not re- 
sponded very strongly to the latest 
report that the South American meat 
was has been settled. This time no 
denials have been issued, at this writing, 
and if that is the case the stocks should 
gradually work higher. 
Both the classes are purely specula- 
tive but of the two we like the Class A 
much better. 


Bethlehem Steel 


ISCOUNTING the rather disap- 

pointing earning statement for the 
third quarter Bethlehem common has 
had a real reaction and has gotten back 
around its levels of last spring at 50. 

The latest statement shows only 60 
cents earned in three months. The final 
quarter should certainly show some im- 
provement but it now looks as though 
“Bessie” might not show much over last 
year for 1927. 

We are disappointed in the action of 
the stock but still consider it good for 
the long pull. Furthermore, the tech- 
nical position is much improved and we 
anticipate at least an intermediate re- 
covery to between 55 and 60 where it 
might be advisable to lighten specula- 
tive holdings. 


Curtiss Aeroplane 


Bena company shares with Wright 
the premiere place in the aviation 
field and the stock has recently been 
shifted from the Curb to the Big Board. 
Capitalization is small with only 220,000 
shares of common, following 25,000 
shares of preferred and less than $1,- 
000,000 of funded debt. 

Last year the company showed 97 
cents a share compared with nothing in 
the previous year and for the first half 
of 1927 earnings were $1 per share. 

Even granting increased earnings for 
the final half the stock is probably sell- 
ing too high on an earning basis around 
present prices of 48. We like the stock 
for the pull, however, and recommend it 
on any fair reaction to perhaps around 
40 or below. 
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ind 4 We have turned back the pages to 1924 to reveal 

e re- 
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Forbes Guide for Investors ]Ar 
Latest Figures Showing What Leading Stocks Are Doing 


Section One 


(See Page 72 for Second Section) 


Thou. 
Shares Book 
Par Out Value 
No 209 $80 
No _1,178 78 
100 260 166 
25 2,474 41 
No 600 140 
No 770 96 
100 610 170 
100 450 138 
100 10,788 118 
100 400 139 
50 3,000 74 
25 = 2,000 34 
No 600 27 
100 2,324 228 
100 676 245 
100 500 187 
100 200 241 
100 1,520 140 
100 §=1,802 168 
No 977 48 
No 510 101 
No 252 31 
No 600 41 
No 977 48 
25 2,000 36 
No 1,123 40 
100 =6.1,190—Ss:«181 
100 =1,158 ~=—-:100 
No 344 42 
25 4,415 27 
No 2,705 ll 
No 100 10 
100 342 «108 
No — 3,000 54 
No __ 1,641 16 
No 4,320 O4 
No 506 60 
No 1,760 12 
25 = 2,530 30 
100 550 147 
No 500. =s(<Nil 
10 ~—-11,000 32 
No 310 87 
100 425 177 
50 »=61,690 131 
No 1935 Nil 
No 2,662 66 
No. 1,626 26 
No 604 18 
100. =«1,125 156 
No 4500 10 
No 100 73 
No 730 40 
100 200.141 
No 7,211 45 
25 =-:17,400 28 
No 325 24 
No 600 55 
No 602 25 
No 831 14 
100) =—- 2,490 s155 
100 125 127 
100 400 105 
No _ 1,597 27 
100 °° 1,285 81582 
100 350 86 
No S80 47 
No 6sl 18 
100: 1,000s:198 
=. tn 36 
No S00.) 145 
No 4474 S6 
10 3=3,679 1§ 
(a) Partly extra. 
Tune 
ec RD. (a) 


(v) 10 months. 





Earns 
1926 
$10.87 


10.42 
5.28 
4.63 
3.36 

12.06 
0.78" 
6.52 


19.55 
3.00 
2.15 
5.80 
3.36 


tb) 


Year — Tanuary 
th) Year ended Tuly 31, 


Before charges for depieti On (r 


Earns, 1927 
m = months 


$8.97, 9 m 


eeeees 
eeteee 
eeeees 
eeeeee 


6.36, 6 m 
4.65, 9 m 
6.33, 6 m 


3.90, 6 m 


2.02, 9 m 
1.27, 6 m 
3.42, 6 m 
5.09, 6 m 
6.98, 6 m 
0.31, 6 m 
4.13, 7 m 
0.08, 6 m 
2.70, 9 m 
3.82, 6 m 


eeeeee 


Nil, 6 m 
4.00, 6 m 
1.33, 9 m 
12.30, 9 m 


eeeeee 


0.06, 6 m 


3.20, 9 m 
1.03, 6 m 
2.20, 6 m 


0.62, 6 m 


10.70, 9 m 


539385 


rt 


to 

pA 

— 
oon 

3 


3 


seeees 


538 8335 


m 


31. 


>} WS 


Div. Long Term 

Rate Price Range 
Air Reduction ........c.c0. $6a 147- 22; ’20-'26 
Allied Chemical ........... 6 149- 34; '20-'26 
Allis Chalmers ............ 6 97- 27; ’20-’26 
American Can .......0.000. 2 63- 39; 1926 
Amer. Car & F’dry......... 6 116- 91; ’25-’26 
Amer. Locomotive ......... 8 145- 65; ’23-’26 
Amer. Smelt. & Refin...... 8 152- 29; ’21-’26 
Amer. Sugar Refin......... 5 96- 36; ’21-’26 
Amer. Tel & Tel........... a 151- 96; ’21-’26 
Amer. Woolen ............ ol 166- 19; ’20-’26 
Anaconda Copper ......... 3 67- 28; '20-'26 
Armour & Co. (Ill.) “A”... .. 28- 13; ’25-'26 
Assoc. Dry Goods.......... 2.50 61- 37; ’25-'26 
Atch., Topeka & S. F...... 7 172- 76; ’21-’26 
Atlantic Coast Line........ 10a 268- 77; '21-’26 
Atlantic Refining .......... A 154- 78; ’22-’26 
Baldwin Locomotive ...... 7 168- 62; °19-’26 
Baltimore & Ohio.......... 6 110- 30; ’21-’26 
Bethlehem Steel ........... ue 97- 37; ’20-’26 
Brook-Manhattan Trans.... 4 78- 9; ’23-'26 
Brook. Union Gas.......... 5 100- 56; ’24-’26 
eee 2.50 157- 33; °16-’26 
Burroughs Add. Mach..... 3 124- 45; °24-'26 
California Packing ........ 4 75- 66; 1926 
California Petroleum ...... 1 38- 17; ’23-’26 
Cerro de Pasco............ Sa 74- 23; ’20-’26 
Chesapeake & Ohio......... 10 179- 46; ’21-’26 
Chic. Mil. St. Paul pfd... .. 55- 7; ’21-'26 
Childs Company .......... 2.40t 75- 32; °24-26 
ee 2.50 39- 8; °20-’26 
Chevalet Corp. ........00. 3 55- 28; °’25-'26 
EINE Waskss Kk Sroies RS 5 178- 83; °24-'26 
Colorado Fuel & Iron...... = 54- 20; ’21-'26 
Columbia Gas & Elec...... 5 91- 33; '24’26 
Congoleum-Nairn ......... oh 67- 12; '23-’26 
Consol. Gas of N. Y........ 5 146- 57; '20-’26 
ers Ee ere 5 04- 43; °23-'26 
Continental Motors ........ 0.80 16- 5; °22-'26 
Corn Prods. Refining....... 3a 52- 31; ’24-’26 
el UL ere 6 278- 48; "16-26 
Cane LANE SURF... 6.550: ie 60- *20-'26 
Cuban Amer. Sugar....... 1 39- 11; °21-’26 
Davison Chemical ......... ae 81- 20; '20-’26 
Delaware & Hudson........ 9 184- 90; °21-’26 
Del., Lack. & West......... 7a 154- 93; °21-’26 
Dodge Bros. “A”.......... * 49- 21; °25-'26 
Du Pont de Nemours...... 8 360-105 ; ’22-’26 
Elec. Power & Light....... os 40-. 17; °25-’26 
Elec. Refrigeration ........ - 91- 33; 1926 
BR Rh noah cc ncctenas 42-10; °23-'26 
Fleischman Co. ........... 3 58- 32; °25-'26 
ye OS ee 5 184- 58; °23-'26 
Freeport Temas ........... 4 37- 7; 20-26 
General Asphalt .......... es 94- 23; °20-'26 
General Electric .......... 4 96- 79; 1926 
General Motors ........... nn 226- 55; °24-'26 
Gen. Railway Signal....... 5 94- 60; '25-'26 
Oe ea ere = 83- 38; °22-’26 
Goodrich, B. F............. 4 88- 17; °20-'26 
Goodyear Tire & Rubber... .. SO- 7; °22-26 
Great Northern, pfd........ 5 96- 53: °21-'26 
Gulf States Steel.......... / 105- 25; °20-’25 
Hudson & Manhat......... 2.50 42- 20; °24-'26 
Hudson Motor ............ 5 140- 20; °22-'26 
Illinois Central ............ 7 127- 77; °23-°26 
Interboro Rapid Tr....... a 39- 9: °22-°26 
Int. Business Machines .... 4 57- 38; 1926 
Int. Combustion Eng... .... 2 70- 19; °22-°26 
eee ét 158- 67; °20-°26 
= aT ae 2 49- 10; °20-°26 
International Paper ....... 2 92- 28: °20-'26 
Kennecott Copper ......... a 64- 14; °20-'26 
 — = earreres 1.20 82- 42; 1926 


(e) Year ended February & (d) Year ended March 31. 
) Year ended August 31 7 


2 ™ 


Com, 


(k) Year ended 


stk (s) 


September 32. 


Partly estimated. (t) Plus 4% 


in com. 


October 
stk. 


Prices 1927 Aprox. Yield 
High Low Prices % 


199%-134% 171 35 
169%4-131 143 42 
11834- 88 110 56 
67%- 435% 61 31 
109%- 95 % 60 
116 - 99 100 80 
180%4-132% 160 50 
953%4- 77% 77 66 
185%4-149% 174 51 
33%- 16% 21... 
49%- 41% 45 62 
15%- 8% a 
52-39% 45 54 
200 -161% 180 39 
20534-174% 180 56 
13134-107 114 35 
26534-143% 252 27 
215 -106% 116 52 
66%- 434 48... 
70%- 53 557.6 
154%4- 895 123 41 
46%- 30% 4 53 
13414- 90 127.22 
70-60% 63 64 
327%- 21 22 40 
68 - 61 82 
21834-15134 203 5.0 
343%4- 185% 28... 
653%- 485% 55 8.2 
39%4- 33 33.75 
623%- 38% 51 4.0 
129 -96% 121 42 
%- 4254 68... 
98%-81% 87 58 
6%-17% 2... 
121%4- 94 110 947 
77%4- 58% 74 68 
13%4- 9% 9 82 
63%- s7 5.3 
96%4- 76% 7 77 
10%4- 4% Re, 
28%- 20 20 «5.0 
40%- 264 30... 
230 -171% 178 5.0 
136%4-130% 131 5.4 
27%4- 13% Ban 
34274-168 30027 
29%- 16% 25... 
37%4- 94 10 ...« 
69%- 304 59... 
675%- 46% 65 46 
8854- 46 48 10.1 
0434-34 8 46 
9634- 65 
1465¢- 81 wr... 33 
141 -11384% 12%... 
153%- 2% 119 42 
3 -3% @ ...: 
85-42% 71 5.6 
6534- 48% 54 
103%- 795% % 5:3 
64 - 40 40... 
65%- 40% 53 49 
91%4- 48% 67 75 
13934-121% 129 54 
524-304 34... 
84-53% 0 46 
64-40% 40 50 
237 -1353§ 203 69 
a ae a 
68%- 39% «2 32 
77%- @ 72 +69 
74-45% 6 19 


(e) Year ended April 3. (g) Year ended 
(n) Year ended 


31. (@) Year ended Novem- 
(a) Plus 5% im com. 
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—again a— 
buy? 


On the last sharp break in the market, 
August 12th, the American Securities 
Service recommended purchases. The 
market turned strong and advanced 15 
points. 

Stocks have now reacted, sha Nu- 
merous issues as Steel, Genera “ftgrors 
General Railway Signal are down 20 to 
30 points. 


Are fundamental conditions, as in 
steel and automotive centers, in 
fact poorer than most investors 
have found out, with consequent 
lower market prices ahead, and 
stocks really a sale? 


Or is this merely a technical re- 

action, to be followed by new high 

prices, and stocks again a pur- 

chase, now? 
Clear-cut analysis of these matters, plus 
definite recommendations on stocks, have 
just been prepared for our clients. That 
you may know for yourself how val- 
uable our Complete Security Market Ser- 
vice really is, a few extra copies of this 
latest report are reserved for distribution, 


free. 
Simply ask for 
“Stock Market Outlook” 


American 
Securities Service 


1036 Corn Ex. Bank Bldg. 
New York 
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Oakland 


CALIFORNIA 


A. GREAT MANY manufac- 
turers are evincing an interest in 
this thriving industrial center. 

If you also are considering a 
western factory-branch or ware- 
house, you should have the facts 
about Oakland. 

You are invited to request 
such information from us. We 
can give you accurate, confiden- 
tial guidance. 


The Oakland Bank 


TWELFTH AND BROADWAY 
OAKLAND: CALIFORNIA 


ae 





 . 


Committee to Frame Oil Laws 


Coaan of Nine, representative 

equally of the government, the petro- 

leum industry, and the American Bar As- 

sociation, will be selected soon to draft ten- 

tative legislation for the conservation of 

the country’s natural petroleum resources, 

Secretary Work, chairman of the Federal 

Oil Board, has stated. 

Secretary Work, as chairman of the 
present oil board, recently suggested the 
formation of a joint committee to consider 
necessity and wisdom of asking Congress 
to take definite steps to protect the remain- 
ing oil deposits of the country and to meet 
the problem of overproduction. 

Both the bar association and American 
Petroleum Institute, Mr. Work pointed 
out, had agreed to appoint three members 
to a Committee of Nine, after which the 
Federal Oil Board would name three mem- 
bers. The committee was to study possi- 
bilities for legislative action. 





Index of Farm Prices Lower 


Cas of the general level of 
farm prices above that of last year is 
reported by the Bureau of Agricultural 
Economics, the index of farm prices being 
placed at 139 for October 15, against 140 
on September 15, and 130 in October a 
year ago. 
No unusual price movements are report- 
ed by the bureau for the month ended Oc- 
tober 15. 
Practically all kinds of livestock ad- 
vanced in price during the month, but 
crops were slightly lower with the excep- 
tion of oats and apples. 





Wheat Stocks Lower 


Cee Department reports total 
stocks of wheat held by mills Septem- 
ber 30 amounted to 115,727,885 bushels, of 
which 84.1% was in private terminal eleva- 
tors, in transit, and in mills; 10.5% in 
public terminal elevators, and 5.4% in 
country elevators. Total stocks on June 
30 were 52,589,768 bushels, and on Septem- 
ber 30, 1926, were 124,773,240 bushels. 











.... Your Los Angeles 
business will be cared 
for promptly and care- 
fully at the “Citizens.” 


{ A free Information Bureau “I 


maintained for visitors. You 
are cordially invited to call. 


FIFTH AND SPRING 


CITIZENS 











ATIONAL BANK 
a LOS ANGELES 

















What Opportunities in 
Preferred Stocks? 


ANY senior stock issues are 
selling at attractive levels 


and yield more than their common 
stocks. But often the higher yield 
is merely the market’s realization 
that they are not attractive issues. 

Can you tell the difference be- 
tween a bargain and a dangerous 
speculation—they both offer high 
yields. 

On page 74 of this issue Edward 
L. Barnes, our regularly contribut- 
ing investment analyst, outlines 
the present. position and the future 
prospects in the following pre- 
ferred issues. 

Am. Smelting & Ref. 

American Tobacco 

Associated Dry Goods 

Chrysler 

Goodrich 

Gulf States Steel 

U. S. Rubber 

American Piano 

Turn to his article and find out 
which stocks are going forward 
and which may better be avoided 
for the pull. 


Phoenix Tucson 


Douglas 


NOGALES 3 & 
%" re 


ag 
Ir 





LD MEXICO 


ARIZON 


i{ranster at ‘I‘ucson and take in the fun at Nogales—less 
than two hours, over fine highway or by Southern Pacific R.R. 


This is Arizona's real “oasis. Lots of clean sport and 
entertainment here ! Hotels . . cafes . . hunting and fishing in 
scenic Sonora, Mexico. No red tape—border never closed. 


Enjoy a good time in Nogales! You'll find climate, scenery 
and a mighty good place tolive. 


NOGALES WONDERLAND CLUB, Inc., 
Nogales, Arizona. 
Please send free booklet 107 





Name 
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Thou. 
Shares Book 
Par Out Value 


50 1,211 $102 


25 «1,754 =25 
No 1,061 35 
25 500 30 


100 «61,169 164 

No 713 8 

No 350 = 62 

No 2,317. 39 

No 1,357 46 
808 


100 828 125 
No 1,141 30 
No 2,730 16 

25 ~=— 2,045 42 
No 1,100 25 
No 200 29 


10 4,078 

100 2,480 =175 
25 740 3=—(37 
25 2,300 22 
10 3,004 16 


50 10,000 
100 450 142 
50 930 76 


50. 1, 83 
No = 1,252 6 
100 221 


25 400 Ss 338 
No 26600 65 

25 3,789 43 
100 2,223 183 
No — 2,500 74 
100 120 212 
100 240 38168 
No 400 


§ 2527 20 
25 3,900 44 


(a) Partly extra. 
June 


ber 30. (q) 
(v) 10 months. 


Earns, 1927 
m=months 


eeeeee 


eeeees 


eeeeee 


eeeeee 


0.86, 6 m 
2 78, ‘6m 


eeeeee 


= | 


OO One 
BSB 8588 


eeteee 


eerees 


eeeeee 


S888 


eeereee 


eeeees 


Ne NN 
4 
WAP O”O 
38383838 


eeeeve 


(b) Year ended January 31. 
30. (h) yor ended July 31. (j) Year ended August 31. 


Before charges for depletion. (r) 10% 


Section Two 
(See page 70 for First Section) 
Div. 
Rate 
Lehigh Valley ........... $3.50 
Liggett & Myers “B”...... 4a 
(FO SE. 2 
Loose-Wiles Biscuit ...... 1.60 
Louisville & Nashville...... 7 
Lo ie by a ar 6 
Ss SS Saerrerrrer 5 
SE er ae 
Mid-Continent Pet......... 
Missouri-Kan.-Texas ...... 
Missouri Pacific .......... net 
Montgomery Ward........ 4 
IGOR BEGROES onc icecce cee 4 
National Biscuit ...:...... 6a 
Nat. Cash Register “A”... 3 
National Bellas Hess....... e 
National Lead ........... 2 


New York Central ....... 8 
N. Y., Chic. & St. Louis.. 6 
i i Or ea ae: 


Norfolk & Western ....... 8 
North American ......... 10r 
Northern Pacific .......... 5 
CRON BEOREIO asic as ce acincccs 3u 
Pacific Gas & Elec........ Z 
Packard Motor ........... 2.40 
Pan-Amer. Pete., “B”..... 4 
Paramount-Fam.-Lasky .... 10a 
Pennsylvania R. R........ 3.50 
Pere Marquette .......... 6 


Philadelphia Company..... "4 
Pierce-Arrow ............. : 
Pressed Steel Car......... 


Public Service of N. J.... 2 
Pullman Incorporated ..... 4 
MOON MPEGS 4.4 a +.0.0'0 550.0 's = 
So eer eect 5a 
Remington-Rand, Inc...... 1.60t 
Republic Iron & Steel..... 4 


St. Louis-San Fran........ 8a 
St. L.-Southwestern ...... ‘ 
Seaboard Air Line......... 
Sears Roebuck 
Sinclair Consol. Oil........ - 
Sloss-Sheffield Steel ....... 6 


Southern Pacific ......... 6 
Southern Railway ........ 7 
Standard Gas & Elec...... 3.50 
Standard Oil of Cal....... z 
Standard Oil of N. J..... 1.50a 
Stewart-Warner .......... 6 
Studebaker Corp. ......... 5 
Texas Corporation ....... 3 
Texas Gulf Sulphur........ 4 
Timken Roller Bearing.... 5a 


Tobacco Products ........ 

Underwood Typewriter.... 4 
Union Carbide & Carbon... 6 
Union Oil of Cal......... 2 


Union Pacific ............ 10 
oe 4 
U. S. Cast Iron Pipe..... 10 
U. S. Industrial Alcohol... 5 
UW. S.. BeBe oi. cccicc ee ee 
U. S. Realty & Improve.... 4 
ee ee ere Hs 
ee. era 7 


Wabash Railway .......... 
Western Pacific ........... 
Western Union ........... 8 
Westinghouse Air Brake.. 2 


Westinghouse Electric..... 4 
White Motors ............ 4 
Willys-Overland .......... aa 
Woolworth, F. W......... 5 
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Long Term 
Price Range 


106- 40; 
103- 49; 
48- 10; 
178- 36; 
155- 
242- 25; 
131- 54; 
63- 12; 
62- 22; 
47- 7; 
45- 8; 
84- 12; 
71- 52; 
102- 38; 


* 54 37; 


"21-26 
"24-’26 
21-26 
23-26 


36; ’21-’26 


20-26 
"22-26 
"21-26 
°20-’26 
21-26 
"22-26 
"22-’26 

1926 
23-26 

1926 


Listed 1927 


181- 63; 


148- 64; 
205- 67; 
48- 


’20-'26 
"21-26 
"23-26 


9; °21-’26 


171- 88; 
75- 18; 
91- 48; 
91- 24; 
34- 18; 
49- 10; 
96- 34; 
128- 40 
57- 32: 
122- 36; 
91- 31; 
83- 6: 
114- 39; 
34- 31 - 
200- 88 ; 
78- 26; 
101- 52; 


'21-'26 
2326 
'21-'26 
20-26 
23-26 
2226 
21-'26 
20-26 
21-26 
23-26 
'22'26 
20-’26 
20-'26 

1926 
20-26 
'24'26 
22-'26 


Listed 1927 


125- 40 
104- 15; 
74- 11; 
54- 2; 
58- 44; 
40- 15; 
144- 42; 
112- 67; 
131. 17; 
69- 31; 
135- 51; 
48- 31; 
125- 21; 
66- 30; 
58- 29; 
53- 39; 
86- 28; 
117- 45; 
65- 36; 
101- 78: 


; 20-26 


20-26 
20-26 
20-26 

1926 
20-26 
20-'26 
21-26 
21-26 
"24-26 
21-26 
22-26 
20-26 
24-26 
21-26 

1926 
22-126 
20-26 
23-26 

1926 


; 24-26 
; °20-’26 


1926 


; °20-26 


5; ’20-’26 


; ’20-’26 
s °21-"26 
; ’20-’26 
; ’20-’26 
: 20-26 
; °20-"26 


76; °21-’26 


(e) Year ended February 28. (d) Lag ended March 31. 


(k) Year ended September 
in com. stk. 


¢ °23-"26 
: °21-°26 
; ’20-’26 
; °20-’26 
+ °24-'26 
(e) Year ended April 30. (g) Year ended 


30. (n) Year ended October 31. 
(s) Partly estimated. (t) Plus 4% in com. stk. 


Prices 1927 Approx. Yiel 
High Low Prices % 


128 - 86% 119 33 
128 - 865% 119 33 
63%- 46% 57 35 
56%4- 35% 48 32 
15934-1283 147 47 
11834- 88% 103 60 
21534-124 210 23 
58%4- 31 33 
3934- 25% 26 
56%4- 313%4 42 
62 - 37% 51 


DAPaw 22: 


851%4- 6034 80 
937%- 60% 82 
150%4- 9434 144 
483%- 39% = 43 
4444- i 37 ie 
129 - 95 112 4.5 
171%4-137% 156 5.1 
13534-110 123 48 
- 415% 50 aah 
1953%4-156 183 44 
64%4- 4554 57 10.0 
- 78 94 §2 
84-75% 77 8.9. 
453%- 31 41 4.7 
4934- 3334 45 51 
6634- 4554 47 8.1 
1143%-92 10 96 
- 564 64 5.5 
14034-11414 129 4.6 
132%- 85% 126 i 
235%- 9% 10... 
78 - 36% 68 Sd 
461%4- 32 42 46 
82%- 733% 75 5.3 
6-45 7... 
12334- 94 102 5.0 
471%4- 2234 24 10.4 
75%R- 53 53 78 
1173%4-100% 1077.7 
93 - 61 71 “— 
41%- 28% 29 ses 
791%- 51 71 3.7 
223%%- 15 15 Pana 
13414-113 113 5.3 
1255%-106% 119 5.0 
137-119 130 5.4 
6534- 54 59 6.1 
4- 0% 54 3.8 
41%- 35% 38 3.9 
7434- 54% 68 8.7 
- 49 53 9.8 
58 - 45 50 6.0 
813%- 49 67 6.0 
14214- 78 110 4.6 
11034- 9234 95 7.4 
674-45 6 67 
144%- 983%, 130 46 
561%4- 305 43 47 
19734-15914 185 5.4 
150 -113% 135 3.0 
246 -190%% 196 52 
89 - 69 72 6.9 
2454- 14 22 ae 
6714- 54 59 6.8 
67%- 37% = 51 —_ 
16034-11134 128 5.6 


81 -40% 63 
471%4- 25% 33 


1701%4-144% 160 
50%4- 40 40 
895%4- 6754 76 


5834- 3554 36 1 
243%4- 13% 15 nf 
192 -11734 173 2.9 


mene: 
_ Woo: : 


(p) Year ended 


Novem- 
(u) Plus 5% in com. stk. 
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MEN WHO WRITE FOR 
SCIENTIFIC AMERICAN 


SIR OLIVER LODGE 
The world’s best known physicist. 
DAVID STARR JORDAN 
Chancellor of Leland Stanford Jr. 
University. 
ALES HRDLICKA 
The anthropologist who traced the path 
of the Indians to America. 
SIR RICHARD PAGET 
Who has produced speech artificially. 
ROBERT A. MILLIKAN 
The leading authority on the atom. 
WALTER FRANKLIN PRINCE 
Leading investigator of spirit phenomena. 
REV. FRANCIS A. TONDORFF 


The Jesuit investigator of earthquakes. 


PAUL R. HEYL 
Who weighed the earth. 


ERNEST FLAGG 
The architect who is planning the city of 
the future. 
A. SMITS 
The Dutch chemist who turned lead into 
mercury. 
HENRY NORRIS RUSSELL 
Who originated the theory of the evolu- 
tion of the stars. 
SIMON FLEXNER 
Head of Rockefeller Institute. 
DANIEL T. MACDOUGAL 
The botanist who made a working model 
of a living cell. 


MORRIS FISHBEIN 
Official spokesman of the American Medical 
Association. 

HECTOR C. BYWATER 
Celebrated naval authority. 

E. H. LOCKWOOD 
Engineer who made a new method of 
rating automobiles. 


“TRUTH 
IS 
STRANGER 


THAN 


FICTION” 


Did you know that the 
familiar old saying was 
inspired by reading an 
article in the Scientific 
American. And when 
you stop to think of it, 
how true the saying is! 

But there is more to it 
than the old phrase-maker 
was able to crowd into a 
single sentence short 
enough for proverb pur- 
poses. Truth is not only 
stranger than fiction, but 
it is more interesting. 

Try reading the Scien- 
tific American and _ see 
how absorbed you get. 
That it is the one necessary 
magazine for the man who 
would keep up-to-date is 
admitted, filled as it is 


with the authentic ac- 
counts of what the world’s 
leaders in thought and ac- 
tion are accomplishing. 
More than that it is actu- 
ally fascinating to read the 
wonders that are being 
wrought before your very 
eyes— especially when 
you realize that they are 
going to affect your own 
life and circumstances. 

Try a subscription to 
the Scientific American. 
It will be a revelation. 
Here is a special low-price 
offer that makes it even 
more attractive — Five 
months of this $4 a year 
magazine for only $1. 
Regular news stand price 
$1.75. 


Scientific American Publishing Co. 


24 West 40th Street 
New York City 


Special Five Months’ Trial Coupon 


SCIENTIFIC AMERICAN 


24 West 40th Street, New York, N. Y. 


Send me five months’ subscription to Scientific American (Regular price $1.75). Enclosed is check or 


money order for $1 in full payment. 
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Pusherved Stocks Offer Good 
Investment Selections 


Many Offer Higher Yield Than Common Stocks and Greater Safety—List Presents Mediums 
of Every Degree from Strong to Speculative—Associated Dry Goods and National 
Biscuit in Good Position—Tire Company Preferred Issues Speculative 


HE high level of investment se- 

i curities and the small yields 

available continue to make the 
problem of selection a difficult one. 
Many buyers are undoubtedly strongly 
tempted to trade safety for yield, always 
a dubious policy. Industrial preferred 
stocks of second grade character should 
be scrutinized with particular care be- 
cause of the rapid changes to which their 
earnings are subject. 

Purchase of high yielding second 
grade preferred stocks might better be 
confined principally to the railroad and 
utility field because of the less violent 
fluctuations in the fortunes of these 
companies and because, as a rule, earn- 
ings of these properties are available 
monthly or quarterly, whereas a good 
many industrial corporations still pub- 
lish only annual statements. 

A number of more or less active, 
listed industrial preferred stocks are de- 
scribed in the following paragraphs and 
an indication given as to their relative 
investment position. 


American Smelting & Refining 


eo protected issue will be 

found in American Smelting & Re- 
fining preferred, but it is quoted close 
to its highest price and possibilities of 
price appreciation are slender indeed, the 
current yield being only 5.5 per cent. 
The stock is followed by common with 
a market value of approximately $100,- 
000,000. The senior stock has an un- 
broken dividend record extending over 
many years and is protected by large 
equities in property. 


By Edward L. Barnes 














Industrial Preferred Stocks 

Stock & Div. Rate Prise “BP vieta ~~" {ese 
Amer. Piano 7% Cum... ... 93 75% $29.59 $26.02 110% 89 
Amer. Smelt & Ref. 7% 

I tahini had cnet ns eh 129 5.5 35.52 30.38 132% 119% 
Amer. Tobacco 6% Cum. ... 115 52 42.69 42.19 118 110% 
Associated Dry Gds. 2nd 

Feet, 7. Cam... 22.0. ioc 108 6.5 44.55 49.17 10934 105 
Chrysler Corp. 8% Cum. 115 113 7.1 71.94 78.28 114% 102% 
B. F. Goodrich 7% Cum. 125 105 = 6.7 13.96 51.57 109% 95 
Gulf States Steel 7% 

| NGAI eRe 110 100 70 39.99 5184 108% 99% 
U. S. Rubber 8% Non- 

OD. Gedietakid omewees oe 100 8.0 - 3.39 23.47 111% 8534 














Though earnings are subject to wide 
fluctuations, they have averaged close 
to $20 a share on the preferred in the 
last ten years. The company is the 
largest of its kind. It is an extensive 
mine owner in the United States and 
Mexico, but derives the bulk of its 
profits from smelting and refining ope- 
rations. 

The preferred sold as low as 63% in 
1921 when the company was having a 
difficult time, and though the stock looks 
well protected it is hardly to be de- 
sired on a similar yield basis as a good 
rail or utility investment where earnings 
are more stable. 


American Tobacco 


| eke will have difficulty in 
finding many industrial preferred 
stocks in as strong a statistical position 
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Annual dividend requirements on preferred stock $3,161, 962. 


1922 1923 1924 1925 1926 








as American Tobacco preferred. Divi- 
dends were earned about 7 times over 
in each of the last two years and the 
current year will probably show new 
high record earnings. 

Funded debt is negligible and the 
unusual stability of earning power of 
the leading tobacco manufacturers 
places this issue in a favored investment 
class. Dividends have been paid regu- 
larly since organization and have been 
earned an average of nearly 6 times 
over in each of the last ten years. The 
company manufactures Lucky Strike 
cigarettes and other well known brands. 


B. F. Goodrich 


B F. GOODRICH preferred is out- 
e standing to the amount of $35,096,- 
000 and is followed by 601,700 shares of 
common at present paying $4 annual 
dividends. There is a funded debt of 
about $33,000,000 ahead of the stock, but 
total capitalization, in relation to volume 
of sales, compares favorably with the 
majority of rubber companies. 


The preferred has never been a high 
grade investment because of the sharp 
changes in earnings from year to year 
and the risks incident to inventory fluc- 
tuations which are impossible to avoid. 

However, earnings have averaged 
comfortably in excess of preferred re- 
quirements over a period of years, and 
under favorable conditions in the in- 
dustry dividends are covered by a 
splendid margin. In the six months 
ended June 30, 1927 $16.56 a share was 
available for the senior stock. 

Dividends have been paid regularly 
since organization of the company in 
1912, but the stock is not a suitable 
medium except for those who will fol- 
low the trend of affairs in the tire in- 
dustry rather closely and are prepared 
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to assume some risk, though the im- 
mediate position of the stock is sound. 


United States Rubber 


U NITED States Rubber preferred 
has fluctuated over a wide price 
range, going as low as 66% in 1924 
though dividends were maintained. Pre- 
ceded by a very heavy funded debt, this 
stock is semi-speculative and has not 
fully covered dividends in poor years 
for the tire industry. 

It is an 8% non-cumulative, non- 
callable stock, outstanding to the amount 
of $65,100,000 and followed by 810,000 
shares of common on which no dividends 
are being paid. In the first half of this 
year but $4.98 a share was available for 
the preferred. The yield is attractive, 
but is no larger than to be expected on 
an issue of this character. 


Associated Dry Goods 


SSOCIATED Dry Goods Co. is a 

holding concern operating an im- 
portant chain of department stores, in- 
cluding Lord & Taylor and James Mc- 
Creery in New York City. It has 138,- 
137 shares of 6% cumulative first pre- 
ferred and 67,255 shares of 7% cumu- 
lative second preferred. Both issues 
deserve a strong investment rating and 
the second preferred seems to be selling 
somewhat out of line with other good 
issues. 

The company is paying regular divi- 
dends on nearly 600,000 shares of com- 
mon stock which has a market value of 
around $28,000,000. The business has 
displayed good growth, though nothing 
spectacular, and a strong financial posi- 
tion has been built up. 

The distribution of stores in various 
cities is a feature of strength. Or- 
ganized in 1916, second preferred divi- 
dends have been paid regularly since 
1918 and have been earned by a satis- 
factory margin. 


Chrysler Corporation 


G* FAR as earnings of the last few 
years are concerned, Chrysler Cor- 
poration preferred stock gives an ex- 
ceptionally high yield of 7 per cent. 
considering that in each of the last few 
years the dividend has been earned 8 
or 9 times over. The stock is callable 
at 115 which has tended to keep it down 
and there have been reports that di- 
rectors may exercise the right to retire 
the stock. 

This company has been one of the 
more successful in holding its business 
and profits at a high level. For the 
first six months of 1927 no less than 
$47.11 a share was available for the pre- 
ferred of which there are 214,734 shares 
outstanding followed by 2,707,080 shares 
of common. 

While the automobile business cannot 
be compared with some other lines for 
stability and certainty of earning power, 
Chrysler preferred is decidedly attractive 
on a yield basis as long as profits run 
at anything like their current rate. 


American Piano Preferred 


A == Piano preferred is not 
a high grade investment, and its 
position has been weakened this year 
by a marked decline in earnings. Ordi- 
narily the dividend has been covered by 
an excellent margin but in the first six 


























The map shows the location in North America of the ies S 
properties of the Cities Service 
organization, which includes over 100 subsidiaries supplying necessities of 
modern life to millions of people in 32 states and foreign countries. 


180 Dividends 
Paid On 


Cities Service Common Stock 


October 1, the 180th monthly dividend was paid to 


the thousands of investors 


located in every state who 


own Cities Service Common Stock. 


Net earnings of the Company behind this 17-year-old 
security for the year ended September 30 were the 
largest in its history —$30,588,000, an increase of 38% 


over the previous year. 


An investment in Cities Service Common stock at its 


present price will give you 


a net yield of about 814%. 


Mail the coupon for further information about this 


investment opportunity. 





H. L. Doherty & Co., 
60 Wall St., New York — 
Please send me, copy of Address 


latest earnings statement 
showing record net earn- 
ings. 
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A PAPER WITH ONE SUBSCRIBER and that one—YOU! 


N MANHATTAN was a rich man who 

had a newspaper written and printed 
every week for his private consumption. 

The paper was so constructed that it 
gave him in one hour a complete survey of 
the world’s news. 

If you were to publish a paper for 
your personal use and enjoyment, a paper 
to tell you precisely what has happened 
in the world, “to give you more information 
on the news of the day in quicker time 
than any other publication’’, we believe 
that paper would closely resemble TIME. 

TIME is not written for the masses, does 
not deal in millions of circulation. TIME 


is written as a very personal document for. 


the active man and woman of high intelli- 
gence and quick apperceptions. 
**All the news of 
all the world of 
all the week—”’ 


From every news-source in the world, 
TIME collects all available information on 


every important event. Verifies it. Com- 
presses it into brief, vivid paragraphs. 


TIME’s first paragraph tells exactly 
how the President of the United States has 
spent the past week. Next, his cabinet 
passes in review. Look, then, to “Foreign 
News”’ for masterpieces of condensation. 


You are given keen, penetrating glimpses 
of the realms of art, literature, science, 
medicine, education, aeronautics, religion, 
sport, cinema, books, in the concluding 
pages. And under the heading “ Miscellany” 
you will find the weirdest collection of oddi- 
ties ever salvaged from the vastidity of 
news. All illustrated by striking crayons or 
photographs of men and women in the news. 


Twelve Sparkling Issues 
for only $1.00 
Pin a dollar bill to the coupon below for 


twelve world pictures— painted with the 
wisdom that is TIME’s own. You save 


Mention of “Forbes” insures good service 


about half what the next twelve issues of 
TIME would cost on the news-stand. And 
you immediately class yourself with those 
whose interests reach out beyond the 
railroad station. Sign, tear 
off, and mail the coupon 
now. 


TIME 


The Weekly Newsmagazine 
TIME, Incorporated, 
25 West 45th Street, 
New York, N. Y. 
Gentlemen: 

I want to keep my world picture strictly 
up-to-date. Will you please help me doit with TIME 
for the next twelve (12) weeks? I enclose $1.00. 

( ) Check here if you 





prefer to be billed. 
ONE oie Settee pee eead dese ee 
ROM as 505538 eS epcawenee 
1 ee a CNR an choccasek €.B 


“I know no other equally adequate and equally brief 
survey of the weekly news."" —Newton D. Baker. 
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months of 1927, balance for the issue 
was equal to only $2.77 a share. This 
slump in earnings is described as tempor- 
ary by officials. 

The company is the largest piano 
manufacturer in the country, manu- 
facturing such well known makes as 
Chickering, Knabe, Mason & Hamlin, 
Foster, Ampico and others. There are 
no bonds outstanding, so that the pre- 
ferred has first claim on profits. 

There is $6,000,000 of the stock, par 
$100 and according to the last balance 
sheet it was more than covered by net 
quick assets. Inventories, however, ac- 
counted for a large portion of current 
assets. 

Gulf States Steel 

HERE are but 20,000 shares of 

Gulf States Steel 7% preferred 
stock outstanding, preceded by a funded 
debt of $4,000,000 and followed by 125,000 
shares of common on which dividends 
were passed last September. This pre- 
ferred stock is of only second grade 
calibre, though share earnings are large 
due to the small amount of stock. 

In the first six months of this year, 
$1856 a share was earned. However, 
profits have been displaying a down- 
ward tendency of late, competitive con- 
ditions having made it difficult for this 
company to report satisfactory earnings. 

The 7% yield is attractive in the cur- 
rent market, and for those who can af- 
ford to assume some risk, a moderate 
portion of investment funds might be 
placed in the issue. 

National Biscuit Preferred 
A N exceptionally strong industrial 

preferred issue is to be found in 
National Biscuit preferred, based not 
only on the current statistical position 
of the company but also on the nature of 
the industry, its stability and probabili- 
ties of continued growth. 

There are 248,045 preferred shares, 7% 
cumulative, par $100, having first claim 
on earnings, there being no funded debt. 
It takes only $1,736,315 a year to pay the 
preferred dividend whereas in 1926 
profits available for this purpose 
amounted to $14,674,162 or more than 8 
times requirements. 

Dividends have been paid without in- 
terruption since organization of the cor- 
poration in 1898 and regular common 
dividends are now being paid at the rate 
of $6 a share on over 2,000,000 common 
shares. 

The stock gives a low yield because of 
its apparently impregnable investment 
position. It is non-callable and is to be 
recommended to those seeking safety 
first. 

Owens Bottle 

HERE is less than $4,000,000 of 

Owens Bottle preferred outstand- 
ing, a 7% cumulative issue, par $100, 
and callable at 115. Dividends are be- 
ing earning by a liberal margin, the stock 
is very high grade and is to be recom- 
mended as an investment purchase near 
its call price. 

This company is the largest manu- 
facturer of bottles in the world and has 
been consistently profitable for many 
years. Net quick assets at the end of 
last year were more than twice the par 

amount of preferred and not less than 
$40 a share has been earned on the 
senior issue in each of the last four 
years. In 1926 $70.31 a share was re- 
ported. 


.... that the name “Dayton” 
should become one of the few 
great names in the automotive in- 
dustry. The pioneering spirit re- 
sponsible for such developments 
as— 


(1) the Dayton Thorobred Pioneer Low 
Air Pressure Cord 


(2) the Dayton Stabilized Balloon 





Dayton Stabilized Balloon 





Dayton Maximaire Fan Belt. 








It was 
imevitable 


(3) the Dayton Maximaire Fan Belt 
now original equipment on about 
90% of the country’s automobiles— 


was bound to be rewarded with 
commercial success. So far in 
1927 Dayton Rubber has enjoyed 
an increased acceptance of its 
product incomparably greater than 
that of any other manufacturer in 
its field. 





Dayton Thorobred Pioneer Low 


Air Pressure Cord. 


THE DAYTON RUBBER MFG. CO. 
Dayton, Ohio 

































BrooKktyn Enison COMPANY 
inc. 


BROOKLYN, NEW YORK 













111th 
Consecutive 


Dividend 





The Board of Directors at a meeting held 
October 25, 1927, declared a regular quarterly 
dividend of $2.00 a share on the 3; stock of 
the Company outstanding payab 

Ist, 1927, to stockholders OF 

on November 11, 1927. 


Checks for the above dividend will be mailed. 








e December 
record at 3 P. M. 


E. A. BAILY, Treasurer 




















Puts - 


orders. 


described in Circular F-1. 


Established 1917 
66 Broadway 











Calls’ - 


Guaranteed by Members of the New York Stock Exchange 


May be utilized as insurance to protect margin ac- 
counts; to supplement margin; and in place of stop 


Spreads 


Profit possibilities and other important features are 


Sent free on request. 


Quotations furnished on all listed securities 


S. H. WILCOX & CO. 


Incorporated 


New York 


Telephone Hanover 8350 
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The 
Achievement 


of 


Success 


UCCESS and sound 

investment go hand — 
in hand. Financial in- 
dependence and free- 
dom from care in later 
life are achieved with 
certainty only if one 
lays by money and in- 
vests it safely and sys- 
tematically. 


Thousands of investors 
have built up comfort- 
able fortunes by invest- 
ing in first mortgage 
bonds through S. W. 
STRAUS & Co. They 
are safe and they yield 
a good interest rate —as 
high as 6%. 


A letter or a postal card 
will bring you valuable 
literature describing 
these sound and at- 
tractive investments, 
which are issued in 
$1,000,$500, and $100 
amounts. Ask for 


BOOKLET K-1711 


S.W. STRAUS 
& CO, 


Investment Bonds 7’ lucorporated 


SrRAUS BUILDING STRAUS BUILDING 


565 Fifth Avenue Michigan Ave. 
at 46th St, at Jackson Blvd, 
New York CHICAGO 


STRAUS BUILDING 
79 Post Street, SAN FRANCISCO 





——- ESTABLISHED IN 1882 ——] 
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DIGEST 
CORPORATIO 


Abitibi Power & Paper Co.—Will ac- 





quire control of Spanish River Pulp & 
Paper Mills, Fort William Paper, Mani- 
toba Paper, Ste. Anne Paper and Mur- 
ray Bay Paper companies through 
exchange of common shares. Amalga- 
mated company will have an actual 
capacity of 650,000 tons and a potential 
capacity of 1,000,000 tons of newsprint 
a year and development of hydroelectric 
power in excess of 190,000 horsepower, 
with undeveloped powers estimated at 
about 500,000 horsepower. It was stated 
plan entailed no new financing at this 
time. 

Advance-Rumely Co.—Said to have 
executed 3-year collateral indenture 
with Commercial Investment Trust, Inc., 
providing for credit of $3,000,000 to 
$5,000,000. 

Alabama Power Co.—Merged with 
Gulf Electric Co. and Houston Power 
Co. Two companies serve territory in 
South -Alabama, including Mobile. 

Radio Corp. of America — Reached 
agreement with Stewart-Warner Speed- 
ometer Corp., whereby latter is licensed 
to use R.C.A. patents in consideration 
of a 7% per cent. royalty of gross sales, 
similar to arrangement with our com- 
panies. 

American Bank Note Co.—Declared 
dividend of 20 per cent. in common stock 
and extra dividend of $1 in cash on the 
common, both dividends payable Dec. 
30 to holders of record Dec. 12, 1927. 

American Founders Trust—Rights to 
stockholders of record October 25 to 
subscribe to Class “B” common stock 
of International Securities Corp. of 
America at $16 a share in ratio of one 
Class “B” for each 10 American Found- 
ers’ shares held expire Nov. 28, 1927. 

American Radiator Co.— Acquired 
properties of Kewanee Boiler Co. A 
$200,000 addition to plant, which. will con- 
tinue manufacture of boilers and heating 
apparatus, will be made. 

American Telephone & Telegraph Co. 
—Statement of W. S. Gifford, president, 
that it is against policy of company to 
earn speculative or large profits for 
distribution as “melons” or extra divi- 
dends, is regarded as answer to rumors 
that A. T. & T. would cut a “melon” 
soon. 

American Tobacco Co.—Purchased 51 
per cent. interest in British tobacco 
manufacturing company of J. Wix & 
Sons. Sales of “Lucky Strike,” leading 
cigarette brand, in September, 1927, ran 
43 per cent. ahead of September, 1926, 
while from July to September, 1927, 
inclusive, sales were 33 per cent. ahead 
of corresponding period of 1926. 

Bancitaly Corp.—Directors of Bank of 
Italy National Trust & Savings Asso- 
ciation and National Bancitaly Co., con- 
trolled by Bancitaly Corp., voted to dis- 
tribute stock dividend of 25 per cent. 
on shares of each company to holders of 
record Oct. 25. Also was proposed to 
increase capital of Bank of Italy Na- 
tional Trust & Savings Association from 
1,200,000 to 2,000,000 shares, par $100, 
and capital of National Bancitaly Co. 
from 1,200,000 to 2,000,000 shares. 
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Burns Bros.—Passed quarterly divi- 
dend on Class “B” common. Last dis- 
bursement was 50 cents, on Aug. 15. 

Colorado Fuel & Iron Co.—Rail mills 
resumed operations following receipt of 
orders from Atchison, Topeka & Santa 
Fe Ry. and Union Pacific R. R. 

Crosley Radio Corp.— “September,” 
said Powel Crosley, Jr., “was the big- 
gest month in the history of Crosley 
Radio Corp.” 

Dodge Bros. Inc.—“Interest on bonds 
and preference dividend for full year,” 
said President Wilmer, “were earned by 
wide margin during first nine months 
and there is no foundation for rumors 
that the $7 dividend on preference stock 
will be passed. Company has an earned 
surplus of $29,000,000 and a strong cur- 
rent asset position.” 

Endicott-Johnson Corp. — Received 
contract from Navy for 50,000 pairs of 
shoes at a cost of $3.43 a pair. 

Ford Motor Co.—Reports from De- 
troit state that it is practically certain 
that new car will be in active production 
this month. Sales department announced 
125,000 advance orders, with deposits, 
for new Ford cars. About 250,000 ad- 
ditional persons have placed orders, but 
have not made payments in advance. 

General Asphalt Co.—Production in 
Venezuela for nine months ended Sept. 
30, 1927, was 454,300 barrels, against 
114,500 barrels in same period of 1926. 

General Motors Corp.—Retail sales of 
cars and trucks in September aggre- 
gated 132,596 units against 118,224 in 
September, 1926. 

Goodyear Tire & Rubber Co.—Pur- 
chased 29,000 acres of rubber-growing 
land in Sumatra from Japanese syndi- 
cate thereby bringing plantation hold- 
ings in Far East to 50,000 acres. 

Great Northern Iron Ore Properties 
—Trustees indicated available consoli- 
dated income of trust and trustees in- 
terest in income of their proprietary 
companies should amount to approxi- 
mately $1.60 a share for 1927, against 
$1.50 a share for 1926. 

International Mercantile Marine Co.— 
Vice-Chancellor Bentley at Jersey City 
handed down decision in favor of com- 
plainants—Lonsdale Securities Co. of 
Buffalo and others—in their suit to en- 
join recapitalization. A permanent in- 
junction was granted. 

International Paper Co.— Purchased 
Fibre Board Mill Co., of Midland, Ont. 

International Shoe Co.—Stockholders 
approved increase in authorized com- 
mon stock from 1,400,000 to 4,000,000 
shares of no par value to provide for 
split-up in stock on a four-for-one basis. 

New York, New Haven & Hartford 
Railroad—Will pay regular quarterly 
dividends of $1.75 a share on 7 per cent. 
preferred beginning with Jan. 1, 1928. 

Norfolk & Western Ry.—Declared ex- 
tra dividend of $2 and regular quarterly 
dividend of $2 on common, payable Dec. 
19 to holders of record Nov. 30. 

Pierce-Arrow Motor Car Co.—Geo. C. 
Hubbs, assistant to the president in 
charge of sales, has appointed Hal. T. 
Boulden as manager of the truck divi- 
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sion. Mr. Boulden has had many years 
of practical experience in the merchan- 
dising of motor trucks and the success- 
ful solving of haulage problems. 

Prairie Oil & Gas Co.—Passing of 
quarterly dividend was attributed to 
company’s intention to purchase more 
crude oil for storage at present low 
prices. Last ypayment was 50 cents on 
Aug. 31, 1927. 

Pullman, Inc.—Declared initial quar- 
terly dividend of $1 on new stocks, 
placing it on a $4 annual basis. This is 
equal to $10 a share on the old stock, 
exchanged on basis of 2% new shares 
for one of old, on which annual rate 
was $8. 

St. Louis-San Francisco Ry.—Report- 
ed to have signed contract with Ala- 
bama, Tennessee & Northern Railroad 
which will give ’Frisco direct outlet to 
Gulf of Mexico. 

Sears, Roebuck & Co.—For first ten 
months this year sales totaled $228,567,- 
254, against $214,725,261 for same period 
1926. Sales in October were highest for 
any month this year, amounting to 
$29,301,592. 

Standard Gas & Electric Co.—Is said 
to have a 25 per cent. interest in Pa- 
cific Gas & Electric common... A sales 
and advertising department has been 
created by Byllesby Engineering & 
Management Corp., a subsidiary. 

Underwood Tyepwriter Co.—Said to 
be considering merger with Elliot-Fisher 
Company. 

United States Rubber Co.—Members 
of duPont family are reported to have 
purchased approximately 200,000 shares, 
or 25 per cent. of 800,000 common shares 
outstanding. 

Western Union Telegraph Co.—Plans 
to extend ticker service on New York 
Stock Exchange quotations to Seattle, 
Portland and Tacoma. 

Westinghouse Electric & Mfg. Co.— 
Developed new device for automatic 
operation of distant machinery—called 
“Televocal.” By its employment, load 
dispatcher of electric power company or 
street railway could call up unattended 
power plants or sub-stations on any 
telephone, receive reports on status of 
every machine in station, and start or 
stop machines, open and close switches, 
and perform other operations at will. 

Willys-Overland Co.—Falcon Motor 
Co., an affiliation, plans to build 35,000 
cars from beginning of fiscal year Dec. 
1, 1927, to Dec. 1, 1928. During six 
months from April 1, 1927, when first 
Falcon-Knight cars was produced, to 
Sept. 30, 1927, company produced and 
shipped approximately 10,000 cars. 

Woolworth (F. W.) Co.—Leased two 
locations in Chicago for aggregate ren- 
tal of $45,000,000, and plans to open two 
super 5 and 10-cent stores on sites. 








A Correction 


On page 44 of the October 15th issue, 
in the article by Richard W. Schabacker 
on fake stock selling methods, reference 
was made to “The Market Forecaster.” 

The statements following, however, do 
not refer to the Market Forecaster and 
Investors Service Bureau, whose man- 
aging editor is Charles F. Seidell, at 20 
Broad Street, New York City. 

This correction, however, is not to be 
taken as a recommendation for the re- 
liability of this service. 
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‘ALF of America lives in 

towns of ten thousand 
or less or on farms. Here are 
fifty million people to whom 
electric service is as necessary 
as it is to metropolitan homes 
and industries. 

But because of the special 
characteristics of electric ser- 
vice, the early development in 
such territories was slower than 
in larger centers of population. 
A relatively large capital in- 
vestment is required to furnish 
electricservice—five dollars for 
every dollar of annual gross 
income. If the cost of service 
is to be reasonable and com- 
petitive, operations must be 

* — efficient, economical and on a 
relatively large scale. Nor can 
these standards be realized un- 
less the demands for service are 
distributed over many hours 
of the day, so that maximum 
hourly use will be made of 
the investment. 
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Goutp the isolated local 
plant in a small community 
succeed on these conditions? 
It soon became evident that it 
could not. Thesmall company, 
unknown to all but local in- 
vestors, found itself unable to 
attract new capital with which 
to expand facilities or meet 
maturing obligations. More- 
over, the small plant, limited 
in facilities and capital,and fre- 
quently operated only from 
dusk to dawn, could not take 
on the larger power loads 
which make for generating ef- 
ficiency. Nor could it go be- 
yond the boundaries of the 
town to serve the farms, the 
mines, oil wells and quarries. 
Electricservice, rapidly becom- 
ing a most important indus- 
trial asset to the larger cities, 
was threatened with stagnation 
in the small towns and out- 
lying areas. 

The Middle West Utilities 
Company and similar public 
utility investment companies 
were formed to correct this sit- 
uation. Their purpose was to 
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meet the financial requirements 
involved in providing an ade- 
quate electric service to small 
towns and non-metropolitan 
areas. Based on the diversity of 
the properties brought under 
their direction, theyestablished 
a sound financial structure at- 
tractive to the investor. With 
the necessary capital thus made 
available, they proceeded to 
unify small systems and to re- 
place inefficient local plants 
with economical large plants, 
adequate in capacity to serve a 
number of towns and a wide 
surrounding area. They broad- 
ened the service areas of the 
plants, embracing enough dif- 
ferent users to cause more con- 
stant use of the facilities. By 
strengthening the investment 
they lowered capital charges, 
which togetherwith reductions 
in Operating costs resulted in 
lower rates for service. By 
standing ready with ample 
power they released small town 
industries from aserious restric- 
tion to their expansion, and 
they went out into the sur- 
rounding country with power 
for the exploitation of natural 
resources and for farms. 
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On LY through this physical 
unification of facilities was 
operating efficiency possible in 
small towns and rural sections. 
Only through corporate unifi- 
cation was it possible to estab- 
lish the financial standing on 
which to base the necessary 
flow of invested capital. 

This is the service of public 
utility investment companies 
to half of America. 





Middle West 
Utilities Company 


SERVING 
1920 Communities in 19 States 














Mention of “Forbes” insures good service 





FORBES for November 15, 1927 








October 27, 1927 


$11,000,000 


Consolidated Cigar Corporation 
62% Cumulative Prior Preferred Stock 


(With Common Stock Subscription Warrants) 


To be authorized and presently issued $11,000,000 par value. Par value $100 a share. Preferred over the outstanding 7% preferred 
stock and common stock as to cumulative dividends at the rate of 644% per annum, and as to assets, in event of liquidation, to the 
extent of $100 a share and accrued dividends. Redeemable as a whole or in part, at any time on thirty days’ notice, at $105 a share 
and accrued dividends. Dividends payable quarterly on February 1, May 1, August 1 and November 1, accruing from November 1, 1927. 
Dividends exempt from present Normal Federal Income Tax. A sinking fund, commencing 1930, to retire $110,000 par value semi- 
annually. The National Park Bank of New York, Registrar. Chatham Phenix National Bank and Trust Company, New York, Transfer Agent. 


Each certificate of prior preferred stock will carry a warrant, detachable after July 1, 1928, entitling the holder thereof to 
subscribe, on or before November 1, 1937, for common stock at $105 a share, in the ratio of one share of common stock for 
each two shares of prior preferred stock represented by such certificate. 


The company has agreed to make application to list this prior preferred stock on the New York Stock Exchange 





The following information has been summarized by Mr. Julius Lichtenstein, President of Consolidated Cigar Corporation, 
trom his letter dated October 26, 1927, copies of which may be obtained upon request, and is subject to the more complete 
information contained therein: 
COMPANY AND BUSINESS 
Consolidated Cigar Corporation, organized in 1919 under the laws of Delaware to acquire the business and properties 
of five old, established companies engaged in the manufacture and sale of cigars, is today, with subsidiaries, one 
of the largest manufacturers of cigars in the United States. The company acquired in 1926 the entire capital stock 
of G. H. P. Cigar Co., Inc., the business of which was established in 1911. Among the brands of cigars manufac- 
tured by the company and its subsidiaries are six nationally-known brands retailing for 10 cents and upwards, 
namely, the ““Harvester’’, ‘El Sidelo”’, ‘“Mozart”’, ‘‘Adlon’’, ‘‘Dutch Masters” and “El Producto”. The company’s 
output in 1926, including the production of G.H.P. Cigar Co., Inc. for the full year, was in excess of 450,000,000 cigars. 
EARNINGS 

Consolidated net earnings of the company and its subsidiaries for the period of five years to December 31, 1926, 
including the earnings of G. H. P. Cigar Co., Inc. for the full period, after depreciation and Federal taxes, 
and after all interest except interest actually paid on the company’s $10,000,000 6% convertible notes, issued in 
September, 1926 and to be presently retired, as certified by Messrs. Peat, Marwick, Mitchell & Co., public 
accountants, have been as follows: 


Year ended Consolidated G.H.P. 
December 31 Combined Cigar Corporation * Cigar Co., Inc. 
aia: Sicuas'o. ca: Ia vw ass ais ae aswel ale ee $1,789,093 $944,903 $844,190 
RT ee eee ere ree er 1,014,254 434,776 579,478 
Ta i aya assies pa Wie. Grgus les ieyais.6 0 jb 1,660,506 980,780 679,726 
EC «Vk athe enna ddalbacsweeus 2,317,857 1,312,576 1,005,281 
BL chsh ane ea Rb sede Kisieee ee 3,030,803 1,596,696 1,434,107 


*Exclusive of G. H. P. Cigar Co., Inc. 


Earnings as shown above for the year 1926 are approximately 4.2 times the maximum annual dividend require- 
ment on this prior preferred stock, and for the three years ended December 31, 1926, averaged $2,336,389 
per annum, or approximately 3.2 times. such dividend requirement. The management believes that earnings for 
1927 will be at least equal to those for 1926. 

After deducting from earnings in 1926 as above shown the annual dividend requirements on this prior preferred 
stock and on $3,407,500 par value of preferred stock now outstanding, there remains $2,077,278, or $8.30 a share on 
the 250,000 shares of common stock now outstanding. 

On March 29, 1926 the Federal excise tax on the manufacture of cigars was reduced, resulting in a substantial 
decrease in that item of expense to the company and its subsidiaries as compared with prior periods included in 


the above tabulation. CAPITALIZATION AND MARKET EQUITY 

The capitalization of the company, adjusted to give effect to this financing, is as follows: 
644% Cumulative Prior Preferred Stock (this issue)...... ......cccece scccccccccecs $11,000,000 
7% Preferred Stock (cumulative)—authorized $5,000,000 par value; outstanding. ....... 3,407,500 
Common Stock—authorized 500,000* shares without par value; outstanding............ 250,000 shares 


*Of the 250,000 shares of common stock authorized but unissued, 55,000 shares are to be reserved i bscripti 
warrants to be delivered with this prior preferred stock; 34,075 shares are to be reserved against pes Be ata nr 
be issued to holders of the 7% preferred stock; and 55,000 shares are to be reserved against other subscription warrants— 
all subscriptions to be at $105 a share. 


Based on current quotations on the New York Stock Exchange, the indicated mar , 
outstanding preferred and common stocks is in excess of $20,000,000. ket value of the company’s 
G. H. P. CIGAR CO., INC. STOCK 
In 1926 the company acquired the entire capital stock of G. H. P. Cigar Co., Inc. for a price in excess of $8,500,000 
The Federal Trade Commission is seeking to compel the company to dispose of this stock. This purchase was made 
on advantageous terms, and the management believes that if the company should dispose of this stock it should 

realize an amount at least equal to the original cost. 
PURPOSE OF ISSUE 
The proceeds of this issue are to be used for the retirement of the outstanding Ten Year Six Per Cent. Sinking Fund 


Convertible Gold Notes (approximately $9,500,000, after application of a sinking fund payment made on October 15 
1927), and for other corporate purposes. : 








We offer this prior preferred stock, with common stock subscription warrants attached, for deli th, whe 
accepted by us, subject to the approval of stockholders of the company and to pei of he ct phon 3 


: - ings by counsel. It is 
expected delivery will be made on or about November 11, 1927, in the form of temporary stock rtihe nd 
of the company or interim receipts of Dillon, be a. Co. a rennin 


Price $100 per share and accrued dividend. To yield 612% 


Dillon, Read & Co. 


Hemphill, Noyes & Co. Chas. D. Barney & Co. Shields & Company 


NCORPORATED 
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Cc HARLES M. SCHWAB has been 
4 elected president of the American 
Iron & Steel Institute, succeeding the 
late Elbert H. Gary. James A. Farrell 
was elected a vice-president of the In- 
stitute, and Eugene J. Buffington, presi- 
dent of the Illinois Steel Company, was 
elected a director. 

S. Davies Warfield, president of the 
Seabord Air Line Railway, died sud- 
denly, following an operation, at the age 
of 65. 

Thomas I. Parkinson, vice-president, 
has been elected president of the Equit- 
able Life Assurance Society, succeeding 
William A. Day, who is now chairman. 

George Horace Lorimer, editor of the 
Saturday Evening Post, has been elected 
a vice-president of the Curtis Publish- 
ing Company. 


LINTON W. TOMS, vice-presi- 

dent, has been elected president of 

the Liggett & Myers Tobacco Com- 

pany, succeeding C. C. Dula, who be- 
comes chairman. 

Frank C. Lowry was elected president 
of the New York Coffee & Sugar Ex- 
change, succeeding the late Leopold S. 
Bache. 

John J. Mitchell, chairman of the Il- 
linois Merchants & Trust Co., died as a 
result of injuries received in an auto- 
mobile accident. 

Arthur Nash, widely known as “Golden 
Rule’ Nash, founder of the A. Nash 
Tailoring Co., died. He was 59. 

Gerrit Fort has resigned as_ vice- 
president of the Boston & Maine Rail- 
road, to become president of Raymond 
& Whitcomb Company, in Boston. Na- 
than W. Hawkes, freight traffic man- 
ager of the Canadian National and Cen- 
tral Vermont Railways, was appointed 
to succeed Mr. Fort. 


B. TOMPKINS has been ap- 
e pointed comptroller of B. F. Good- 
rich Company; S. B. Robertson has been 
made vice-president and general mana- 
ger of Pacific Goodrich Rubber Com- 
pany, and J. W. Jordan has been elected 
vice-president and general manager of 
Canadian Goodrich Company, Ltd. 

Grayson M. P. Murphy, of G. M. P. 
Murphy & Company, has been added to 
the directorate of the U. S. & Foreign 
Securities Corporation. 

Theodore Revillon and John C. Col- 
lingwood, members of the firm of Har- 
vey Fisk & Sons, were elected directors 
of the Universal Insurance Company. 


ULIAN S. MYRICK was elected 

president of the National Associa- 
tion of Life Underwriters. 

M. J. Connell has been e‘ected chair- 
man of the Citizens National Bank of 
Los Angeles. Clark J. Bonner has been 


elected a director. 

Lynn M. Shaw, for the past seven 
years assistant general manager of the 
National Automobile Dealers Associa- 
tion, has been appointed director of 
dealer development work for the Pierce- 














facturing cities. 


Number Seven 





NATIONAL ELECTRIC 
POWER COMPANY 


The revenues of this company are derived 
from railroad centers, mining centers, ship- 
ping and wholesale points, textile communi- 
ties, steel districts, and miscellaneous manu- 
A large portion of the 
revenues comes from small towns and farms 
where the value of using electric power in- 
stead of man power is recognized. 


Amid such a wide array of economic activity, 
in ten States, the net trend is steadily up- 
ward. The progress of this company, physi- 
cally and financially, is in the same direction. 


57 William Street 
New York 



































Peak of 
the Market? 


Some > the recent 3,000,000 share day 
marked the culmination of the Bull Mar- 
ket. Whee cally be Ge ected: aout Da 

=e stocks still offer excellent pros- 
pects 


ing economists, 
vestment authoriti7s— 
casts—say. 
authorities on what to do. 

Before taking any important business or 
market action, | send for our latest “Invest- 
ment Counsel,” mailed you free. 


United Business Securities Forecast 
76 William and Beaver Sts., New York 














Arrow Motor Car Company. ¢ 





Forbes Magazine and Forbes 
Books Make Ideal Christmas 
Gifts. See page 48. 
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Put Your Money in 
Growing Companies 


The biggest profits and the greatest 
safety is found in the securities of com- 
panies which are forging steadily ahead. 


Our Investment Managers Board, 
composed of twelve experts in all 
classes of stocks and bonds, search out 
these investment bargains 
clients. One such issue, well selected, is 
more desirable than several ordinary 
issues, because it offers a material ap- 
preciation in price. 


Write today for our new booklet 
“* Managing Investment Funds’’ and 
latest ‘‘ Security Market Review” 
/Devesrons SUPERVISORY SERVICE 


ng Fifteen William Street 
071 New York City 


for our 
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International Germanic Company, Ltd. 
26 Broadway New Mork 


organized to supplement the facilities of the 








INTERNATIONAL GERMANIC 
TRUST CO. 


especially in the field of foreign loans andaccept- 
ances and the origination and distribution of 
domestic and foreign securities 


announces 


that it has acquired as of this date the equip- 
ment, facilities and net assets of the 















National American Securities Company 
Incorporated 


Telephone 
Whitehall 6200 


Cable Address Harotp G. Aron, 


President 
Cogermanic 


Juuian M. Gerarp, 
October 31, 1927. Chairman Finance Committee 





























Curmaneo Letter Rack 
FOR EFFICIENCY 


Saves Time, Clears Your Desk for 
Action. Handles, Sorts, Classifies and 


Distributes the papers of your daily work. It saves time 
and labor, relieving you from shuffling. and reshuffling 
papers many times every day. It provides a place for 
every paper, with each paper in its place. They are 
needed on every desk from Manager to Office Boy. 


ae aa ) Letter Size $5.00 
 RORGOE SS HE ) Cap Size.. $7.00 


Check size and quantity desired. Pin 
ad to letter and MAIL TODAY 


CURRIER MANUFACTURING COMPANY 








Olive Green Art Steel N. W. Terminal Bldg. Minneapolis, Minn. 































MILLER RUBBER CO. Reliable Brokers 
Preferred Dividend No. 31 FORBES readers may take 


advantage of our service to 
inquire, without cost, re- 
garding reliable security 
brokers with whom they 
can safely do business. 


A quarterly dividend of $2.00 per 
share has been declared on out- 
standing Preferred Shares, pay- 
able December Ist, 1927, to holders 
of record at the close of business 








Investors Department 
November 10th, 1927. FORBES MAGAZINE 
WM. F. PFEIFFER, 120 Sth Ave. New York City 
Treasurer. 





























ACCOUNTING 


The uncrowded, highly wa 
profession of Accountancy offer: 
marvelous opportunities to am- 
bitious men and women. Send 
for our 80-page book, ““‘How to 

















| INVESTORS’ INQUIRIES 


EADERS of “Forbes” 
may consult. the In- 
quiry Department for infor- 
mation and opinions con- 
cerning investments. The 




















rm Accounting, saan, the the fee is $2 for each security, 
ee or $5 for three. Letters 
INTERNATIONAL ACCOUNTANTS SOCIETY, Inc. should be addressed to 


A Division of the 
Alexander Hamilton Institute 


3411.U South Michigan Ave., Chicago, Ill. 


Inquiry Department, 
Forbes Magazine, 
120 Fifth Avenue, New York 
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Investment 
Booklets 


The following booklets and other informa- 
tion will be sent free on request by tlie 
firms mentioned. 


Odd Lots.—Diversification of stocks or 
bonds makes for safety. This plan is 
explained in Booklet F. 311 which will 
be sent free on request of John Muir 
& Company, members New York Stock 
Exchange, 50 Broadway, New York. 

Smith First Mortgage Bonds.—This 
form of investment is explained in a 
booklet 99-56 issued by The F. H. Smith 
Co., Smith Building, Washington, D. C. 

Electric Bond & Share Company.— 
Will send without charge information 
about the companies with which they 
are identified. Address Electric Bond 
& Share Co., 2 Rector Street. New York. 

Investment Suggestions—A copy of 
this month’s market letter will be mailed 
free on request by Kennedy & Co., 74 
Broadway, New York. 

Developments in the Stock Market.— 
A comprehensive survey of the market 
with special reports on Norfolk & West- 
ern Railway Company and survey of oils, 
is offered in the current weekly review 
issued by Prince & Whitely, members 
New York Stock Exchange, 25 Broad 
Street, New York. 

The Bache Review.—Will keep you 
informed on the business and financial 
situation. Sent for three months with- 
out charge. Address J. S. Bache & 
Company, members New York Stock 
Exchange, 42 Broadway, New York. 

The American Tel. & Tel—A 47-year 
dividend record. Write for booklet 
“Some Financial Facts” to the Bell Tele- 
phone Securities Co., Inc., 195 Broad- 
way, New York. 

S. W. Straus & Company Mortgage 
Bonds.—A booklet descriptive of this 
form of investment will be sent free on 
request by S. W. Straus & Co., 565 Fifth 
Avenue, New York. 

How to Make $6,000 Grow to $600,000. 
-—And details about three methods of 
investing, will be sent free on request 
by The Babson Statistical Organization, 
Div. 12-1, Babson Park, Massachusetts. 

Making Money in Stocks—The In- 
vestment Research Bureau, Div. 172, 
Auburn, New York, will send to any in- 
vestor a copy of the booklet describing 
a constructive method of investment and 
trading procedure. 

High Yielding Securities —This circu- 
lar will be mailed without charge by 
Stein Bros. & Boyce, 6 S. Calvert Street, 
Baltimore, Maryland. 


Monthly Income Certificates —Write 
for information to the Guaranty Build- 
ing and Loan Association, 6333 Holly- 
wood Boulevard, Hollywood, California. 


Handbook on Trading Methods and 
Market Letter——Sent free on request by 
Chisholm & Chapman, members of New 
York Stock Exchange, 52 Broadway, 
New York City. 

Daily Stock Market Letter.—Issued 
by Fenner & Beane, members New York 
Stock Exchange, will be sent free. Ad- 


dress them at 60 Beaver Street, New 
York: 
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Mortgage Sales Increase 


At Current Rates the Present Year Will Set a New High 
Record for Sale of Mortgage Bond Issues—Investment 
Bankers Discuss Financing Ethics—Large 
New Issues 


By Matthew V. Cass 


during the unsettled period in 

stocks provides not only an inter- 
esting contrast but indicates that the in- 
vestor bloc in this country is steadily in- 
creasing. Months before the weakness 
tad developed in stocks the bond mar- 
ket was attracting attention both in re- 
gard to demand and price. General con- 
ditions in. the bond field never were bet- 
ter, according to information which has 
been gleaned from various centers of 
the country. 

A steady upward trend has been 
noticed in the sale of real estate securi- 
ties for more than five months. Al- 
though New York was the center of 
this buying volume many other business 
centers provided investors buying 
heavily of bonds on local enterprises. 

More than $23,000,000 was invested in 
realty securities during the last week 
of October. This is an average of $4,- 
500,000 a day or $1,500,000,000 for a year. 
Compared with other classes of bonds 
traded in during the final October week 
realty issues stood fourth in a group of 
seven, leading railroads, public utilities 
and foreign bonds by wide margins. 
Real estate securities represented about 
eight per cent of the week’s total which 
was $189,000,000. 

A Record Month 
Ame $125,000,000 was the estimated 
total of investments in real estate 
certificates during the month of October. 
The total for all classes was $700,000,000 
which is the peak investment for any 
month so far this year. 

The annual sale of realty bonds will 
increase each year, according to several 
bond experts who base their views on 
the universal popularity of real estate 
as an investment and the fact that 
securities against properties are of such 
denominations as will fit almost every 
man’s income. 

Then there is the advantage of a 
higher return than on bonds of other 
classes. It is logical to believe that the 
average investor will show more favor 
toward a bond against a prominent 
property in his own city than in a bond 
on a plant in some other city. 

With these facts in mind, and govern- 
ment information that the people of this 
cousmtry earn about $70,000,000,000 a 
year one may measure the possibilities 
of real estate bonds. 


T HE strength displayed by bonds 


HE Investment Bankers Association, 
convened at Seattle, Wash., a few 
weeks ago, indicated that they expect 
big things in the future from mortgage 
bonds. In confirming the report of its 
Real Estate Securities Committee the 
association reinforced the wall of pro- 
tection around the buyer of a real estate 
mortgage. As a result of the vote the 
bankers have reiterated their position 
on the question of the outside deposi- 
tory. 
A few years ago the underwriting 


company also acted as financial agent 
for the issue, which proved to be the 
reot of the trouble that developed in 
the mortgage business about that time— 
some of the companies used the funds 
from the sale of one issue to buy a new 
ofiering. The report of the Real Estate 
Securities Committee in part follows: 


Y OU have asked for our opinion as to whether 
there is any satisfactory method of providing 
protection for construction funds resulting from 
a real estate construction bond issue secured 
mortgage, other than by depositing the proceeds 
of the bonds with a disinterested corporate trus- 
tee, such as a trust company, national bank or 
other bank having trust powers, with ample re- 
sources. It is our opinion that no other method 
in use gives protection as satisfactory as that 
given by such a deposit of the character re- 
ferred to. 

“While such bonds are from the time of 
issue secured by a mortgage on land or on a 
leasehold, the value of this security is in most 
cases relatively small, since the building is not 
yet constructed. The purpose of the deposit is 
to furnish temporarily a substitute for the value 
of the building which is to be erected on the 
mortgaged real estate and which is to constitute 
the principal security, and to insure that the 
building will be erected so as to become part of 
the security for the bonds. 

‘Holders of a real estate mortgage bond issue 
do not usually rely on the financial responsibility 
of the issuer, which in such cases is often a 
so-called ‘dummy’ corporation. The safeguarding 
of funds furnished by purchasers of the bonds 
for such a purpose is a very different matter 
from the safeguarding of usual interest and sink- 
ing fund payments by the ordinary going con- 
Se 
“The fund deposited should be the entire net 
proceeds of the issue and the deposit should be 
made before any of the bonds (or interim re- 
ceipts therefor) are delivered to or paid for by 
investors. Otherwise the early purchasers of the 
issue will be put in the position of relying upon 
the financial responsibility of the house of issue 
or the marketability of the remaining bonds to 
insure the completion of the building.” 


Investment Demand 


8 HE return to investors of many mil- 
lions of dollars as result of the re- 
tirement of the second Liberty Loan 
bonds and bonds of other classes has 
operated to the advantage of the mar- 
ket. Returns on realty issues totaled 
$10,000,000 during October. Most of this 
money, it was said, found replacement 
in new real estate issues. Bond houses 
also reported considerable investment in 
mortgage certificates by people who 
have cashed in their Liberty issues. 

The South is planning a number of 
offering.s This section of the country 
is developing faster than ever before. 
The flooded areas along the Mississippi 
river must be reclaimed and modern 
structures are part of the program laid 
down for this territory. 


A= big real estate issues an- 
nounced recently was $5,000,000 of 
the Bancitaly Mortgage Company bear- 
ing 5% per cent which was quickly 
taken up by New York houses. The 
Lawyers Mortgage Company announced 
four issues against four different apart- 
ment properties totaling $770,000. 

In Chicago an issue of $6,000,000 was 
offered on the Edgewater Beach Apart- 
ment House by four big Chicago houses. 
The apartment will represent a valuation 
of $10,000,000 when completed. 
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V 
Why Smith Investors are 
Satisfied Investors 


Smith First Mortgage Bonds 
Yield 642% Net 


Principal and interest are pro- 
tected by safeguards our expe- 
rience as Investment Bankers for 
over a half century has developed. 
Smith Investors are secure in their 
knowledge of the record of this 
House: that during 54 years of 
continuous service there has never 
been a day’s delay in the payment 
of principal or interest; a record 
of which we are proud. 

The history of this House and com- 


ylete information relative to the bonds 
t offers may be had by 


Asking for Booklet “99-56” 


Our Mail Service Department 


No matter where you may be you can 
avail yourself of the Mail Order Service 
of our Home Office inWashington, D.C. 
Your investments and inquiries will be 
given the same personal, efficient and 
courteous attention vou would receive 
if you called at one of our offices. 


“Yhe EH.SMITH Oo. 


°Younded 1873 
Smith Building, Washington, D.C. 
285 Madison Ave., New York City 
Branch Offices in — Chicago — and Other Cities 











Kindly send booklet and information regarding 
SMITH BONDS 


NAME 99-56” 





ADDRESS 
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Weekly, The Business Economic Digest 
reflects the scientific findings of the 
searching spotlight of comparison as to 


the 


future of 200 stocks 


Terse, critical—it summarizes contemporary 

stock opinion, tempering each viewpoint with 

the significant value of comparative analysis. 

It is the Weighted Average of authoritative 

opinion—weighted according to past accuracies 
—— makes the Digest thoroughly 
re e. 


Send 
for a current » containing 
valuable information on future security 
prices. 





- Gage B Weigh, Pres. 
134 No. LaSalle St. Chicago III, 


Without obligation mail me your current Digest 
and your booklet, ‘“When Experts Disagree.’’ 
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Offerir > Sate Securities of Electric Light 
and Power,Gas, andTransportationCom- 
panies operating in 20 states. 


Write for list. 


UTILITY 
SECURITIES 
COMPANY 


230 So. La Salle St., CHICAGO 
Mitwaukee St.Louis Louisville Indianapolis 




















OLD Coins Bought and Sold. 
Book 65c. 700 illustrations. Send 10c 
for Coin collecting booklet. Guttag Bros., 
16 Exchange Place, New York. 
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FORBES for November 15, 1927 


Motor Output Lagging 


October Activity at Low Ebb with Many Purchasers 
Apparently Holding Off to See What the New Ford 


Looks Like—Other News of the Motor World 
By Walter Boynton 


Detroit Editor, Automotive Daily News 


automotive situation in Detroit in 

October, with practically every 
dealer reporting slow business. Many 
of them expressed the feeling that 1928 
would be unusually welcome when it ar- 
rived. Seasonal slowness, plus the con- 
tinued silence as to the definite date 
on which the new Ford line could be 
counted on, to give general business, as 
well as the automobile trade, an uplift, 
resulted in small sales volume. 

At this writing, there is no apparent 
prospect of a change in the situation, 
so far as the Ford Motor Company is 
concerned. Late in October, the an- 
nouncement was reiterated that Mr. 
Ford had not yet given final approval 
for complete production of the car, 
and indications were strong that the 
first of December would not see the 
car in volume production. 


Ford 


AKING on of labor at the Ford 

plants in Fordson and in Highland 
Park has been slow. The employment 
department gave out figures showing 
that there were about 42,000 employed 
at Fordson, where the car production 
activities are to center, and approxi- 
mately 21,000 at Highland Park, center 
of body and parts activities. 

On the basis of the announced sched- 
ule of production, between 95,000 and 
100,000 workers will be required at the 
two big plants. The present employees 
have been taken on from the ranks of 
former workers and additional men can 
hardly be recruited hurriedly, even if 
they are aided by what is felt to be the 
most highly organized mechanical equip- 
ment of modern times. 

It will require time to staff the plants 
with labor of the type required to bring 
out the car in accordance with Mr. 


Fy sstomoti quiet marked the retail 


‘Ford’s ambition. 


Registrations Decline 


IGURES show that the long delay 

in the Ford announcement has not 
resulted in a large increase in business 
among his competitors generally. 
American registrations: for the first eight 
months o fthe year, excluding Ford, 
were 1,649,839, against 1,549,890 for the 
corresponding period in 1926. This in- 
crease of almost precisely 100,000 com- 
pares with a falling-off in Ford registra- 
tions amounting to 490,472. 

So the general industry’s gain was 
only about 20 per cent. of the Ford loss 
over the period. This seems to indicate 
that prospective buyers are holding off. 

Once Ford resumes, there ought to be 
a striking increase in general automo- 
tive business. The low fall volume was 
an indirect reflection of the Ford activi- 
ties, in their influence on business gen- 
erally, quite as much as a direct one on 
the retail automotive industry in or any- 
where near the Ford price class. 


omer on figures from a_ sufficient 
number of states to form an index 
of the national situation, registrations 
in September were generally about 35 
per cent. under those of September a 
year ago, and more than 27 per cent. 
under those of August, this year. De- 
crease in September over August, 1926, 
was approximately 16 per cent. 

Sales of passenger cars in America 
by factories to dealers totaled 2,509,018 
in September, 1927, a decrease of 609,- 
611 cars over the corresponding figures 
for 1926 which amounted to 3,118,629. 

Chevrolet, Essex, Whippet and Pontiac 
cars were among those to show registra- 
tion increase in September, based on 
the reports referred to. Star and Dodge 
both showed a falling off. E. G. Wilmer, 
president of Dodge Brothers, made a 
statement that his organization like the 
Ford Motor Company, had been under- 
going an expensive transition, in prepa- 
ration for larger operations in 1928, 
with a full line of Fours and Sixes for 
the dealer organization. 

He noted that the financial condition 
of his company was gratifying, with 
bond and preferred interest earned by 
comfortable margins well in advance 
of the close of the calendar year. 

The industry generally is counting on 
an unprecedented volume of spring busi- 
ness, following the resumption of Ford 
on a fulltime basis, plus enhanced 
owner appeal by the makers generally 
and plus the results of increased sales 
methods all along the line. 


Few Large Companies 


| _premnenre furnished by the Auburn 
Automobile Company show that in 
the first nine months of 1926, twenty 
companies, making thirty lines of au- 
tomobiles, manufactured 98.5 per cent. 
of all cars sold in the United States and 
Canada. Twenty-three other companies 
divided the remaining 1.5 per cent. 

The company predicts that by the 
end of the current year all but a frac- 
tion of one per cent will be built by 
twenty-five companies. 

“Forty-eight companies,” says the re- 
port, “have experienced a business career 
of from one to three years; 40, from 
four to six; 25, from 10 to 12; 12, from 
13 to 15; eight, from 16 to 18; 11, 
from 19 to 21; nine, from 22 to 24; four, 
from 25 to 27; and five, from 28 to 30.” 


New Hupp Models 


ATE in October, Hupp Motor Car 

Corporation announced a new Six 
line of closed cars, on a chassis with a 
114-inch wheelbase, and a power plant 
with rated horsepower of 25.35. The 
line includes coupé, two-door sedan and 
four-door sedan, in both standard and 
custom bodies, priced at figures ranging 
from $1,395 to $1,545. Wire wheels are 
optional, at price of $70 for a set of six. 
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FORBES for November 15, 1927 
Industrial 
Booklets 


The following booklets, pamphlets, etc., 
will be sent free on request by the com- 
panies mentioned. 


1200 Checks an Hour.—Possible by 
the use of the Todd Protectograph. 
Send for free information to The Todd 


Company, 1154 University Avenue, 
Rochester, N. Y. 
Profitable Business Control—Is_ the 


title of an illuminating booklet of in- 
terest to all who use records. Sent 
free on request by the Acme Card Sys- 
tem Company, 116 South Michigan Ave- 
nue, Chicago, Illinois. 


For Executives Only. — Autopoint 


Company, 4619 Ravenswood Avenue, 
Chicago, Illinois, will send sample Auto- 
point pencil and booklet describing their 
sales building proposition. 


The Age of Vision in Business Af- 
fairs—This is an illuminating treatise 
on the problems of eliminating waste 
in office practice. Address Remington 
Rand, Inc., North Tonawanda, New 
York, Dept. F-7, for a free copy. 


Human Power Measurement. — The 
Charles E. Bedaux Companies, 271 
Madison Avenue, New York, with of- 
fices in principal cities, America and 
Europe, help to develop human power 
to highest efficiency. Information will 
be furnished on request. 


Elliott Fisher and Sundstrand.—For 
information as to how they fit into your 
business, write to General Office Equip- 
ment Company, 342 Madison Avenue, 
New York. 


What’s Wrong With Shorthand?—Is 
the title of a booklet describing the 
advantages of the Dictaphone to execu- 
tives. Address Dictaphone Sales Co., 
154 Nassau Street, New York City. 


The Port of Newark.—The story of 
this important port and its development 
is embodied in an attractive booklet is- 
sued by the Department of Public 
Works, Newark, N. J. 


Oakland, California—More and more 
people are becoming interested in the 
possibilities of this territory for locating 
new industries. For information write 
the Oakland Chamber of Commerce, 
Oakland, California. 


Floors Pay Dividends.—Full data of 
economies possible through scientific 
electric floor cleaning sent free on re- 
quest by Finnell System, Inc., 39 East 
St., Elkhart, Indiana. 


Forging Ahead in Business.—This 
book, revised to date, will be sent free 
by the Alexander Hamilton Institute. 
It contains valuable information for 
executives and those aspiring to become 
executives. 


Changing American Building Practice. 
—Thousands of new homes have been 
celotexed, making for greater comfort 
and economy. The Celotex Company, 
645 North Michigan Avenue, Chicago, 
Ill., will be glad to furnish information. 
Address Dept. 167. 


FINANCIA| 
HANDBOOK 


RH. MONTGOMER) 





1757 Pages 
37 Sections 
Covering: 


Financial Statements and 
Reports; Budgets; Fun- 
damentals of Business 
Economics; Mathematics 
of Finance; Control of 
Current Operations; Busi- 
ness Law; Capital Struc- 
ture and Policies; No- 
Par Stock; Profits Le- 
gally Available fcr Divi- 
dends; Investment Trusts; 
Fixed Capital Bxpendi- 
tures; Control of Sales 
and Sales Expense; Pur- 
chasing; Insurance, 


Types of Business Or- 
ganization;. Controlling 
Inventory Investments ; 
Security Markets; ‘Blue 
Sky” Laws; Export and 
Import Procedure; For- 
eign Exchange; Credits 
and Collections; Dealing 
with Embarrassed Debt- 
ors. Abbreviations of 
Business Terms; Real 
Estate Transactions; 
Traffic Management ; Com- 
mercial Arbitrations. 


Transportation Rates; 
Treasurer, Comptroller, 
Secretary — Functions, 
etc.; Banks and Their 
Uses; Profit - Sharing 
Plans; Accounts and 
Audits; Cost Determi- 
nation; Federal Regula- 
tion of Business; In- 
vesting Surplus Funds; 
Business Statistics; Fi- 
duciary Relations; Pur- 
chase and Sales Terms. 


The Basic Data on Every 
Aspect of the FINANCES 
of a Business, Organized 
for Ready Reference and 
Practical Application. 


In a Single Volume 
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FINANCIAL 
HANDBOOK 


Edited by Robert H. Montgomery, C. P. A., Coun- 
sellor-at-Law, a nationally known authority who 
has, for over 25 years, played a prominent part in 
the financial management of hundreds of well 
known companies. He was assisted in preparing 
the volume, by 35 financial specialists. 


Almost immediately upon publication this manual 
won its place as a standard tool of men responsible 
for accounts and finance. Many thousands of 
executives in banks and business organizations are 
relying upon it as their daily guide. 


Here is the basic data which all executives responsible for 
financial management need constantly to insure the sound- 
ness of their decisions and the correctness of their practice. 
Few questions of financial principle, policy, or method ‘can 
arise which are not readily answered here by concise, 
authoritative statements. 


The contents tabulated in the column to the left will suggest 
the tremendous scope of this volume. Its material is equi- 
valent to a set of ten large volumes—and every line is of 
practical value. 


Sent to You for Examination 


We. want to place a copy of the Fimancial Handbook, in a 
flexible binding that is both handsome and durable, in your 
hands so that you may see for yourself its great usefulness. 
Put it on your desk and use it in your work for five days. 
Then, if you are not convinced that you need the volume, 
return it to us. If you keep it, send $7.50 in full payment. 
The coupon below will bring the book for five days’ trial. 


THE RONALD PRESS COMPANY, NEW YORK 


The Ronald Press Co., 15 East 26th St., New York, N. y. | 


| Send me postpaid a copy of Robert H. Montgomery’s | 
| Financial Handbook. Within five days after its receipt 
I will send you $7.50 or return the book to you. | 
| MIE csc ck aac dadauheadcessuovikacdebensapienekeatteseeaneires | 
(Please Print) 
| EE AEMOND, nnipkd inne bs nnpede aces eases cemaseen Socces | 
| City .....cccececcccccecevees RAMS cas sbasausersgennaawaeenen | 
Burka Duaansecinameanusan esi POR ss écnictasseunonen 
| PRMD: coucichesecducineenseudsenshisusseoanbeotdikesteeae | 
| 2 : M. 244 
Orders from outside Continental U. S. and Canada must | 





| be accompanied by cash plus 25c to cover shipping. _] 
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E extend the facilities of our 
organization to those desir- 


ing information or reports on com- 
panies with which we are identified. 


Electric Bond and Share Company 


(Incorporated 1905) 


Paid-up Capital and Surplus, $100,000,000 


Two Rector Street 


New York 
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Demand Three Things 
When You Invest 


There are three things you should demand 
when you invest: 


1. That your money be safe. 


2. That your income return be 
satisfactory. 


3. That your investment grow in 


Collateral Trustee Shares are safe because the in- 
vestment is spread over 80 high grade securities, 
listed on the New York and Boston Stock Exchanges; 
they have yielded 74% since 1925; they bave ap- 
preciated in value 36%. 


Write now for free Booklet F-18 
giving full particulars. 


NEw ENGLAND 
INVESTMENT TRUST, INC. 


85 Devonshire Street 
BOSTON, MASS. 


Free from Normal Federal Income Tax 








2 ne on 























Established 1884 


ENNEDY & CO. 


74 BROADWAY 
NEW YORK CITY 


High Grade Bonds Bought on 
Partial Payment Plan 


Investment Suggestions 


A copy of this month’s market 
letter will be mailed on request 
without obligation. 






































One of 
Florida’s 
Safest Investments 
Returns 
8% 

With 
100% Security 
Dividends Payable Quarterly 
Assets 
Over $900,000.00 
Write for our Booklet “F” 
Lakeland Building and 


Loan Association 
Box 629 Lakeland, Fla. 
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“Forbes” pays $5 for the best story 
published in each issue and presents a 
copy of “Forbes Epigrams” for each 
story used. 





Busy, But— 
It was on one of the plantations in 
“Sunny Alabam’.” The “Boss” was go- 


‘ing about and met a couple of his dark- 


ies apparently bent on something seri- 
ous. 

“Say,” said the Boss, “where in blazes 
are you two worthless bums goin’? Why 
don’t you get to work?” 

Mose replied: “We is wo’kin’, boss. 
We is carryin’ dis yere plank up to de 
mill.” 

The Boss: “Plank! I don’t see any 
plank!” 

Mose looked about and said: “Well, 
fo’ de Lo’d’s sake, Sam, ef we ain’t all 
done gone an’ clean fo’got de plank!”— 
$5 prize to J. H. Hardy, Ithaca, N. Y. 

* * * 
Right at Home 

Police Chief: “Well did you work the 
third degree on that guy, as I told you?” 

Detective: “Sure we did; we bullyrag- 
ged, and crisscrossed, and tormented 
and badgered him every way we could 
think of.” 

“Well—and what did he have to say?” 

“He just sort of dozed off and mut- 
tered ‘S’all right, Maria; s’all right— 
have it your own way’.’—Prize of 
“Forbes Epigrams” to L. Simmons, New 
York, N. Y. 

x * x 
What the Signal Means 

An arm protruding from the car ahead 
means that the driver is: 

1. Knocking ashes off a cigarette. 

2. Going to turn to the left. 

3. Telling a small boy to shut up, he 
won't buy any red pop. 

4. Going to turn to the right. 

5. Pointing out a scenic spot. 

6. Going to back up. 

7. Feeling for rain. 

8. Saluting a passing motorist or go- 
ing to stop. 

—Pure Oil News. 
* * * 
Short 

She: “When I was born, my father 
agreed to give me $10 each birthday, and 
now I have $230.” 

He: “How much does he still owe you?” 

* * 
A New Bank 

“Since I bought a car I don’t have to 
walk to the bank to make my deposits.” 

“Ah, you ride there?” 

“No, I don’t make any.”—Azuride. 





Those wishing contributions returned 
if found unsuitable will please enclose 
stamped, addressed envelope. 
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